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0 the best of . N 2 
Oa daly 2 By Edwin N. Eager ings in selecting salesmen are more com- 
ly pa- - a ts 7 a 
ores aid pub Kansas City, October 14—Members of Dependability monly used in the life insurance field than 
rch 3, 15% the National Association of Insurance . in any other line of business, according 
. iis oa Agents, meeting here this week in the * to a survey just made by the American 
his forme sa : : —__—_@—_—___ in apt age Mei 
Municipal Auditorium for their forty-sixth Strength Service Management Association of New York. 
pe Ri annual convention, listened and watched Departmental Offices at The companies furnishing information, 
+ Citi with keen interest today to presentation Btfend Dow. Weuk numbering 176, represented a wide range 
, "fof a so-called “V” or victory plan for Chicago and San Francisco of classes of business and covered 82,727 
"12th Stree, B insurance, designed to increase the efficien- salesmen. It is notable that of this num- 
», 163 Rocky cy and public service of the insurance ber of salesmen almost 60,000 are em- 
, 1111 Pu. business. This plan, which embraces a ployed by four large insurance companies. 
. . ° Ms . ER A TIS — a * 
wide range of selling and public relations Expanding Use of Tests 
tbe stip activities, was introduced by General The survey showed that in the general 
Holding eg Counsel Walter H. Bennett in his keynote oe field _ is a ——™ use ot 
it of stoc address and outlined, with illustrated slides, * such tests, many having adopted testing 
names at by Ven Wis dives & wal (@) programs during the past year. A large 
rs must he peneane “4 Viscman, supsscindeencey . variety of tests are used, ranging from a 
Xd ph lic relations of the National Association. simple mathematical examination to a bat- 
al membe This “V-Plan for Insurance,” which has ; - x — tery of three or four highly specialized 
: : . 2 a, took a Saturday e 
attracted wide attention here through ad- One of our gene ral agents, who “on bi a — ’ H é A psychological systems. Several companies 
‘, 94 Fults vance publicity, was offered as a concep- off from the city to — getting in his hay crop. He arose a have adopted parts of standard tests ap- 
Serect Nef tion of what can be done by insurance the farmer’s hour of 4:30 and went to work at the silo end of plying them to their individual require- 
treet, “producers and companies through conscious the job. ments. 
— and ultimately united efforts for improve- ; : , eo 
ment in the production field. At 11:20 in came the two hay-trucks, empty. “What's the idea Ciesiniaiilees aie tien:siu a Minette 
eolding The plan i: still +e wellptarg ite a of quitting now?” asked the boss. life insurance the American Management 
of bonis "main for the time being as a suggestion, Association report says: 
Yone. a recommendation. The National Associa- The foreman explained that there w asn't time to bring in any “Ee Gan ineretion Meld: whee tects ee 
a! om on bea it terms _ _ > ed more hay before lunchtime. “We eat at 12.” he said, “and the men probably used more commonly than in any 
ovuers “| Sttuctive, continuing crusade towards bet- ? ete mre | ide: z Regist ose: 
ly ¢ ” >is ar " other in ustry, tour companies explaine< 
nes a ig and progress,” is not sponsoring need the food, for this is hard work that they have not yet lade’ all sales 
‘ am fi a > - - . - . . ms” . bes A 7 = 
ys ed a a The boss said. “Sure you do, but why waste the 40 minutes districts in their test programs. For ex- 
le comp: ee ae maneice cman f 12 o'clock? Wo king here at the silo I have been ample, one life insurance company with 
y see of the recommendations offered. The waiting for o cloc or F t the: aid Of te celal aratensional “sures 
ration fv V-plan is called non-controversial in ob- timing - the job, and I found that it averages 45 minutes to make spent five years in the development of its 
aan a purely “an idea connected with an a ved trip.” program. Tests were first introduced in 
and belt! I" ; =. gs , 1939, and the program has now been es- 
ry ml pe Aid to Selling The men drove off, and 45 minutes later returned with two ahliceed tm Wnindéeiee of the Gem's 
1s 9 p : ey ee ee Te ee ete . 
com The aid to selling ideas outlined in a loads of hay, thus improving the day’s job by two loads. sales districts. In the near future the 
s ina’ dramatic presentation this morning before 3 , ; ; 7 remaining districts will be included in the 
“facto 4 huge gathering of agents and insurance Says the general agent, “I told that story to the men at our plan. . | 
in has at company representatives are given out to office. A good many agents—who don’ t start w ork at 4: 30 in the Another insurance company that iS e€x- 
aid st the agents for them to adopt individually morning—stop haying at 11:20 because at 12 it will be lunchtime. penny —_ tests describes its pro- 
= and perhaps collectively as time passes for fe . cedure a3 10uows: 
ote heir own local use. It is believed that if A man can get in quite a few more calls, in the course | of time, “While we apely the Liles Teernx 
°s 0 , > ~ , S 
jistribute- Ch agent accepts the suggestions offered by working while he’s waiting for the 12 o’clock whistle. Sales Research Bureau’s Aptitude Index to 
paid a and applies them to his own business, then a certain number of our newly employed 
y tees Widespread raising of standards of general (Continued on Page 12) 
eficiency and better relations with the pub- 
nipan (Continued on Page 36) o 
. isteenstemssmmaeer ir nee ed 
this 
ee ee: Page 18 
Brokers & Agents "39 THE PENN MUTUAL LIFE INSURANCE CO. 
y: SO . WILLIAM H. KINGSLEY JOHN A. STEVENSON | 
Marine Eanes " 43 Chairmen of the Board President | 
. 4 
, suck Casualty & Surety... coon "44 INDEPENDENCE SQUARE, PHILADELPHIA | 
' 

















— —_————S 















“THE EASTERN 






ENR ANN ANTE SIS 






































Page 2 UNDERWRITER October 17, joy Octo 
Pan 

ADVANCING | THE "Fe UNDERWRITER * 

Tru 

The American agency system is responsible for the tremendous growth of life insurance in America. Pe 

n Ne 

When The Equitable was organized in 1859—eighty-two years ago—there were but a few hundred life insurance representa. §\' 

tives in the entire country. Today there are over one hundred and thirty thousand, servicing 117 Billions of insurance in force, et 
and due to whose efforts over 2!/, Billions are being paid out to policyholders and beneficiaries every year. Board 


The growth of the Equitable during the past eighty-two years has been even more rapid than that of life insurance generally, 
But in seeking to extend its own company services, the Equitable has been conscious of the contribution it could make to life fain’ 
insurance institutionally by facilitating the work of the life underwriter, aiding in his education and training, and elevating his fii 
status to that of a professional calling. Today the prestige of the American life underwriter is higher than ever; and with pardon. ff‘ 
able pride the Equitable points to some of the forward movements it has initiated—or supported—for the benefit of the fs 
fraternity at large. hnsin 


It has made the work of the agent more attractive by broadening and liberalizing the policy contract. The 


present popularity which life insurance enjoys is in no small degree due to its vision and enterprise. The 

usht 

It was among the first companies to inaugurate a program of education and training for agents. As far back as 

1902 classes of instruction were held, and a few years later a correspondence course covering the fundamentals of the bers 
sol 

business and sales procedure was introduced. a kno 

so mi 

lt has issued books on life insurance salesmanship and made them available to the agents of all companies. par 


perso 
come 
ship 

might 


It aided in the formation of the American College of Life Underwriters. Th 


Collaborating with other companies, it was one of the sponsors of the Life Insurance Sales Research Bureau. 


More recently it has given whole-hearted support to the S. S. Huebner Foundation for Insurance Education. in sm 


izatio 

When the Institute of Life Insurance was proposed as a means of interpreting life insurance more effectively to pont 

the general public, The Equitable was one of the earliest advocates. Th 
nell, 

. . . look 

This year it inaugurated for the benefit of its agents an improved system of compensation with retirement the ¢ 
benefits—a plan that has been characterized as a model of its kind. — 
E propt 

And in support of one of the greatest instrumentalities for the advancement of the agent—The National Associa- by w 
tion of Life Underwriters and the many Local Associations—The Equitable has encouraged managers and agents to an 
maintain membership and give unsparingly of their time and talents. tinue 


must 
. . + ° + . . e e 3 the i 
Today, American life insurance is recognized as a great financial bulwark in the national economy. The groundwork laid by } in a 


The Equitable and other companies during past decades in behalf of the life underwriter is proving of immeasurable value in the | pee 
present crisis. American life underwriters can and will respond to the opportunities—and responsibilities—for which the past fj?" 
years of training and education have equipped them. ng 
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. Trust; William J. Graham Gives Sales Pointers 


Keynote of the Business Insurance 
Symposium = Ol the Equitable Society 
New York City for managers and unit 
October 10, was the address 


anagers, 
senta- t Vice" President William J. Graham. 
; The symposium was held under the 
orce, spices of the dg ag New York 
a of Managers, Bleetstein, presi- 


lent of the board, pre ee 
Mr. Graham stre Boo that the function 
ithe managers and supervisors should 


: he to encourage their agents to keep in 
re) life aind in their daily rounds the needs of 
. gall businesses and the fundamental 
g his isefulness of life insurance in fulfilling 
d those needs. He stressed that the funda- 
raon- mentals of business insurance were the 


ame as those of personal life insurance. 
He also stated his ovinion that many 
could be closed on the 
only the agent asked 


husiness cases 
frst interview if 
r action. 
“Why Business Insurance?” 
The opening speaker was Vance L. 
Bushnell, second vice-president, whose 
remarks were on “Why Business Insur- 
ance?” Mr. Bushnell stated that the 
jmdamental knowledge of the agent 
soliciting business insurance should be 
a knowledge of business operations, not 
so much the technique of business life 
insurance. Business insurance, he said, 
served a purpose similar to that of 
personal insurance—a continuation of in- 
come through continuing good manager- 
ship at a time when business credit 
might be cut down. 
Three or four per cent of business 
failures, he said, were due to the death 
of key men in management, especially 
in small firms. This field where capital- 
zation was from $50,000 to $4,000,000 
was the largest field for this type of in- 
surance, 
The important thing, said Mr. Bush- 
nell, was for the agent to know what to 
look for. There are certain factors in 
the corporate set-up or in sole proprie- 
torship which determine the need and 
the amount of insurance. In a sole 
 egecha hip the amount is measured 
by whether the owner wishes to liqui- 
date, sell to his associates or to his 
family. If he wishes the firm to con- 
tinue in the hands of his family there 
must be enough working capital while 
the family is learning the business and 
an additional amount to eliminate the 
need for bank or trade credit. If the 
owner wishes to sell to his associates 
upon his death, then the insurance must 
be sufficient to assure a price represent- 
ing the going value of the firm. 
Mr. Bshnell predicted that the field 
for business insurance in New York ( ‘ity 
would shortly expand and that there 
would be a tremendous improvement in 
business conditions in this area within 
the next six or nine months. 
Helping The Agent With 
p "ess Insurance Case” was a discussion 
ae Ol the legal aspects of the subject by 
p Stuart A. Monroe, legal department. Mr. 
= : Montoe considered a few of the prob- 
8 that arise in discussions with the 
p client or his attorney in connection 
an with Either the Trust Agreement or 
3 Purchase and Sale Agreement, prin- 
; cipally the questions : Who shall be the 
a eneficiary? Who shall pay the pre- 
Miums ? What method of valuation and 
lax problems ? “Generally speaking,” 


1 by 
the 
past 





His Busi- 






a“ Mr. re “the use of a trustee 
S . 

Most advisable,” but in many small 
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gard to method »f issuing the 
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insurance agreement and be 















Underwood & Underwood 


WILLIAM J. GRAHAM 


subject to the control of the parties to 
the agreement. Mr. Monroe referred 
to the Equitable’s owner form as fitting 
well into this requirement, and said he 
favored making A, B, and C joint owners 
and the life of A, and on the life of B 
and on C since this method gives joint 


control and the joint consent of all 
parties is necessary to the exercise of a 
policy right. 


Who Shall Be 

Mr. Monroe said 
men, in his opinion, 
consideration to the 


Beneficiary ? 
that life insurance 
had given too little 
problem of who 


shall be the permanent beneficiary and 
the recipient of the insurance proceeds. 


“Where a trustee is employed, gen- 
erally the trustee will be designated 
beneficiary. Shall the trustee turn the 


money over to the estate or to the widow 
of the deceased stockholder? Opinion 
varies. Some authorities hold that in 
any case the proceeds must be paid by 
the trustee to the estate, contending that 
payment to the widow may result in an 
invalid testamentary disposition—that is, 
disposing of property effective at death 
in a manner other than is prescribed 
for the execution of wills. Other authori- 
ties hold that if legal title to the stock 
is transferred to the trustee during life- 
time, the proceeds may be paid to the 
widow by the trustee, because nothing 
is transferred from the estate of the 
deceased stockholder. There is a Min- 
nesota decision which supports this latter 
view. This is a problem for the attorney 
drafting the agreement to solve. In 
either event, it is impossible to use the 
Optional Modes of Settlement. 

“Tf the Purchase and Sale Agreement 
does not use the services of a trustee, 
a different problem is involved in nam- 
ing a beneficiary to receive the proceeds 
of the life insurance; that is, the bene- 


ficiary might be either the estate of 
the insured, the insured’s wife, or - the 
surviving two stockholders. 


“As previously stated, if the estate is 
named as beneficiary, there is no bal- 
ance. The estate would have title to 
the stock as well as title to the insur- 
ance proceeds. If the wife is designated 
as beneficiary of the insurance proceeds, 
then upon the death of a stockholder, his 
estate would have title to the stock and 
his widow title to the insurance pro- 
ceeds. Again, there would be no balance. 
Although the agreement would be a valid 


Fred Hathaway Has 40th Anniversary 
By Elmer K. Rupp 


Angeles, Oct. 10—Fred C. Hath- 
manager of the Los Angeles 
branch office of the Mutual Life of New 
York, today observed the fortieth an- 
niversary of his association with the 
company and was receiving the con- 
gratulations of his many friends in and 
out of the life insurance business as they 
learned of the anniversary. As he marks 
this milestone in his association with the 
company he has the pleasure of knowing 
that his work will be carried forward 
by another of the name, Fred C. Hath- 
away, IJr.; (better known as “Clancy”) 
just as he is upholding the name as did 


Los 


away 


his two brothers, both of whom were 
Mutual Life managers. 

Born in the little mining town of 
Yreka in Northern California of Irish 
and English parentage, he is a truly 


typical Native Son of the Golden West, 
and has a great love for the Golden 
State. 

He started work for the Mutual Life 
forty years ago as a clerk in the Al- 
buquerque, N. M., office of the company, 
where he remained for eighteen months. 
transferred to Portland, 


Then he was 
Ore., as assistant cashier. He spent 
three years in the Oregon city, and then 


was shifted to San Francisco as super- 
intendent of agents, later being promoted 
to assistant manager. After three years 
successful work, on February 1909, he 
was transferred to Salt Lake City, Utah, 





HATHAWAY 


FRED C. 


as manager, being the youngest manager 
the company ever had named. He took 
over an agency that had a yearly paid 
for record of $290,000, that was located 
(Continued on Page 10) 


Equitable Managers Hold Business 


panel Includes Vance L. Bushnell, Stuart A. Mon- 
Leon G. Simon and Charles A. Luft of Empire 


Insurance Symposium 


one, and would permit the survivors to 
institute legal proceedings against the 
estate for transfer of the stock, such a 
situation is to be avoided if possible by 
achieving a balance between the parties 
to the agreement. Furthermore, if title 
to the stock flows from the estate of the 
deceased insured to the surviving stock- 
holders, and payment in the form of 
insurance proceeds goes to the widow, we 
run the risk of having paid the wrong 
person. In my opinion, neither the 
designation of the state nor the desig- 
nation of the wife as beneficiary in the 
insurance policy where no trustee is em- 
ployed is sound handling of the business 
insurance case. I feel that the best 
permanent beneficiary, where no trustee 
is used in the Purchase and Sale Agree- 
ment, is to designate the members of 
the plan other than the insured, because 
by so doing, we achieve balance. The 
survivors turn the proceeds over to the 
estate and in turn the estate turns over 
the stock to the survivors. It should 
he noted, of course, that the Modes of 
Settlement are not available.” 

“Occasionally,” said Mr. Monroe, “the 
parties will decide that each party will 
pay the premiums on the policy on his 
own life. In such cases a deceased 
stockholder has in effect paid for the 
insurance which produces the funds to 
buy out his stock interest; the simple 
remedy for this is to have the survivor 
pay the estate of the deceased party 
the net cost of the policy on his life 
or the cash or by adding the cost to the 
purchase price of the stock.” 


Tax Problem 


Referring to tax problems, he said: 

“One particular problem in connection 
with taxation that is pertinent at the 
moment arises from the manner in which 
premiums on the policy are paid. Prior 
to January 10, 1941, some authorities 
felt that the business insurance policy 
should be applied for and owned by the 


parties to the plan other than the in- 
sured. Since January 10, when the Fed- 
eral Estate Regulations were changed 


so that the test of taxability was no 
longer one of incidents or ownership but 
rather whether the insured paid the 
premiums directly or indirectly, some 
authorities contended that the insured 
in the business insurance case should 
not pay any of the premiums on his own 
policy. Personally, I don’t think it makes 
any difference, for the reason that it 
cannot logically and consistently be 
maintained that both the proceeds of 
the life insurance policy, as well as the 
full value of the business interest of 
the deceased, should be included in the 
estate of a deceased member for Estate 
Tax purposes. It is certainly logical to 
include the business interest of the de- 
ceased in his estate for Estate Tax pur- 
poses, but to include the purchase price 
of that business paid for a transfer or 
change to the survivors, is not logical. 
This position has been sustained by the 
courts in several cases and is a point 
well worth remembering.” 

Following Mr. Monroe, Charles A. 
Luft, assistant secretary, Empire Trust, 
spoke on “The Contribution of a Cor- 
porate Trustee.” Mr. Luft said that the 
work of life insurance agents in serving 
the business insurance needs of their 
clients was not merely an opportunity 
but an obligation. There are several 
things a trust company can do in New 
York, said Mr. Luft for the agent. They 
can stir up agents to get the business, 
and, in this connection, Mr. Luft urged 
his audience to tell their agent to get 

(Continued on Page 6) 
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500 Civic Leaders Are 
Guests of Prudential 


COMPANY NOW 65 YEARS OLD 


President Franklin D’Olier Welcomes 
Public Men, Bankers, Clergymen, Edi- 


tors, Ins. Executives and Others 


Once a year in Newark the Prudential 
has a reception in the home office which 
is attended by leading citizens of north- 
ern New Jersey and the Greater New 
York the being the 
anniversary of the founding of the com- 
pany. These are social gatherings of 
unusual interest as many of these lead- 
ers have no other opportunity of meet- 
ing each other. The sixty-fifth anniver- 
sary of the founding of the company 
was observed at the home office in the 
reception held on Tuesday. Attendance 
was 500. 

President Franklin D’Olier of the Pru- 
dential received the guests in the As- 
sembly Hall of the North Building of 
the home office group. Executives of a 
number of other insurance companies 
were among the guests, who included 
important figures in the professional, 
business, financial, religious, journalistic, 
political and religious life of New Jersey 
and its neighboring communities. Mem- 
bers of the Prudential’s board of di- 
rectors and the company’s executive 
officers also attended. There were also 
representatives present from the New 


environ, occasion 


Jersey Department of Banking and 
Insurance. 
Following the reception a_ buffet 


luncheon was served. 





New Option Agreement for 
Northwestern Nat’l Agents 


The Northwestern National Life has 
furnished fieldmen a new simplified form 
for the agent’s use in requesting pro- 
ceeds agreements from the home office. 
President O. J. Arnold points out in a 
bulletin to the agents that in four 
years’ experience with the form which 
has been revised for easier use, the 
company has not in a single instance 
had to write back to the agent about 
the settlement option requested. 

The new form is not standardized, but 
allows for considerable flexibility. 

President Arnold states: “Our most 
important duty is to fill the policy- 
holder’s individual needs. This is more 
important even than conserving time for 
either the agent or the home office. We 
do not consider an agent’s time wasted 
that is spent in closely analyzing the 
policyholder’s particular situation and in 
determing just how best to meet his 
needs by the use of settlement options. 
On the contrary, we believe the agent 
cannot spend his time to better advant- 
age than in giving this kind of service. 
But we have found that by adopting a 
request form that is reduced to the 
simplest possible terms, making it easy 
for the agent to complete yet leaving 
ample space for unusual requests, we 
are saving the agent’s time—and this 
is time that was formerly wasted in 
profitless correspondence with the home 
office to clarify his request.” 





Bankers National Employes 
To Get 5% Emergency Bonus 


Ralph R. Lounsbury, president, Bank- 
ers National Life of Montclair, N. J. 
has just announced that due to the in- 
creased cost of living the employes of 
his company will receive a 5% emergen- 
cy bonus. The bonus will be paid to all 
employes whose salaries are less than 
$3,000 per year. 





CINCINNATI HEARS B. JONES 
Beatrice Tones, president, New York 
‘ity Association of Life Underwriters, 
was the principal ‘speaker, October 16, 
at the luncheon meeting of the Cincin- 
nati Life Underwriters Association. Her 
subject was “The Need for Prestige.” 


Mark B. Hyslip, Jr., Made A 
Mutual Trust General Agent 


Mark B. Hyslip, Jr., has been appoint- 
ed general agent of the Mutual Trust 
Life for Allegany County, New York 
State, City of Orlean and some territory 
in the northern part of Pennsylvania. 
He lias been special agent for the North- 
western Mutual in Wellsville, N. Y. 

Mr. Hyslip is a graduate of St. Paul’s 
School, Garden City, L. I., and has had 
wide experience in business and social 
work in Allegany County. He is imme- 
diate past president of the Wellsville 
Rotary Club, a member of the board 
of directors of the Salvation Army, 
committeeman of Troop No. 5, Boy 
Scouts of America, and Bishop’s Man 
in St. John’s Episcopal Church. Active 
in fund-raising campaigns for some time, 
he was for two years town chairman of 
the Infantile Paralysis campaign. He 
was also a worker in the finance drive 
of the Boy Scouts of America. 





MARK B. HYSLIP, JR. 





STATE UNIT IN OKLAHOMA 

Approximately fifty life insurance 
agents of Oklahoma met October 6 at 
Stillwater to the Oklahoma 
State Underwriters Association. 

J. Hawley Wilson, Oklahoma City, the 
Massachusetts Mutual, was elected presi- 
dent; Roscoe Grimm, Tulsa, Metropoli- 
tan, first vice-president; F. W. Tibbitt, 
Enid, Metropolitan, second vice-presi- 
dent; Jim Booth, Muskogee, Equitable 
Society, third vice-president; and Claude 
Bradshaw, Stillwater, Mutual Life of 
New York, treasurer. Bryan Bowers, 
Oklahoma City, Home Life of New York, 
acted as secretary but no permanent in- 
cumbent was named. 


organize 


DALLAS CLU ELECTIONS 

The Dallas Chapter, CLU, has elected 
Henry S. Miller, Bankers Life, president 
for the coming year, succeeding Lyman 
B. King, Minnesota Mutual Life. 

Ben H. Williams, Southwestern Life, 
has been elected vice-president and 
Ricks Strong, John Hancock, is the new 
secretary-treasurer. 

The Dallas Association is sponsoring 
study classes this year. The dean of the 
school is John A. Monroe, Jr., Great 


National Life. Paxton Matthews, India- 
napolis Life, is registrar and Lloyd W. 
Klingman, Equitable Society, is chairman 
in charge of the curriculum. 





Field Force:— 
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Social Security, ete. 








IT’S A" BEST SELLER’ 


The Minnesota Mutual has developed a plan to go hand in hand 
with Social Security. It is a counter balance that will provide an 
income for the difference between the Social Security income and 
the minimum level income desired. 


Look ovr these ADDITIONAL ADVANTAGES enjoyed by our 


A liberal agency contract. 

A plan for financing your agency. 

Accounting methods to guide you. 

Proven plans for finding—training agents. 

A liberal financing plan for your agents. 

A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 

Policies for every purpose: 
Juvenile — Women — Group — Payroll-Savings, 


10. Low monthly premiums. 


A $248,000,000 Mutual Company, 61 years old, with an under- 
standing, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


St. Paul, Minnesota 


Regular—Family— 








Three New Courses 
For N. Y. City Agents 


BESIDES A_ TRAINING COURSE 
Announced by G. P. Shoemaker, New 
York Ass’n Vice-President; Sales 

Congress March 12 








Under the leadership of George p 
Shoemaker, educational vice-president, 
the Life Underwriters Association of 
New York will conduct three new Courses 
this year: The R. & R. Advanced Un. 
derwriting Course, a lecture course for 
supervisors, and a review course for 
men in the business two years or less 
This announcement was made last week 
at the opening meeting of the associa. 
tion. 

The R. & R. Advanced course, under 
the chairmanship of Edward L. Reiley 
CLU, Penn Mutual general: agent, i; 
endorsed by the National Association 
and is designed to fill a need between 
the elementary course given previously 
and the Taxation and Business Insur- 
ance Course. The New York Associa. 
tion will be the first association in the 
country to give this series of twelve 
lectures, which start December 4. 

The lecture course for supervisors, 
sponsored jointly by the Life Managers 
Association and the Life Underwriters 
Association, is endorsed by the Life 
Supervisors and is to be under the 
chairmanship of Wheeler H. King, CLU, 
New England Mutual. The Life Man- 
agers have appointed a committee to 
work with the Life Underwriters in the 
preparation of this series. Starting date 
has not yet been set. 

The other new course is that for new 
men, to start sometime after January 
1, and to be under the direction of Hal 
D. Crawford, CLU, Lloyd Patterson 
agency, Massachusetts Mutual. 

The above program of educational 
activities is in addition to the associa- 
tion’s training course for new men, 
which is to be continued this year, the 
chairman to be Julius Eisendrath, man- 
ager, Guardian Life. 95% of those tak- 
ing this course in the past have passed 
the state life insurance examinations. 

Another educational feature is the an- 
nual Sales Congress, which has been set 
for March 12, 1942, and which is to be 
directed by C. Preston Dawson, general 
agent, New England Mutual. 

Complete list of subjects and the 
faculty will be published as they are re- 
leased. 


Philadelphia Award Plaque 


Presented at Worcestet 


Feature of a luncheon, October 1, in 
Worcester held in connection with an 
all-day training conference of the heads 
of local associations and committees, was 
the formal presentation to the Massa 
chusetts State Association of Life Un 
derwriters of the Philadelphia Award 
announcement of which was made 2 
the recent National Association conver 
tion in Cincinnati. 

National Councillor W. W. Hartshor, 
Hartford, presented a suitably inscribed 
plaque as symbol of the Award, w ich 
was accepted by Walter Boireau, past 
president, under whose administration, 
1940-41, the membership increase which 
won the Award, was made. The plaqut 
was then turned over to the new pres 
dent, Maynard E. Keiser. 

Following the conferment, Mr. Harts 
horn talked on “C.L.U.” é 

George P. Smith, president Boston Life 
Underwriters, was general chairman ° 
the day’s program. 


BEVAN SPEAKS IN BALTIMORE 
The Baltimore Life Underwriters A* 
sociation held its regular monthly lunch 
eon meeting on October 9. The spe 
cial speaker was Ralph C. Bevan, get 
eral agent for the National Life ° 
Vermont at Providence, whose talk on 
“Words and Their Magic Power” W4 
well received. 
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John H. Scott, For Years 
Brooklyn Manager, Dies 


HAD REPRESENTED HOME LIFE 





Ill; Organized Physical Training 
“or of N. Y. Fire Depart- 
ment; His Career 





John H. Scott, for years general agent 
of the Home Life in Brooklyn and Long 
island, and who retired a couple of years 
4g0 following a long illness, died at his 
home in Rockville Centre at the age ot 
42 on October 12. After his retirement 
he kept up considerable correspondence 
with former associates in the insurance 
iysiness. A former physical director, 
ie organized the physical training sys- 
em of the New York Fire Department. 


with 


Many Activities 


Mr, Scott was born in Hoosick Falls, 
1 Y He was graduated in 1904 from 
Springfield (Mass.) College, and soon 
aitereward became physical director at 
he Brooklyn Central Young Men’s 
Christian Association. In 1916 he re- 
jgned his Y. M. C. A. post to become 
veneral agent for the Home Life in 
Brooklyn and Long Island, a position 
he held until his illness two years ago. 
He was active in the managers associa- 
tion there. 

Mr. Scott was a former secretary- 
treasurer of the Physical Directors 
Society of New York, a former president 
of the Rockville Centre Board of Edu- 
cation and a member of the Brooklyn 
Kiwanis Club, the Brooklyn Chamber of 
Commerce, the New York Life Under- 
writers Club, the Mayflower Society, 
the Sons of the American Revolution 
and the Hempstead Country Club. 
Surviving are his widow, Mrs. Ethel 
Estes Scott, and a son, John H. Scott, 
Jr, of Rockville Centre. 


Daniel J. Walsh Made a V.P. 
Of Home Life of Philadelphia 


Daniel J. Walsh has been elected a 
vice-president of Home Life of Phila- 
delphia. His father is Basil S. Walsh, 
president of the company, and his grand- 
father, Daniel J. Walsh, was a pioneer 
insurance man in Philadelphia. 

After attending Penn Charter School 
and Malvern Preparatory School Vice- 
President Daniel J. Walsh went to 
work for the Maryland Casualty Co. 
where he had practical experience in 
a number of departments of the com- 
pany and in the field. He also spent 
some time with home office of Travelers, 
studying life underwriting practices and 
modern sales methods. He then became 
associated with Daniel J. Walsh’s Sons, 
Inc., being elected its president in 1934. 
It is a large general insurance agency. 

Mr. Walsh is a member of the Insur- 
ance Society of Philadelphia and holds 
membership in the Philadelphia Country 
Club and Penn Athletic Club. 


RC, Andeson Sneed on 
45th Year With Agency 


Robert C. Anderson was guest of 
honor at a testimonial party and dinner, 
October 6, tendered him by the Gerald 
H, Young agency, State Mutual in New 
York City, with which office he has been 
associated for forty-five vears. 

eneral Agent Young presented Mr. 
Anderson with a gold watch charm set 
with four diamonds as a service award 
on behalf of the thirty-two members of 
the field force and cashier's staff, all 
Present at the dinner. 

_ Mr. Anderson entertained the gather- 
ing with reminiscences of his early davs 
in life insurance. He came with the 
agency in 1896, when his father, C. W. 
Anderson, the founder in 1871, was gen- 
‘ral agent. By March 2, 1901 the office 








q Wi . 
‘as Operating under the name of C. W. 


Anderson & Son. Mr. Anderson became 
ar agent in 1924 when his 
cane tired and continued in that 
apacity until 1928 when he was suc- 


‘eeded by Frank W, Pennel. 




















oint of View 


The great philosopher of ancient 
Cathay, Confucius, was asked by a 
follower why he was bothering to 
plant a tree when he himself prob- 
ably would not survive to enjoy it 


in maturity. His reply was epic. 


“One generation,” he chided his 
questioner, “plants trees that 
others may sit in the shade.” 


The agent who places a policy, and 
the man whom he insures, are joining 


in a similar service for others. 





ted rurtential 


Insurance ¥ Company of America 


Home Office, NEWARK, N. J. 





























O. J. Arnold Chairman 
Presidents Convention 


TO MEET HERE DECEMBER 11-12 
Northwestern National Life President 
to Preside Over Two-Day Program; 
Has Distinguished Career 





As chairman of its thirty-fifth annual 
convention which will be held at the 
Waldorf-Astoria, New York, December 
11 and 12, the Association of Life In- 
surance Presidents has selected O. J. 
Arnold, president of the Northwestern 
National Life of Minneapolis. 

As is customary at the Life Presi- 
dents’ annual meetings, Mr. Arnold, as 








O. J. ARNOLD 


the presiding officer, will make the 
opening address on Thursday morning 
speaking on the central theme toward 
which the discussions during the two 
days are directed. Preparations for the 
convention are now well under way and 
the theme, together with the range of 
subjects to be taken up by other speak- 
ers will be announced shortly. 

A veteran of almost forty-five years 
in life insurance, Mr. Arnold will bring 
to the chair a broad view of the busi- 
ness and factors affecting it. His entire 
career has been devoted to life insur- 
ance and has paralleled a period in 
which it has made its greatest advances 
and also has faced some of its most 
pressing problems. 

Since 1897, when he entered the busi- 
ness following his graduation from 
college, his experience has brought him 
into contact with practically every phase 
of its operations. Interest in the actu- 
arial side was a factor in inducing him 
to make life insurance his career and has 
been reflected not only in his company 
activities, but also in his connection with 
such organizations as the American In- 
stitute of Actuaries which he served 
as president for two terms and of which 
he was a charter member. One actuarial 
undertaking in which he had a leading 
part was the formulation of the Illinois 
Standard method of reserve valuation. 

\gency matters also have received his 
close attention, and he has been a keen 
student of questions affecting the field 
forces, both in relation to his own com- 
pany and the business as a whole. He is 
a member of the board of directors of 
the American College of Life Under- 
writers. 

Mr. Arnold also has served as chair- 
man cf the board of directors of the 
Life Insurance Sales Research Bureau 
and in 1927-28 was president of the 
American Life Convention. He has been 
the Northwestern National’s chief execu- 
tive since 1925. 

Despite the many life insurance activi- 
ties in which he has engaged and which 
have made him widely known in his 
chosen field, Mr. Arnold has found time 

(Continued on Page 8) 
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Program of Bureau and 
Life Agency Officers 


MEETINGS TO BE IN TORONTO 


Start on November 3; Pension and 
Morale Forums Among Features; Dev- 
lin Chairman of General Committee 


The twentieth annual meeting of Life 
Agency Officers and Life Insurance Sales 
Research Bureau will be held in Toronto, 
beginning November 3. C. D. Devlin, 
Confederation Life, will be in charge of 
general committee of Canadian Insur- 
ance Officers Association. R. G. Mc- 
Donald, Canada Life, is chairman of 
entertainment committee; W. A. Hand, 
Confederation Life, of working com- 
mittee; W. S. Penny, Sun Life, and W. 
Carlisle, —— of Canada, of reception 
enone Leighton Foster, K. C., 
chairman F ‘ladies’ committee. 

Program of joint meeting follows: 


” 


W. S. Penny: “The Bureau in Action. 

H. G. Kenagy, Mutual Benefit: ‘Two Dec- 
ades.”’ 

John Marshall Holcombe, Jr., Research Bur- 
eau: “It’s An Ill Wind.’ 

John <A. Stevenson, Penn Mutual: “Taking 
Our Bearings.” 

Vincent B. Coffin, Connecticut Mutual: ‘‘Train- 


ing the Trainer.” 
John H, Evans, 
1921.” 
William P. 
proving Business 
J. Harry Wood, 
Sales Management.” 


“1941 Versus 


Life: 


Ohio National: 
Worthington, Home “Tm- 
Management.” 


John Hancock: “Improving 


Forum on Pensions 


Lewis W. S. Chapman, Ward Phelps, B. N. 
Woodson of the Bureau will be principal figures 
in the forum on om and motivation. 

W. C. Laird, London Life: ‘‘Developing Pres- 
ent Men.” M. A. Linton, Provident Mutual, 


will be chairman at discuss‘on of Pension Plans. 
ent Haviland, Connecticut . General: 

“The Value of an Agent.” 
A. N. Mitchell, Ponte Life: , “This War 


from a Life Insurance Viewpoint.’ 

John A. Witherspoon, National Association of 
Life Underwriters: “Your Agency Force.” 

Paul Speicher, Insurance R. & R.: “The 
Present Tense of Management.” 

Arthur H. Motley, Crowell-Collier Publishing 
Co.: “Selling and the Democratic Way of Life.’ 





E. S. Munson to Manage 
Fidelity Mutual Office 


Edwin S. Munson has been appointed 
manager in Springfield, Mass., for the 
Fidelity Mutual. Mr. Munson has been 
with the State Mutual Life as associate 
manager. 

As a first lieutenant, then captain of 
field artillery, he saw action in World 
War I, was wounded and received the 
Order of the Purple Heart. 

Following twelve years in real estate, 
he went with the Security Mutual in 
1934. He has been active in business and 
social organizations in Long Meadow 
where he has been president, Board of 
Selectmen, for thirteen years. Last July 
he was elected Republican State Com- 
mitteeman. 


G. M. Reem, Guardian Life, 
Welcomed at Rochester 


Approximately thirty general agents 
and managers, heads of the Rochester 
Life Underwriters and Life Managers 
Associations and members of the Roch- 
ester agency, Guardian Life, welcomed 
Glen M. Reem, CLU, newly appointed 
manager of that company’s West-Cen- 
tral New York territory, at a luncheon 
in his honor recently. 

Home office men present included 
Agency Vice-President Frank F. Weid- 
enborner and Secretary John C. Slattery. 
Toastmaster was Mr. Weidenborner. 

Mr. Reem, who succeeds the late Ern- 
est B. Houghton, has been manager of 
the company’s Detroit office. He is a 
former director and treasurer of the 
Rochester Life Managers Association. 








DOWELL PRODUCTION MANAGER 

Harper Dowell, is production manager 
for the Bowes Agency at Newark, N. J., 
for the New England Mutual Life, suc- 
ceeding Frank Dedman, who has been 
made a general agent for the company 
at Knoxville. 


Board of Regents of Life 


; 
Officers Investment Seminar 
The Life Officers Investment Seminar 

which is conducted by the Financial Sec- 
tion of American Life Convention in co- 
operation with the School of Business 
of Indiana University has established as 
its governing body a board of regents, 
which is composed of members of execu- 
tive committee, manager and general 
counsel of American Life Convention; 
president and dean of School of Busi- 
ness of the university cooperating with 
the financial section of ALC in conduct- 
ing the Seminar; executive committee 
of Life Officers Investment Seminar and 
director of the Seminar. Personnel of 
the board of regents follows: 


A. J. McAndless, president Lincoln National 
Life and president of American Life Convention. 


Cal... <. Robbins, manager, ALC 

Julian Price, president, Jefferson Saude. 

C. A. Craig, chairman, National Life & Acci- 
dent. 

W. T. Grant, president, Business Men’s As- 
surance, 


W. C. Schuppel, executive vice-president, Ore- 


gon Mutual. 


L. D. Cavanaugh, president, Federal Life. 

James A McClain, president, Guardian Life. 

Herman B. Wells, president, Indiana Uni- 
versity. 

Arthur M. Weimer, dean of School of Busi- 
ness, Indiana University. 

Harry C. Sauvain, professor of finance of 
the university. 

Grant Torrance, Business Men’s Assurance, 
chairman of Financial Section, ALC. 


Charles E, Nettleship, Jr., Colonial Life. 

E. A. Camp, Jr., Liberty National Life. 

Alex Cunningham, vice-president, Western 
Life. 

A. H. Rust, president, 

Frank Travers, second vice-president, 
National Life. 


State Farm Life. 
Lincoln 





CENTRAL L. & A. CONVENTION 


The agents of the Central Life & Ac- 
cident observed the thirty-ninth anni- 
versary of the company recently with a 
two-day convention. 

Speakers included Governor Keen 
Johnson of Kentucky ; Sherman F. Good- 
paster, State Insurance Director; Presi- 
dent Ernest H. Speckman, and Secre- 
tary-Treasurer R. H. West. 


NEW JERSEY CLU ORGANIZED 


David Marks, Jr., Mutual Life, Presi- 
dent; Other Officers John Ferris 
and E. M. Belkin 
The Northern New Jersey Chapter 
of the American Society of Chartered 

Life Underwriters has been formed 

Newark to stimulate interest in the CLU 
movement. Officers have been chosen 
as follows: president, David Marks, Jr., 
Mutual Life of N. Y. vice-president, 
John Ferris, home office, Prudential; 
secretary-treasurer, Emanuel M. Belkin, 
Industrial underwriter, Prudential. 

The executive committee will include 
Howard C. Lawrence, general agent for 
the Lincoln National Life; Leroy N. 
Whitelaw and Albert J. Shick, both of 
the Prudential. 

Mr. Marks has been with the Mutual 
Life for eleven years, the last six with 
the Newark agency. First president of 
the Newark agency’s field club, he is 
also a former vice-president of the com- 
pany’s national field club and a vice- 
president of Mutual Life’s chapter of the 
American Society of CLU. He has been 
a member of the board of directors of 





the Life Underwriters Association of 
Northern New Jersey and chairman of 
the association’s membership commit- 
tee. 
NEWARK AGENCY LEADS 

The Newark branch office of the 
Manufacturers’ Life of Canada leads 
the company’s agencies with paid-for 
business in September of more than 
$1,000,000. The company reports an in- 


nationwide business for the 
months of this year of more 


crease in 
first nine 
than 17%. 

Manager J. Stanley Dey, who has 
headed the Newark agency for ten 
years, is treasurer of the Life Under- 
writers Association of Northern New 
Jersey, a member of the Life Insurance 
Managers and General Agents Associa- 
tion of Northern New Jersey and the 
New York City Managers Association. 











ISLE OF OPPORTUNITY 
and 
HOME OF MANY LIFE UNDERWRITERS 
ON A CAREER BASIS 


CLIFFORD L.A\CAAILLEN 


GENERAL 


THE NORTHWESTERN /X\UTUAL 
LIFE INSURANCE (OA\PANY 


547 MMADISON AVENUE 


AGEN T 








State Mutual Life Issues 
New Rules on War Risks 


The rules on war risks and the classi. 
fication of risks adopted by the State 
Mutual Life were released last week to 
the company’s field offices by Presiden, 
Ross B. Gordon. The rules will be ¢. 
fective on business examined and sy}. 
mitted on or after October 15. 

Following the new age classification of 
draftees, limitations will hold primarily 
to those single men in the 18-27 age 
group who are potential draftees or who 
enlist. The large number within this 
age grouping who are in deferred classes 
III and IV are still eligible to apply for 
limited amounts without the war rider. 

These modified underwriting rules, 
which apply only to a segment of one- 
sixth of the ages at which State Mutual 
will consider coverage, announce two 
qualified limitations. First is that the 
company liability under the rider is lim- 
ited to return of premiums paid or the 
reserve, whichever is greater. 

Second is that states in some instances 
impose a geographical limitation, restrict- 
ing travel and residence to the Conti- 
nental United States and Canada. Min- 
nesota rules out coverage when there is 
any possibility the applicant will train 
for a pilot’s license or service in the air 
section of either our army or naval 
forces. 


Eguitable Sy Symposium 


(Continued from Page 3) 


the application signed and not to argue 
too much about business insurance de- 
tails and mechanics. It was Mr. Luft’s 
belief that there should be a central 
clearing house of information on busi- 
ness insurance; he said that the trust 
companies do have a service such as this 
which is available to life agents. He also 
stressed that those firms already insured 
are the best prospects because they 
realize the need and because there is 
often need to revise the agreement. 


Sales Hints 


“Field Work in Business Insurance,” 
was discussed by Leon Gilbert Simon, 
authority on business insurance and 
author of books on the subject. Mr. 
Simon said that a fundamental knowl- 
edge of what business insurance is, with- 
out involved thinking on the subject, is 
enough to sell the average case. 

He urged, “Get your client or pros- 
pect to do something—and then follow 
through on the agreement.” He sug- 
gested that an interim agreement could 
be drawn at the time the policy was sold 
subject to a permanent agreement later. 

A suggested approach which Mr. 
Simon has used is “Have you an agree- 
ment whereby some day you will survive 
to the ownership of this business?” 

Another suggestion was to always get 
the date of inventory from the client so 
that shortly after this date, the agent 
might check up on the need for more 
insurance. 

In explaining to the client the need for 
a trustee, Mr. Simon said to tell the 
businessman there must be supervision 
of the valuation of the business at the 
time of his decease and that the trustee 
was a sort of financial policeman em- 
powered to carry out his intentions. 





John H. O'Reilly, manager, John Han- 
cock at Passaic, began his fortieth year 
of service for the company recently. 
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NEW ENGLAND MUTUAL 
presents the NEW 


Supplementary Income Policy 


— low-premium protection providing monthly income to retirement age 


THIS new coverage stands ready to fill the gap in case of death during the years 
when the insured’s earning power is highest and his family most dependent on 
him—the years between now and his retirement age. By providing an income 
during those crucial years, it fits exactly into the period which remains unpro- 
tected by Social Security benefits and by many retirement plans. It is a 
separate policy, which may be added to any existing program. 


What the policy provides: 





How the protection works: 





)S1UM 1. Monthly income of the amount /he For example, a man now age 25 can pro- 
3) insured chooses until the terminal date /e vide guaranteed income protection of $100 


t to argue 
Irance de- 


specifies. Usually the date will be deter- 


a month for the next forty years—a possible 


Mr. Luft's mined by the time when he would have maximum return of $48,000—at a cost of 
a_ central : : op , ; 
on. busi- reached age 65, or when his wife would be- only 65 cents a day. Even this cost is ma- 


the trust 
ich as this 


. He also retirement benefits. 
ly insured 
1use they ; , PREMIUMS FOR $10 MONTHLY INCOME 
there a 2. Monthly income for a¢ least 4 years, An 
ment. if death occurs within four years prior to the Issue  -Atage6o = At age 65 — At age 70 
. é 20 $19.00 $22.00 $25.00 
; terminal date. ae 19.50 23.00 mr ape 
isurance, Re igo 24.00 pepo 
rt Simon, ms , 3° neve 24.0 28.00 
ance and 3. Annual dividends which may be used 35 20.50 25.0 29.50 
. au ss ‘ 40 21.00 26.0 31.00 
vy? = to reduce the premiums or allowed to ac- 45 21.50 27.00 32.50 
al knowl- Mes Bt pe Bae. 
, kno ‘ 5 28.0 34.0¢ 
e is, with- cumulate at interest. fe ge 
subject, IS ov. e ; : Issued in units of $20 a month and larger 
yon 4. Privilege of applying the premium, 


or pros- 
en follow 
He sug- 
ent could 


come eligible for Social Security or other 


through use of the conversion option, to 
various life or endowment forms, without 


terially reduced by annual dividends. 














This is a Supplementary Income Policy. 
It is a form of term insurance, and has no 


was sold Jas oe Oy RT ' i 

ent later. question of insurability if the change is made cash or loan values. It does not supplant 
lich = Mr. , me ees y ae y ‘ e aes P 
ay at least ten years before the terminal date. the protection of other life insurance policy 
ll survive : . . i > = f(s ree. “ eee 
saa ... flexible, low-outlay income protection for the forms — but provides most efficiently for 
ways years when family needs are greatest. specific needs under present-day conditions. 
client so 


he agent 
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need for 
tell the 
pervision 
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yhn Han- 
eth year 
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New ENGLAND MutTuaL 
Life Insurance Company of BOSTON 


Georce WILLARD SMITH, President 








THE FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA 
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New York City Agents 
Hold Seminar-Dinner 


MORRIS ERNST GUEST SPEAKER 





New York Ass’n Also Hears Isaac S. 
Kibrick and T. G. Murrell 
At Symposium 





Life insurance representatives of New 
York City heard Morris Ernst, New 
York attorney and counselor for the 
American Civil Liberties Union, predict 
a rennaissance of American culture and 
political prestige after the war in an ad- 
dress at a dinner in the Hotel Pennsyl- 
vania which climaxed an afternoon sem- 
inar opening the 1941-42 season of the 
Life Underwriters Association of New 
York. 

The afternoon session, attended by 
more than 500 featured talks by Thomas 
G. Murrell, Los Angeles general agent, 
Mutual Benefit and now Lieutenant 
Commander, U. S. N., and Isaac S. Ki- 
brick, New York Life, Brockton, life 
and qualified member, Million Dollar 
Round Table. 

“Finding Today’s Market” 

Mr. Murrell, speaking on “Finding To- 
day’s Market,” said that wherever there 
was change—money changing hands, 
rapid turnover of stock, changes in the 
channels of trade—there was the oppor- 
tunity for life insurance. He named the 
middle income group, especially tech- 
nicians and defense mechanics among the 
first of those who have been affected by 
changing conditions. “For every two 
people with incomes of $5,000,” he stated, 
“there are seven with incomes of from 
$1,500 to $3,000.” 

Defining a prospect as a “man with 
money whom I can sell without too much 
loss of time,” Mr. Murrell pointed to 
many firms who were receiving large 
government contracts, firms the heads 
of which may have been barely able to 
get along a few months ago. In many 
of these firms, he said, the awarding of 
the contract was dependent on the as- 
surance that the key man or one of 
equal ability would remain at the helm— 
in other words that business insurance 
was carried. 

Mr. Murrell also suggested an ap- 
proach to present clients somewhat as 
follows, “Among your friends ten years 
out of college, who has fitted himself 
best into the defense effort?” or “Here 
is a list of people on whom I plan to 
call. They live near you or are in the 
same line of business or go to your 
church. Which, in your opinion, is in 
the best position to qualify for life in- 
surance ?” 

“Selling Today’s Market” 

Isaac Kibrick, in “Selling Today’s 
Market,” said that basically the prob- 
lem was no different than selling in any 
market. Basically the problem, he be- 
lieved, was to always “find the facts’— 
those facts which were rarely evident 
from bank statements and credit re- 
ports, but facts that were under the sur- 
face. These, he said, were the facts 
about men’s personal ambitions, dreams 
and pride—the things which motivated 

(Continued on Page 15) 
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(Continued from page 5) 

to participate extensively in the work 
of business and civic organizations. He 
has been a member of the board of di- 
rectors of the United States Chamber 
of Commerce and has served it as vice- 
president and as chairman of its insur- 
ance committee. He is a member of the 
Minneapolis Civic and Commerce Asso- 
ciation and chairman of the Minneapolis 
Civic Council. He is a former president 
of the Minneapolis Council of Social 
Agencies. He is chairman of the Min- 
nesota State Committee on Defense 
Savings. 

With life company executives from all 
sections of the United States and Canada 
in attendance, as well as state and pro- 
vincial supervisory officials, it is ex- 
pected that more than 500 will be 
present at the association’s convention. 





C. E. Crane’s “Winter in Vermont” 
An Epic of Fireside Philosophy 
By Wm. | Hadley 


Charles Edward Crane, publicity di- 
rector of the National Life of Vermont, 
Montpelier, has written a new book, 
“Winter in Vermont.” It is published 
by Alfred A. Knopf, New York, and will 
be on the book-stalls next Monday 
($3.50). 

This is Mr. Crane’s third published 
work. The first, “Pendrift,” is a col- 
lection of sketches written for the Brat- 
tleboro Reformer. The second, “Let Me 
Show You Vermont,” is the first of a 
series of books on New England states 
published by Knopf. “Winter in Ver- 
mont” bridges the wide gap between the 
Vermont as seen by the Summer tourist 
in all its glorious verdure in “Let Me 
Show You Vermont” and the snow-clad 
Vermont of the ski devotee and the 
native. 


Synchronizes Words With Scenes 


The most remarkable feature of the 
new book, to this reviewer, is the genius 
with which the author synchronizes his 
words with his scenes. His phrases are 
as sparkling as the sun on snow-crowned 
Vermont mountains; as keen as the cut 
of skate blade on ice; as smooth flowing 
as the practiced skier on a famed Ver- 
mont slope. 

Charlie Crane has cut this book to no 
pattern. You cannot rubber-stamp it as 
history, biography, autobiography, a 
book on plant life or animal life, folk- 
lore or Indian tradition, travel book or 
philosophy. It is a combination of all 
of them. 

Shows Love for His State 


Crane’s is not the Vermont of the 
drab, heartbreaking wrestle with the soil 
which is the subject of so many New 
England novelists. It is the Vermont of 
the sophisticate, widely traveled, who 
comes back to the state because he finds 
it good. If he chills you with his snow 
and ice, he warms you by his own 
hearthstone. 

“Winter in Vermont” is completely 
lacking in sentimentality; when the au- 
thor takes you to the heights, he lets 
you down with a bang. Crane shows his 
love for his state in a gusty way; in his 
scorn of Vermonters who are so soft 
that they must go to Florida to escape 
the Winter snows. Says he: 

“Tt speaks for the tolerance of the 
rest of us that we let this sort of thing 
go on without a protest. Indeed, the 
Vermonter may be as regular as the 
birds about leaving us, and we neither 
chide him nor complain—all a part of 
our philosophy which lets our neighbor 
do about as he pleases without interfer- 
ence, so long as he is decent and law- 
abiding. And there’s no law that re- 
quires a Vermonter to ‘stick it through’.” 

When Crane, himself, was forced by 
illness to spend a Winter in Florida, he 
chose the college town of Deland be- 
cause he thought it had a New England 
Summer atmosphere. 

From First Snow to Spring Thaw 

In the very beginning, Crane complete- 
ly disarms his reader who thinks of 
Winter in Vermont as the place for the 
red-blooded he-man who must embrace 
the Winter gales and spend his time in 
the great outdoors. 

“In its parts,” he says, “Winter may 
not appeal to you. It doesn’t to me... 
perhaps you may have no yen to do the 
nose-dive from Mount Mansfield on skis, 
but still you may like to share the snug- 
ness of my fireside on a Winter night 
with popcorn and a Tom-and-Jerry and 
thus take your Winter sport, as many of 
us do, in the inside way.” 

His “inside way” covers the entire 
season from the first snow to the Spring 
thaw. He takes many a crack at Ver- 
mont superstition. Each chapter is a 
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book unto itself. There is Indian lore 
and New England practicality. To the 
devotee of Rudyard Kipling, the most 
interesting chapter is on “Kipling’s Win- 
ter Honeymoon.” To this reviewer, the 
most trenchant sentences are in relation 
to homicide, when he says: 

“Homicide hasn’t as high a curve in 
Vermont as in most states, but such few 
instances as come to light against the 
stark background of a lonely farm in 
Winter isolation are shown in strong 
relief. Figuratively, if not literally, blood 
on snow looks extra red.” 


Sugar Making 


Under the title “Wood to Burn” he 
makes us smell the smoke of ash, shell- 
bark hickory, applewood tree, maple, 
black and yellow birch, but he himself 
gloats over his modern oil-burning fur- 
nace. 

He tells about how sugar making 
“touches a well of tenderness in the 
Vermonter’s soul,” but says for himself: 
“Personally, I have always prided my- 
self on a catholic taste, on an appetite 
that accepted agreeably anything set be- 
fore me; but frankly, my mouth never 
waters for maple syrup.” 

Skiing 

When it comes to skiing, he grows 
positively lyric over the ski resorts. He 
speaks with authority on the ski slopes 
in which Vermont abounds; he knows 
the ski language; he talks of ski trains 
and ski planes; he admits that he wants 
“the folks in Sun Valley to know about 
Stowe,” in the manner of a chamber of 
commerce. But, he says: 

“When I first saw a man go catapult- 
ing from the dizzy take-off of the Brat- 
tleboro jump, I decided to confine my 
participation in this sport to the writing 
of obituaries.” Again, he says: “There 
are places where the snow is getting a 
little crowded; and places where mechan- 
ics of lifts intrude upon some of na- 
ture’s Holy places.” 

As this book conforms to no pattern, 
neither can a review of it so conform. 
As the writer says, the book is a mixing 
of “cold facts with warm fancies.” And 
again he says: “There is no turn of 
humor more relished by the true Ver- 
monter than understatement.” This book 
is a triumph of understatement; an epic 
of fireside philosophy. 

Career of Mr. Crane 

Charlie Crane is not a born Ver- 
monter, but he has lived there most of 
his life. He was born in Illinois in 
1884, but was bred in Vermont, where 


N. Y. Red Cross Chapter 

Forms Ins. Division 
CAMPAIGN TO RUN NOV. t1y 
Frederick H. Ecker, F. J. O'Neill, Floyi 


R. DuBois, W. D. Winter, J. E. Mason 
Head Various Committees 








An insurance division has been forme; 
to campaign in the 1941 roll call of the 
New York chapter of American Re; 
Cross which will be conducted from 
November 11 to “30. Mrs. Frederic } 
Cruger is chairman of the division, with 
the following group chairmen: Frederick 
H. Ecker, board chairman Metropolitan 
Life, life insurance; F. J. O'Neill, Royal 
and Eagle Indemnity president, fire § 
casualty; Floyd R. DuBois, head oj 
Frank & DuBois, insurance brokers: 
William D. Winter, president, Atlantic 
Mutual, marine, and J. E. Mason, credit 
and loan agencies. 

In urging full support of Red Cross 
activities, they made public the chapters 
statement: 


National Defense Appeal 


“By supporting the Red Cross in this 
year’s roll call, one can make a definite 
contribution to national defense. Red 
Cross workers serve at all military and 
naval stations, giving aid to the per- 
sonnel, while in home communities they 
help needy families of service men. 

“New York chapter provides blood 
plasma to the army and navy for trans- 
fusion use. It makes surgical dressings 
for the armed forces. The Red Cross 
obtains nurses for the army and navy, 
The chapter trains nurses for nonpro- 
fessional service in hospitals. This year 
the chapter also instructed 13,000 New 
Yorkers in first aid, 15,000 in water 
safety, 4,500 in home nursing, and 112 
ig pes ' bh 

vy and through the Red Cross 
$47,087,000 in war relief has been shipped 
overseas. New York chapter alone pro- 
vided 360,479 garments and 1,44045 
surgical dressings; helped 15,000 New 
Yorkers seek word of 34,000 relatives in 
fifty-one war-affected countries; for: 
warded 9,000 orders to deliver food 
packages to war prisoners in German 
camps; its disaster canteen fed 1,50) 
child refugees arriving here. 

“All this was in addition to the usual 
help to needy veterans and nurses. The 
chapter’s volunteers transcribed Braille 
for the blind; served in hospitals; dis- 
tributed magazines to patients; carried 
poor patients to clinics; maintained a 
disaster relief service.” 





he attended the school of Calvin Coo- 
lidge, the Black River Academy in Lut- 
Ow. 

He was born with printer’s ink in his 
hair and was playing around his father's 
print shop and newspaper office in Lut- 
low almost as soon as he started school 
He went to Dartmouth College, joined 
the Association Press in Boston, did spe- 
cial feature work in London for a yeat, 
and was on the editorial staff of the 
AP for many years. He owned ant 
edited a weekly in the town of Middle 
bury and was columnist on the Brattle: 
boro Reformer for seven years before 
he went with the National Life. 

In publishing “Winter in Vermont, 
Knopf has produced a beautiful piece 
of craftsmanship. In typography ané 
format it is a work of art. The ninety 
illustrations in gravure make this ama 
teur cameraman stand up and _ chet. 
More than two score photographers sub- 
mitted several hundred pictures to the 
author who chose the ones best suited 
to his theme. For typical, stark Ver 
mont beauty, I would choose the one 
of the church at Stowe, although the 
dust jacket picture of the white New 
England house, buried in snow, is hat 
to beat. 

The volume is a credit to its authof 
to the state, and will not hurt the Ne 
tional Life of Vermont. The Eastef 
Underwriter is proud to lead the natior 
wide applause which will accompany ' 
advent. 
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Florence Watts Heads 
Actuarial Club Group 


RICHMOND MEETING ELECTION 
Next Meeting of Middle Atlantic Actu- 
arial Club at Washington Febru- 
ary 20 Next Year 





The Middle Atlantic Actuarial Club held 

is regular Fall meeting and annual 
election of officers at the John Marshall 
Hotel, Richmond, September 19. Miss 
Florence A. Watts, actuary, Monumental 
Life, was elected president, and Joseph 
3. Glenn, chief actuary, Railroad Re- 
tirement Board, was elected vice-presi- 
dent. Miss Helen R. Gibson, assistant 
actuary, Monumental Life was reelected 
secretary-treasurer. Gilbert C. Clark, 
assistant actuary Equitable Life of Dis- 
trict of Columbia, was named to head 
the program committee for the coming 
year. 
“Following the election, L. H. Van 
Ness, manager of the nlanning depart- 
ment of the Acacia Mutual, presented an 
interesting and informative paper on 
“Company Planning.” Dr. T. N. E. Gre- 
ville, of the Census Bureau, presented a 
paper on “Variation in Extra Premiums 
by Type of Policy.” Discussion of this 
subject was led by Robert J. Myers, actu- 
arial mathematician of the Social Security 
Board. E. M. Thore, assistant counsel, 
Acacia Mutual Life, presented a discus- 
sion of Acacia Mutual’s Planned Secur- 
ity Agreement which is the flexible 
standardized settlement plan that has 
received so much publicity in the trade 
journals recently. Other topics discussed 
informally were the recent developments 
in war clauses and the problem of pay- 
ments to foreign nationals. 

Among the guests, in addition to E. M. 
Thore and L. H. Van Ness was H. G. 
Sellman, actuary, Illinois Bankers Life. 
The meeting was followed by a banquet. 
The next meeting of the club will be 
held in Washington, February 20, 1942. 





CUNNEEN’S TALK TO ALC 





Brings Greetings from Chamber of Com- 
merce of U. S. and Tells of Chamber’s 
Insurance Activities 

Terence F. Cunneen, executive assist- 
ant for insurance, insurance department, 
Chamber of Commerce of the U. S., pre- 
sented greetings of that organization to 
the American Life Convention at the 
Edgewater Beach Hotel in Chicago last 
week, He reviewed the striking talk 
made by President Albert W. Hawkes 
of the United States Chamber before 
the meeting of the National Association 
of Life Underwriters at Cincinnati dur- 
ing which Mr. Hawkes rated the ac- 
complishments of the life insurance com- 
panies as second to none in the Amer- 
ican way of life. 

Mr. Cunneen told of the insurance ac- 
tivities which are being given special 
attention at the present time by the 
Chamber, including its program for im- 
Proving public health conditions in which 
activity 1,700 local commerce and trade 
associations are cooperating. He also 
said the Chamber was fortunate in hav- 
Ing an unusually able committee dealing 
with taxation which has for a number 
of years appeared before Congressional 
committees on revenue measures. The 
committee will cooperate with insurance 
Organizations relative to the second tax 
bill which will shortly be taken up in 
Washington. 





HOWARD WITH STATE MUTUAL 


Irving G. Howard has been made man- 
ager of the brokerage department of the 
Newark agency of the State Mutual 
Life, of which Fred Lieberich, jt, 8 
State agent. 

Formerly affiliated with the agency 
when Thomas Searles was state agent, 
Mr. Howard left the agency and joined 
the Newark office of the Penn Mutual 
Life, from which he has resigned and 
Tejoined the State Mutual Life. He is 
public relations chairman of the Life 
Inderwriters’ Association of Northern 
New Jersey. 


Britain, Sanctuary for Oppressed, 


Will Win War, Says Beverley Baxter 


A first-hand view of the war situation 
in England, and one of the most im- 
pressive talks made by a speaker before 
an American Life Convention gathering, 
was that made in Chicago last week by 
Beverley Baxter, Canadian-born British 
member of the House of Commons. For 
some years he was managing editor of 
the London Daily Express. Originally a 
Toronto man, he served overseas with 
the Canadian forces in the first World 
War. He went to London, met Lord 
Beaverbrook, and soon became a _ top 
journalist. He was elected to Parlia- 
ment and in July, 1940,. when Beaver- 
brook, the former Max Aiken of Canada, 
was appointed to the Ministry of Air- 
craft, Baxter held the post of Controller 
of Factory Cooperation among various 
plants and buildings which build aircraft 
engines and their component parts. 


High Praise for Churchill 


Mr. Baxter began his talk at the 
Edgewater Beach convention of the ALC 
by discussing the personality of Winston 
Churchill, paying a high tribute to his 
leadership, and the complete confidence 
the common people of the Empire have 
in him. Baxter says that this is a war 
of the common people, using the word 
“common” in all of its dignity. 

“This war,” he declared, “is being 
fought by the unknown men and women, 
every day, every hour.” He spoke espe- 
cially eloquently of the sailors and their 
families who live in the seaport towns 
and who are determined to keep the sea 
lanes open. “Only the sailors and their 
families know what this means in human 
life and human tragedies. The courage 
of all is extraordinary,” he stated. 

He declared, too, that nothing is more 
important than the way in which British 
labor has behaved in this war. It had 
decided that strikes were out and that 
their objective was to give every ounce 
of their effort. He said that Churchill 
was looking for a good, rough buc- 
caneer type of man to develop the air- 
craft production. He found that man 
in Beaverbrook when he made him Min- 
ister of Aircraft Production. 

Instructions to Beaverbrook 

“Max, when you take over this job,” 
the Premier said to Beaverbrook, “do 
anything you like. I give you supreme 
authority over management and every- 
thing else. What we want from you is 
the machines, and we must get them in 
time.” 

Baxter told what had happened in air- 
craft industry before the appointment of 
3eaverbrook. Three ministers had lost 
their reputations. Thev had planned 
well enough, but what was needed was 
the dynamic and driving fury of a man 
like Beaverbrook. Beaverbrook went into 
the factories day and night and soon 
the plants were running on twelve-hour 
shifts, seven days a week, twenty-four 
hours a day. The British men and 
women workers proved that they could 
take it. Beaverbrook explained to them 
what was needed and they gave their 
all. Management, too, was made strong 
wherever it was weak, and furthermore, 
liaison between the management and 
the workers resulted in complete co- 
operation which delivered the planes. 

Mr. Baxter gave a thrilling descrip- 
tion of the battle of Britain when Ger- 
man bombers came over in droves and 
for a time the situation looked dark in- 
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deed. Pilots in England during the criti- 
cal conflict went up as many as five or 
six times a day; were so fatigued that 
they were almost sleeping on their feet. 
It did not seem that human beings could 
hold out as long as they did. In one 
fight Germans lost 300 machines. He 
told of the important part the Canadian 
flyers had taken in the engagement. 
The Germans lost so many planes that 
their attacks began to fade out and the 
world knew that the Battle of Britain had 
been won. The invasion of Britain had 
been a failure. 

The flight of Alcock and Brown in a 
Bristol bomber across the Atlantic twen- 
ty years ago spelled the end of geo- 
graphical isolation. It proved that the 
time was coming when oceans would 
become lakes and lakes would become 
pools. “Distance, nowadays, is some- 
thing that appears only in maps,” said 
Baxter. “The Atlantic is now spanned 
in a few hours.” 

Lindbergh 

Discussing Lindbergh, Mr. Baxter said 
that when the American flyer wanted a 
sanctuary following his personal bereave- 
ment after the kidnapping and death of 
his son he had selected England in order 
to find peace. He lived in England for 
some months “and we respected his pri- 
vacy and gave him the sanctuary that 
he asked,” continued Baxter. “Today 
England is the sanctuary of the Queen 
of Holland, Kings of Norway, Denmark 
and Jugo-Slavia, and of the govern- 
ments of Poland and all other countries 
which have been invaded by the Nazis; 
of many gallant Frenchmen; of harassed 
people who have no other land. It is 
the sanctuary of all those who have 
been too proud to bend the knee. Lind- 
bergh does not care whether that sanc- 
tuary should be protected for those who 
are distressed and suffering; and are 
looking for peace. But millions feel 
that that sanctuary should be preserved 
even if he chooses to forget. 

“The British Empire and America 
must not abdicate its leadership of op- 
pressed: people and its faith in democ- 
racy because, if it does, that abdication 
may bring in its wake 1,000 years of 





and has knowledge of that area. 





SUPERVISOR NEEDED 
WESTCHESTER AND SURROUNDING TERRITORY 


We are seeking a man who has been a successful personal producer or 
supervisor. May be located in Westchester County or nearby Connecticut 
at present or may be working in New York City but prefers outside territory 


Opening with general agency of one of oldest eastern companies. 


Please reply stating qualifications giving personal and business history to 
Box No. 1414, The Eastern Underwriter, 94 Fulton Street, New York, N. Y. 








Financial Staffs Can 
Use Public Relations 

TO CULTIVATE GOOD WILL 

H. W. Foskett Tells Financial Section of 


ALC They Can Overcome Money 
Lender Tradition 








Both officers and staffs of finance de- 
partments of life insurance companies 
should constitute themselves salesmen 
to sell to the public in touch with their 
department the same good will that is 
cultivated in other deparments of the 
business, stated H. W. Foskett, assistant 
vice-president Equitable Life of Iowa, 
in an address before the Financial Sec- 
tion of the American Life Convention 
in Chicago last week. 

“As members of a much misunder- 
stood and belittled profession, it was 
only natural that the money lenders 
should build up defense mechanisms to 
protect themselves against the public, 
and one of the principal defenses was 
the tradition of aloofness and severity,” 
said Mr.  Foskett. “Authors and 
dramatists furthered this tradition by 
making the villian in the plot a money 
lender and giving him certain character- 
istics which were very unpleasant, but 
which were supposed to be typical of 
the money lender. The customers of 
the Finance Departments of the life 
insurance companies are countless. They 
are to be found in every economic 
group and every strata of society. What 
these customers will think of the life 
insurance business depends upon their 
own personal experiences.” 

Cites Instances 

Mr. Foskett cited instances of both 
favorable and unfavorable contact with 
finance departments of life companies. 
Continuing, he said: 

“One particularly good job of selling 
which paid big dividends to the life 
insurance business in the Middle West 
was the sympathetic cooperation which 
the delinquent mortgagors received from 
the life insurance companies during the 
depression. I know from personal ex- 
perience that many of the best friends 
of our business are former mortgagors 
who lost their properties to some life 
insurance company during this period. 
However, either because of ignorance 
of his company’s attitude, or in complete 
disregard for it, once in a while a com- 
pany representative has given the ap- 
pearance, at least, of taking undue ad- 
vantage of a delinquent customer. 

“Eight years ago the state of Iowa and 
the life insurance business both received 
much unfavorable publicity when in 
complete disregard for his company’s 
attitude, a representative of a life in- 
surance company attempted to obtain 
what the public thought was an excessive 
deficiency judgment in a foreclosure suit, 
with the result that the ordinarily law 
abiding but then outraged citizens of 
that community evidenced their dis- 
pleasure by running the company rep- 
resentative out of town and attempting 
to hang the judge. 

“Most of us have forgotten the in- 
cident, and there would be no point in 
my recalling it now, were it not for the 
fact that the citizens of that tommunity, 
very unfairly I believe, still blame the 
life insurance business, and the legis- 
lator from that county has been re- 
elected four times on the record he has 
made in bedeviling the corporate land- 
owners in the state, particularly the life 
insurance companies.” 





darkness and the spirit of free insti- 
tutions may die.” 
Thinks Hitler Will Not Win 

Mr. Baxter promised that the British 
fleet will never give up. “Can you pic- 
ture the British fleet retreating with 
those of us in England fighting it out 
to the end?” he asked. “My own opin- 
ion is that rather than surrender, the 
British fleet will go down to the last 
ship defending the citadel.” 

Mr. Baxter said he did not believe 
the Germans will win this war, but it 
would be mad to wipe out the thought 

(Continued on Page 11) 
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Variety in Program of 
Am. Inst. of Actuaries 


PENSION TRUSTS AMONG TOPICS 





Also, War and Aviation Exclusion 
Clauses, Non-Forfeiture, Settlement 
Options; Set Address Speakers 





The American Institute of Actuaries, 
president of which is H. H. Jackson, 
National Life of Vermont, will hold its 
Fall meetings November 6-7 at Edge- 


water Beach Hotel, Chicago. Among 
the topics for informal discussions are 
these: 


War and Aviation Exclusion Clauses 

To what classes of applicants are such 
types being applied? What types of 
clauses are being used? Should such 
clauses state specifically that, in case of 
conversion, they shall apply to the new 
policy ? 

What changes in practice are contem- 
plated ? 

What is status with respect to State 
approvals? 


Retirement Programs, Income Taxes, 
Mortgage Redemption 

What are the probable effects on new 
issues of greatly increased personal in- 
come taxes and increased purchases of 
government bonds by individuals? Have 
any special plans of insurance been de- 
vised to meet these effects? 

What plans are being offered to pro- 


vide for mortgage redemption insur- 
ance ? ; 
To what extent are Pension Trusts 


used as the basis for Retirement 
Programs? What are the tax advant- 
ages to employers of such plans? What 
restrictions should be placed upon their 
user 


being 


Non-Forfeiture, Settlement Options 


What are the views of the members 
with respect to the report of the com- 
mittee of the National Association of 
Insurance Commissioners to Study Non- 
forfeiture Benefits and Related Sub- 
jects? Would the enactment of the re- 
port present any special problems for 
the smaller companies? 

What steps have been taken to sim- 
plify the use of settlement options? 

When a policy matures by death, do 
companies permit the repayment of out- 
standing indebtedness so that the full 
face amount may be available under 
settlement options ? 

What is the practice with respect to 
any unpaid premiums for the year of 
death? 

Off the Record Discussions 


“Off the record” discussions will be 
made on the following subjects: 

What changes have been made or are 
contemplated in the interest basis for 
premium rates, reserves and settlement 
option provisions? 

What further changes might be made 
in the Convention Statement to improve 
its usefulness ? 

Should capital losses be combined with 
interest in the Gain and Loss Exhibit? 

What plans of compensating employes 
during military service have been 
adopted by various employers holding 
group insurance contracts? What effect 
do these plans have on the rights of 
employes under such contracts ? 

Set Paper Program 

Addresses on these subjects will be 
delivered: 

Dr. Louis I. Dublin and M. 
“The Control of Disease 
and Childhood.” Arthur 
Income Plan.” CC. F. B. Richardson: ‘“Sub- 
standard Business.”” M. D. Miller and R, P. 
Coates: “Use of Punched Card Equipment in 
Calculating Group Annuity Rates.” R. L. Berg- 
stresser: ‘Formula for Continuous Income Poll- 
cies. Malvin E. Davis: “An Extension of the 
American Men Ultimate Table to Age 0 and 
Commution Functions at 2%% Interest at All 


Spiegelman: 
and Death in Infancy 
Pedoe: “The Family 


Ages.” K. B. Piper: “A Test of Blood Pres- 
sure Ratings.” CC. A. Spoerl: “New Approxi- 
mations for Amortization Payments and Bond 


Yields.” 





J. Burton Webster, Penn Mutual gen- 
eral agent in Florida, heads the speak- 
ers committee for the Jacksonville Com- 
munity Chest campaign. 


Medical Directors’ Assn. To 
Meet in N. Y. October 23-24 


On October 23-24 in Hotel Pennsyl- 
vania, New York, Association of Life 
Insurance Medical Directors of America 
will hold its fifty-second annual meeting. 
Donald B. Cragin, Aetna Life, is presi- 
dent. 

Meeting starts with a talk on public 
health of today by John L. Rice, New 
York City commissioner of health. In- 
surability of hypertension with particu- 
lar reference to electrocardiogram will 
be discussed by Robert M. Daley, Harry 
E. Ungerleider and Richard S. Gubner 
of Equitable Society, and William Bolt, 
New York Life. 

Among other insurance medical men 
who will speak at the convention are the 
following: 

Joyce T. 
H. Fellows, 


Sheridan, Fidelity Mutual; Haynes 

Metropolitan Life; Charles P. 
Clark, Mutual Benett; Burrill B. Crohn, New 
York doctor; Louis : Dublin and Herbert H. 
Marks, Metropolitan; Edward S. Dillon, Penn 
Mutual; Howard F. Root, William Muhlberg, 
Union Central; McLeod C. Wilson, Travelers. 

From outside the business speakers 
are Halbert L. Dunn, chief statistician 
for Vital Statistics, Census Bureau, 
Washington; Edward J. Stieglitz, U. S. 
Public Health Service, Washington; Ed- 
gar V. Allen, Mayo Clinic; Howard F. 
Root, Harvard Medical School; also Dr. 
Crohn. 
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GRANT-HIGDON BREAKFAST 

One of most popular social features of 
American Life Convention is annual 
breakfast of officials of Western, mid- 
Western and Southern companies given 
each year by W. T. Grant, president, 
and Jay Higdon, vice-president, Business 
Men’s Assurance Co. 

Breakfast held last week was also at- 
tended by John A. Witherspoon, presi- 
dent National Association of Life Un- 
derwriters; Holgar J. Johnson, presi- 
dent, Institute of Life Insurance; and 
some others who were at Edgewater 
Beach Hotel during ALC convention. 





COMPLETE PROTECTION HERE! 
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land Head Light also symbolizes safe, 
complete, personal insurance protection... 
Life, Accident, Health. To Union Mutual 
representatives are available the sales op- | 
portunities of all three—plus the advan- 
tage of agency-minded management, and 


the prestige of aCompany whosecharacter 


ACCIDENG . ‘HEALTH 


The fog horn blast and the flashing aan 
beam of the famed lighthouse on Portland 
Head has meant complete protection to 


: seafaring men since Washington’s time. 


To Union Mutual policyholders, Port- 


for almost a century makes it indelibly 
New England born... New England raised | 
. . . New England managed. | 


Life Insurance Company 


PORTLAND MAINE HOME OFFICE 


ROLLAND E. IRISH, President 
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MID-WESTERN GROUP ELECTS 





A. L. Portteus to Head Indiana Agg. 
ciation of Legal Reserve Life Insy. 
anc Companies; J. M. Drake V.-P. 
A. Leroy Portteus, vice-president of 

the Indianapolis Life, has been elected 

president of the Indiana Association of 

Legal Reserve Life Insurance Companies, 

James M. Drake, president of the Em. 

pire Life and Accident, Indianapolis, was 

elected  vice- president, and Fred H. 

Sterling, secretary of the State Life of 

Indiana, Indianapolis, was named secre- 

tary-treasurer. 

Ik. Kirk McKinney, president of the 
Jefferson National, Indianapolis, was 
elected a member of the executive com- 
mittee and other members include A, J, 


McAndless, president of the Lincolp 
National Life, Fort Wayne and past 
president of the association. 





40th Anniversary 


(Continued from Page 3) 

in an undesirable part of the city, that 
had unattractive quarters and presented 
every aspect that would tend to dis- 
courage a new manager. Thirteen years 
later the story was different. He had 
built the agency up to one paying for 
$5,500,000 per year, and that had $23, 
000,000 of insurance in force instead of 
the $5,000,000 when he took charge. 

Then, January 1, 1922, came the reali- 
zation of a dream of coming back to his 
native state, for on that date he took 
charge of the Los Angeles branch office, 
where he has since remained, and where 
he has added to his achievements of 
bringing the office up from one of the 
smaller ones in the city to one of the 
largest offices in Southern California 
and one of the leading agencies of the 
company. 

Not only has Mr. Hathaway been in- 
strumental in making the Los Angeles 
agency of his company one of the out 
standing ones of the Southland, but he 
has taken a leading part in building wp 
the institution of life insurance in this 
section. Elected president of the Life 
Underwriters Association of Los Angeles 
in 1928, when it was more than mor- 
bund and was in financial straits, in two 
years he turned it over to his successot 
with an increased membership and 2 
goodly bank balance on hand. 

ut that was only one phase. That 
the public has been protected in so large 
a degree from the unscrupulous twisters 
and raiders is in no small degree the 
result of his convincing argument before 
the Los Angeles Chamber of Commerce, 
which resulted in that body delegating 
to him the work of organizing the Life 
Insurance Committee of the Chamber. 
Officers of the C. of C. have expresse 
the opinion that this committee is one 
of the most effective subordinate bodies 
within the Chamber. And Mr. Hath 
away still is a member of it. 

He has served as president of the Life 
Insurance Managers Association, Inc,, of 
Los Angeles, and is active in all its 
affairs. 

Mr. Hathaway is an active member of 
various Masonic bodies, and is a 33r 
degree Mason. He is a member of the 
Jonathan Club, and the Los Angeles 
Athletic Club. 
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(, B. Reeves Assistant 
To President Douglas 


FINANCIAL WRITER’S NEW POST 





aves Doremus & Co. November 1 to 
Go With Mutual Life; Once a 
Director of J. G. White & Co. 


Le 





(lifford B. Reeves, an outstanding 
yriter on financial and economic sub- 
cts, and for years associated with Do- 
remus & Co, New York advertising 


avency, becomes assistant to President 


Lewis W. Douglas of Mutual Life on 





Matar Studio 
CLIFFORD B. REEVES 


November 1, when he will resign from 

Doremus & Co. 

A graduate of Wharton School of 
Finance and Insurance, University of 
Pennsylvania, Mr. Reeves did his first 
newspaper work as a reporter on the 
Philadelphia North American while at 
Wharton School. He became a writer 
on the New York Journal and then 
joined the editorial staff of Automobile 
Topics of New York. His father, Alfred 
Reeves of the Automobile Manufacturers 
Association, was a leading figure in the 
motor car world for years. 

After he left the trade paper field Mr. 
Reeves was with the Guaranty Trust 
Co.’s public relations division for a cou- 
ple of years, associated with Vice-Pres- 
ident Francis H. Sisson. He then joined 
the investment banking firm of J. G. 
White & Co., Ine., of which he was a 
director. With that investment banking 
outfit he was manager of the research 
department and was connected with J. 
G., White & Co. committees in reorgani- 
zation of a number of industrial outfits. 
In 1933 he joined Doremus & Co., one 
of the leading advertising agencies in 
downtown New York, which handles 
many banking and other Wall Street 
accounts as well as having clients in the 
general field of business. 





Baxter on War 


(Continued from. Page 9) 


that she may. There must be no let-up, 
and there will be no let-up, in its strug- 
gle to preserve civilization. He con- 
cluded by expressing the appreciation of 
the British for what America has done 
and will do in the conflict. 

“We speak the same language and we 
think the same thoughts,” he declared. 
Do not blame us if we think that before 
the war is over you will be by our side 
battling valiantly so that we shall be 
victorious before the world becomes a 
desert under the Hitler curse.” 

pon conclusion of his speech the 
atmosphere was electric as there came 
4 thunder of applause. 


A VAST HOME OFFICE 
CIRCULARIZATION 
SERVICE HELPS UC. AGENTS 
FIND NEW PROSPECTS! 


Over 300,000 letters a 
year, on dozens of different 
subjects, are mailed from |}i1723 
Cincinnati at the request of 
Union Central agents. And 
all the agents pay is postage! 














Still another example of why U.C. is 
known as an agents’ company 


The UNION CENTRAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 








—_— = 

















SS Ti EASTERN 
UNDERWRITER 2 









<—L ie ——> 








October 17, 194 












IN THE BEGINNING 


Time: December, 1933. 


Place: Hotel Pennsylva- 
nia, New York City. 


Event: Eastern Round Ta- 
ble of Life Advertisers 


Association. 
—BLC— 
Life Advertisers had mulled 


over life advertising problems all 
day. 


At the end, a vice president of a 
great New York life insurance 
company outlined plans for Life 
Insurance Week in 1934. 


A New York advertising agency 
was to handle the advertising and 
had the situation well in hand. 
BUT, a catchword, a slogan was 
wanted. Life Advertiser, please 
respond. 


A Bankerslife advertising man 
considered this plea during his long 
homeward journey to Des Moines. 
And this occurred to him: 


“DOUBLE DUTY DOLLARS” 


So he wired the phrase to the 
vice president who had made the 


plea. And that was the end of 
that. 
But, Bankerslife, planning a 


sales promotion for 1934, gave 
“Double Duty Dollars” a minor 
place in the program. It “caught 
on” at once, and, for seven years 
now, has played a major part in 
Bankerslife national advertising 
and sales promotion plans. 


‘Its impress upon the public 
through national advertising has 
been such: 


That now, on an average of once 
2very day, some man or woman, 
somewhere, takes pen in hand to 
write us: “Please tell me about 
Double Duty Dollars!” And how 


many, do you suppose, don’t write? 


——BLC— 


BANKERS LIFE 
DES MOINES COMPANY 


Established 1879 











The Equitable Society home office baseball team won the New York Commer- 
cial League championship for this year, having won nineteen of twenty-one games 


played during the season. 


As this is the third year the 


team has won the cham- 


pionship, they were awarded the league trophy pictured above for permanent keep- 


ing. 
manager ; 
Frank Dailey, 
Freel, Steve Ryan, 


scorer. Bottom row: 
captain. 


Members of the team are, left to right: 
Jack O'Connor, Wally Fuchs, Ben Falvey, 
George Hess, Dan McEvoy, Bill Linde, Jim 


Top row: Ray Rose, Don Parker, 
Dick Fritzsche, F rank Pugliana, 





Survey on 1 Use 





of Aptitude Tests 


(Continued from Page 1) 


agents, we do not use this test in the se- 
lection of these men. 

“What we really doing is testing 
the test method of selection. Approxi- 
mately one-third of the agents we employ 
from year to year attend our home office 
school. We are able to run a very ac- 
curate record for these men covering sales 
activity and accomplishments, so we are 
applying the Aptitude Index on all of them 
with the idea of checking results against 
Index predictions to determine whether or 
not we want to adopt and promote the use 
of any such element in the process of se- 
lection. 

“‘When we are satisfied that we have 
had sufficient exposure, we will weigh 
whatever results the figures seem to in- 
dicate and reach some conclusion.’ 

“A third company has adopted two stand- 
ard tests that can be purchased from pro- 
fessional organizations. The use of these 
tests is recommended to the general agents 
but not required; thus some of the agents 
use them and others do not. This company 
does require, however, the use of a scored 
personal history blank, which must be 
properly rated and sent to the home office 
before the application is approved.” 

Tests are usually administered by 


are 


sales 


department executives or members of the 
personnel or sales training department 
staff. When hiring is done in branch of- 
fices, the tests are frequently given by 
the branch office manager and the results 
are analyzed at the home office before ap- 
pointments are approved. Ten companies 
use an outside professional agency for ad- 
ministering the tests or analyzing results. 

Tests are only one of several modern se- 
lection aids used to supplement the inter- 
view. The extent to which test ratings 
influence the decision to hire varies greatly 
in different concerns. Nine companies 
whose programs are still in the experi- 
mental stage hire new men regardless of 
test ratings. Nine others state the per- 
centage of weight attached to test results 
in figures ranging from less than 25% to 
7 75%. Others never hire an applicant whose 
test rating is below the accepted standard. 

The validation of tests—comparing test 
ratings with success on the job—requires 
time. Some executives state that they will 
not know how accurately a test measures 
“success qualities” until the salesman has 
been on the job five years. For other 
types of selling the seasoning process re- 
quires only two years or less. Executives 
stress the importance of later checkups 
after tests have been validated. 


Standard Tests Used by Reporting Companies 


Title of Test _ 
Otis Self-Administering Test of Mental 
Bernreuter Personality 
Life Insurance Sales Research 


English Vocabulary Test by Johnson 
Humm-Wadsworth Temperament Scale 
The Personnel Test by FE. F. 


PME og Goo als oa earrs «beers 
Strong Vocational Interest Blank for Men 
Inventory........ 
3ureau Aptitude Index............... 8 
Composite Inventory and Examination - Verne Steward* 
OF COANE oe pet ain en is aaa wid sia 


Wonderlic.. 


Number of Cos. 
Reporting Use 
of Each Test 
1 


Social Intelligence Test by F. A. Moss, T. Hunt and K. T. Omwake. 
Interest Inventory for Sales People, The Personnel Institute, Inc.. 
Vocational Aptitude Examination, Type E-A, by G. U. Cleeton and 


C. W. Mason 


Bureau Test VI—Mental Alertness...... 


O’Rourke Mechanical Aptitude Test 


American Council on Education Psychological Examination for Col- 
lege Freshmen, by L. L. Thurstone and T. G. Thurstone......... 1 


* This test includes sections based on the Otis Mental Ability Test and Bern- 
reuter Personality Inventory in addition to se everal sections prepared by Dr. Steward. 





‘JEFFERSON STANDARD REPORT 
The Jefferson Standard Life reports 
paid for business for nine months of 
$41,973,749 to bring the total insurance in 
force to a new high of $442,603,101, ac- 
cording to an announcement released by 
Vice-President Ralph C. Price. 


IMPERIAL LIFE SALES GAIN 

Imperial Life of Canada, with head 
office in Toronto, reports September 
sales up 65% compared with the same 
month in 1940. New business, with one 
exception, was the largest for any Sep- 
tember in the last ten years, 
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NOW IN OUR 


A milestone at 
which we are grateful for 
the steadfast confidence and 
good will that mark day-by- 
day relations between policy- 
holders, field force and home 
office staff. 


An anniversary 
in which we are striving to 
be worthy of continued lead- 
ership as one of America’s 
oldest and strongest life |, 
insurance companies. 2 
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St. Louis Association 
Names Committee Heads 


Committee chairmen and co-chairmen 
of the St. Louis Association of Life 
Underwriters have been announced by 
President Lester S. Becker as follows: 

Program, Frank M. See, New England 
Mutual and William J. Cusick, New York 
Life; meetings, Walter M. Dau, Tra 
velers; and publicity, J. Pat Blake, State 
Mutual, and Frank Vesser, Reliance 
Life; education, Arthur W._ Greer, 
Equitable Society and George H. Means, 
Metropolitan; cooperation with CLI, 
James C. Greene, General American 
Life; resolutions, L. R. Scardamalia, 
National Life & Accident; advisory 
council and attendance, Don O. Cramer, 
Prudential and Nathan H. Burgheim, 
Northwestern Mutual; membership, John 
T. Murphy, Metropolitan and_ Ralph 
Lowenstein, Massachusetts Mutual; by: 
laws and legislation, James G. Callahan 
Metropolitan and George L. Dyer, Jt, 
Columbian National; business standards 
Albert Stix, Mutual Benefit Life ant 
Thomas McCary, Penn Mutual; budget 
and finance, Wellborn Estes, Occidental 
Life of California; unethical practices, 
Harold E. Scheppner, John Hancock 
Mutual and Stratford Lee Morton, Con- 
necticut Mutual; women’s division, Mrs 
Chauncey Galloway, Connecticut Mutua 
Life; branch office cooperation, Carl 
E rickson, Metropolitan ; coopersss 
with life insurance trust council, Fred T. 
Rench, National Life of Vermont. 





CARLIN sat TALK AT CHICAGO 

Oscar FE. Carlin, leading producer for 
the John Hancock, will be the gue 
speaker at the luncheon meeting of the 
Chicago Association of Life Underwrit- 
ers, October 23. Mr. Carlin, who is 3 
member of the Million Dollar Roun 
Table, will talk on “My Method of Pre 
duction.” 
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% The progress of a life underwriter is mea- 
sured by the sales power he can deliver 
... consistently, decisively. The Etna Life 








Insurance School is geared to provide 
power for sales success. The principles it 
e Head teaches are sound and workable. They are 
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Members of the panel-quiz on pros- 
pecting methods at New England Mu- 
tual’s Fall Regional Conference at Hotel 
Hershey, Hershey, Pa. 


Left to right, front row: R. W. Brooks, 
Buffalo; R. L. Cummings, Albany; C. 
P. Dawson, CLU, and E. S. Christman, 
New York; G. H. Jones, Pittsburgh; 


Last of a series of Fall regional con- 
ferences of New England Mutual Life 


representatives was held last week at 
Hershey, Pa., when members of the 
company’s fifteen general agencies in 


Maryland, New York and Pennsylvania 
attended, many of them accompanied by 
their wives. In addition to business 
sessions the two-day program included 
a company dinner and golf and tennis 
tournaments. 

In opening the conference, President 
George Willard Smith reported that the 
company’s gain in insurance in force for 


the nine-months since January 1 had 
been $37,365,000, the largest gain for 
a similar period since 1937. Total in- 


surance in force on October 1 was $1,- 
644,502,000. New business showed a gain 
in September of 12.75% over last year, 
he announced, and the nine-months’ 
gain was 10.18%. 


Fieldmen who were featured contrib- 


utors to the program included Albert 
W. Moore, of Philadelphia, president of 
the General Agents’ Association, who 


spoke at the company dinner; William 
H. Beers, general agent at Rochester: 
Isidor Hirschfield, of the Freid agency 
in New York, and H. Arthur Schmidt, 
general agent in New York, who spoke 
on business insurance; Wheeler H. 
King, of the Allen & Schmidt agency 
in New York, whose tonic was “Social 
Security .. . Springboard to Sales”: and 
Caspar W. Haines, of Philadelphia, who 
spoke on “Sales Slants on Career Under- 
writing.” 

C. Preston Dawson, general agent in 
New York, was chairman of the panel 
discussion on prospecting, quizzing the 
following agency leaders on their solu- 
tions to present-day conditions: William 
H. Beers, of Rochester: C. Vernon 
Bowes, general agent at Newark: Robert 
W. Brooks, of Buffalo; Alfred G. Cor- 
rell, general agent in Brooklyn: Ros- 
well W. Corwin, of the Baldwin agency 
in New York; Robert L. Cummings, 
general agent at Albany; Herman L. 
Filene, of the Freid agency in New 
York; William P. Hovt, of the Allen & 


Schmidt agency in New York; George 


G. C. Lynch Agency Head of 
National L. & A. Nashville 


The National Life and Accident of 
Nashville announces that the company 
has set up a separate agency department 
to be headed by G. C. Lynch as agency 
vice-president. He been western 
territory manager. 

To assist Mr. Lynch Charles Luker, 
manager of the southern territory, be- 
comes superintendent of agents. Ad- 
vanced to fill these vacancies E. C. Ma- 
son who becomes western manager and 
J. H. Brakebille to head the southern 
territory. 

Vice-President Lynch has been nearly 
years with the National L. & A. 
serving in various territories. 





has 


torty 


W. B. Wagner, ds) Fs 
Weaver, Baltimore. 

Back row: W. P. Hoyt, New York; 
A. G. Correll, Brooklyn; H. L. Filene, 
New York; W. H. Beers, Rochester; 
C. V. Bowes, Newark; R. W. Corwin, 
CLU, New York; W. F. Scarborough, 
Philadelphia; S. D. Warner, New York; 
H. P. Wickes, Syracuse. 


H. Jones, of Pittsburgh; Earl S. Christ- 
man, of the Dawson agency in New 
York; W. Franklin Scarborough, of 
Philadelphia; William B. Wagner, gen- 
eral agent at Harrisburg; Stuart D. 
Warner, general agent in New York; 
J. Franklin Weaver, of Baltimore; and 


Harrisburg; 


Henry P. Wickes, general agent at 
Syracuse. 
In addition to President Smith, the 


following represented the home office at 
the conference: Vice-Presidents Walter 
Tebbetts and George L. Hunt; Dr. 
Harold M. Frost, medical director; Wil- 
liam Eugene Hays, director of agencies; 
David W. Tibbott, director of adver- 
tising; Charles F. Collins, agency secre- 
tary; Robert J. Lawthers, manager of 
the benefit department; and James P. 
Hall, agency supervisor. 


Brooklyn Life Managers 


Discuss “Recruiting” 


Outstanding for its frank co-operative 
exchange of views was the luncheon- 
meeting, October 15, of the Brooklyn, 
N. Y. Life Managers Association, at 
which the subject for was 
“Recruiting.” 

The discussion was led by Jack War- 
shauer, general agent, Guardian Life, and 
Gilbert V. Austin, general agent, Aetna 


discussion 


Life, who were presented by Chairman ° 


of the Program Committee M. Warren 
Benton, Equitable Society general agent. 

Mr. Austin, referring to the defense 
program as a cause of present recruiting 
difficulties, advised a recanvass_ of 
centers of influence, agents’ contacts, and 
policyholders. He also stated that sales- 
men in industries adversely affected by 
priorities were good candidates. He sug- 
gested the possibility of considering seri- 
ously the development of women agents. 

Mr. Warshauer stressed the need of 
making recruiting a work habit, not a 
spasmodic effort. 

Following these two talks a round 
table discussion was held, in which the 
various managers and general agents 
discussed their own problems and out- 
lined methods they have found success- 
ful. Among the suggestions were these: 
Secure the aid of agents or supervisors, 
make a careful list of centers of influ- 
ence, lunch with these people once a 
week, informally discussing possibilities 
with these centers; securing the aid of 
older men in the business. 

Most general opinion was that the 
problem involved constant and consistent 
activity of all types. 

The association voted to send an 
expression of sympathy to the family of 
John H. Scott, former Brooklyn general 
agent, Home Life of New York, who 
died October 12. 

Harold M. Parker, manager, Phoenix 
Mutual Life, and president of the asso- 
ciation presided. 
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Urges Personal Production; Past Praj. 





dents and Charter Members 
Present 
Warren H. Preble, Boston general 


agent, Home Life of New York, was the 
guest speaker at the New York Lif 
Supervisors luncheon meeting October 
14. It was Mr. Preble’s first visit t 
New York in many years and in hono, 
of the occasion nearly all of the pag 
presidents of the association and jt 
charter members were present. Adgi. 
tional reason for honoring Mr. Preble 
is that he was a co-founder of the asso. 
ciation in 1928. 

The speaker was introduced by Wj. 
liam Smerling, president of the Life Sy. 
pervisors, who stated that from the 
ranks of its members thirty had been 
contributed to the ranks of general 
agents. Mr. Smerling described the 
early purpose of the group, to encourage 
friendship and exchange of information 
among life brokerage men, of which the 
club was at first composed; since that 
time it has expanded to include super- 
visors of full-time men as well. He also 
paid tribute to the past presidents and 
charter members. 


Sell Personal Business 


Mr. Preble talked informally, and told 
the supervisors with many of whom he 
had once worked, that in his opinion life 
supervisors should be required to pro- 
duce a certain minimum of personal 
business. Advantages, he said, first, in- 
creased prestige with their men; second, 
increased prestige with their general 
agents; third, the benefit of the exper- 
ence in case they should later become 
agents; fourth, more business from 
brokers. In the latter connection, Mr. 
Preble stated his opinion that the time 
was fast approaching when _ supervisors 
would have to sell considerable business 


for the brokers due to the increasing [ 


complexity of the business and the in- 
ability of general brokers to compete 
with well-trained full-time men. 

Mr. Preble also suggested that one of 
the greatest services a life supervisor 
could perform for his general agent was 
to be on the watch for new full-time 
men. 


Past Presidents, Charters Members 


The past presidents who were present 
include James Hodgkins, Allan Dickey 
agency, Provident Mutual; Richard Lich- 
terman, Donald Keane agency, Massa- 
chusetts Mutual; Wheeler H. King, Al 
len & Schmidt agency, New England 
Mutual; Charles Guenther, Connecticut 
Mutual, John M. Fraser agency; Philip 
Hodes, Edgar T. Wells agency, National 
Life of Vermont; Roe A. Maier, Keffer 
agency, Aetna Life; William Holds- 
worth, Julian S. Myrick agency, Mutual 
Life of New York; Jerome Siegal, Wal- 
ter McGeorge agency, Prudential (not 4 
charter member); James McGrath, gen 
eral agent, United States Life; Joseph 
Davis, general agent, Equitable Society 
(not charter member); Lowell Baker, 
Arthur Youngman agency, Mutual Ber- 
efit; Samuel Rosan, Charles B. Knight 
Agency, Inc., Union Central Life; Star 
ley M. Weiland, Keffer agency, Aetna 
Life. 

Other charter members at the meeting 
were Emil Lawson, Mutual Life of New 
York; Rae Maechtel, Union Central 
Life; Kenneth Keck, Connecticut Gen 
eral; Thomas Conroy, Mutual Life 0! 
New York; Fred Wenzel, Mutual Lite 
of New York; Carl Smith, Connecticut 
Mutual; William Plume, New England 
Mutual; Charles E. Schiff, Prudential: 
George Kleine, Mutual Life of New 
York; S. Samuel Wolfson, general 
agent, Berkshire Life. 

Among the guests were Alan B. Doral, 
assistant superintendent of agencies 
Home Life of New York and John H. 
Evans, manger, sales training division 
Home Life of New York. 
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Hold Seminar 


(Continued from Page 8) . 
him. “The greatest study of man, he 
aid, “is man himself.”. Mr. Kibrick 
cited many instances from his own life 
insurance experience to show how only 
by becoming acquainted with this kind 
of facts, could sales be made. _ ; 

A question and answer period, in 
which Mr. Murrell and Mr. Kibrick 
were the “experts” followed. 

The speakers were introduced by Edu- 
cational Vice-President George .B. Shoe- 
maker, who was presented to the audi- 
ence by President Beatrice Jones. Mr. 
Shoemaker outlined the program of the 
association for the coming year, resume 
of which appears elsewhere in this issue. 

At Mr. Shoemaker’s suggestion, the 
members present approved the sending 
of a message of regret and hope for 
speedy recovery to James Elton Bragg, 
who had resigned from the office of 
educational vice-president due to illness. 

American Renaissance 

Speaking at the dinner, Thursday eve- 
ning, Mr. Ernst outlined seven factors 
that he believed pointed to a renaissance 
for the United States after the war. 
The provisions of the Lend-Lease Bill, 
he said, were evidence that there would 
be no problem of international debt, that 
the old imperialistic dream was dead. 

Secondly, America would be the 
world’s breadbasket a fact which would 
mean a revitalization of our agriculture 
and world trade. 

Thirdly, America with Great Britain 
would have to police the world’s raw 
materials to see that they were equally 
accessible to all, that the seas were 
kept open to all nations; and to relieve 
all nations of the oppressing burden 
of heavy armaments. Closely related 
was the probable organization of some 
kind of federation of nations, which, 
Mr. Ernst said, should not be formulated 
at the peace table where intolerant emo- 
tions were too apt to prevail. 

Business as well as labor, he pointed 
out, is coming to realize that men do 
not live “by the week.” Annual wage 
agreements are being granted by busi- 
ness concerns, he said, and in return, 
they are being relieved of the burden of 
over-time. The security given by such 
agreements will help prevent a post-war 


collapse. 
Weak Spots 

However, Mr. Ernst pointed out, there 
are some weak spots that may becloud 
this picture of hope. One, in his opinion, 
was that we are in danger of losing 
the free market place of thought. The 
control exercised by fewer newspaper 
chains and by but one or two radio or- 
ganizations is a danger. 

The other danger to free America was 
the danger of government becoming too 
big. If government became too un- 
wieldy the public would criticize it and 
then government would suppress criti- 
cism. But, said Mr. Ernst, this danger 
rests on the primary danger of business 
becoming too big. The greatest peril to 
the insurance business, he stated, was 
this danger of bigness. Regulation by 
government of insurance will prove un- 
workable, he stated, and the result would 
be that the public would demand that 
Insurance be taken over by the govern- 
ment. This calamity, said Mr. Ernst, 
could be avoided only if the heads of 
the large insurance companies realize 
soon that there are limits to man’s 
ability. 

Charles Jerome Edwards Cup 


Beatrice Jones, as president of the 
association, was presented the gavel by 
Immediate Past President Lloyd Patter- 
son. After Miss Jones had been thus 
officially given the symbol of office, 
Clancy D. Connell, newly elected na- 
tional trustee, presented her on behalf 
of the National Association the Charles 
Jerome Edwards Cup, which was won by 
the New York Association for having 
made the largest increase, in numbers 
and in ratio, in membership during the 
Past year, to put New York in first place 
in the country in local association mem- 
bership. This record was attained under 


the administration of Lloyd Patterson. 


W.E. Jones Observing 10th 
Year with Provident L. & A. 


W. Edgar Jones, chief underwriter, 
life department, Provident Life & Acci- 
dent, Chattanooga, who was elected 
president of the Institute of Home Office 
Underwriters at its recent annual con- 
vention, is observing his tenth anni- 
versary with the Provident this year. 
He has been a constructive force in the 
Home Office Underwriters since its or- 
ganization, serving as secretary-treas- 
urer until 1939 when he was elected :vice- 
president. At the 1940 convention, which 
was held in Chattanooga, Mr. Jones was 
general chairman. Elected then to the 
executive committee, he now occupies 
its highest office. 





MILLARD KEYS DEAD 

Millard Keys, actuary, Reliance Life, 
died October 12 in Pittsburgh. A grad- 
uate of Cornell he began his life insur- 
ance career in the home office of the 
Mutual Life of New York in 1910; 
specialized in insurance mathematics; 
and became an Associate of the Actuarial 
Society of America in 1917. Mr. Keys 
went to Pittsburgh in 1920 as assistant 
actuary of Reliance Life, becoming 
actuary in 1935. 





W. EDGAR JONES 





Charles L. Patterson has been ap- 
pointed manager in the Carolinas for the 
Reliance Life. 





Consulting Actuaries 


Woodward, Ryan, 


Sharp & Davis 
90 JOHN STREET, NEW YORK 
Telephone BArclay 7-4443 








HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 








WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone BArclay 7-3428 











New life insurance of the Reliance 
Life for September totals $5,751,737, an 
increase of 25.2% over the same month 
1940. For the first nine months the 
company shows a gain of 94% in new 
paid-for business, with a total of $3,- 


466.181. 





READY 
FOR THE 





RUN —- 





RETIREMENT 


Railroaders on some of the largest lines 
in the U. S. and employees in other types 
of business from coast to coast make them- 
selves truly ready for their retirement with 


LNL Salary Savings. This system provides 


Fort Wayne 


THE LINCOLN NATIONAL LIFE 





Geared To Help Its Fieldmen 





employees with an easy protection and sav- 
ings method to supplement their Social 
Security or pension plans. It provides em- 
ployers with a fine employee relations pro- 
gram. It provides LNL field men with an 
excellent source of business. 


COMPANY 


Indiana 
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SULLIVAN’S FRANK SPEECH 

W. A. Sullivan, long an outspoken 
leader in the insurance the 
American Management Association, lived 
up to his reputation in his speech to the 
local agents at Kansas City this week. 


section of 


He was particularly vehement in his 
condemnation of state barriers which 
hamper the buyer of insurance in a big 
concern, and prevent him from obtaining 
the same type of coverage in every state. 
He accused agency organizations of be- 
ing responsible for creating “voluntary 
jurisdictional walls.” 

He also told them that the word serv- 
ice has been grossly overplayed. It took 
a good deal of courage to stand before 
an audience of insurance agents and call 
countersignature fees one of the obsta- 
cles that has interfered seriously with 
the relationship of buyers, agents and 
their companies; to say that the defini- 
tion of “so-called fictitious fleets of 
automobiles,” is based on “unsound basic 
principles and a lot of pure assumption.” 
He paid his respects to excepted cities. 

Mr. Sullivan has no quarrel with the 
present commission scale on small pre- 
miums, but said that when the same per- 
centages are applied to tremendously 
large premiums, they cannot be justified. 

Mr. Sullivan expressed approval of 
the V-Plan for Insurance which was the 
convention theme and the subject of the 
keynote address of General Counsel 
Walter H. Bennett. He said the only 
trouble with it is that it is at least ten 
years past due. His conclusion was: 
“To me it seems that your program is 
vital to your’ existence. You should 
pursue it vigorously if you are to achieve 
the victory.” 

It appears that the agency organiza- 
tion’s new campaign got away to a good 
beginning in the appearance on'the con- 
vention program of an insurance buyer 
who talked so openly about his views 
of them and the product they sell.” 





WM. B. JOYCE’S MESSAGE 

Timely is the fiftieth anniversary mes- 
sage of Wm. B. Joyce to stock company 
agents and companies which appears in 
The Eastern Underwriter this week. 
With all his old time vigor Mr. Joyce 
calls upon stock insurance to defend 
its business against the inroads of the 
commercial mutuals, and in so doing 
Mr. Joyce adds emphasis to the notable 
address delivered last week by John A. 


Diemand, president, North America com- 
panies, at White Sulphur Springs. 

One of the great surety pioneers of 
the country, Mr. Joyce has dealt with 
stock companies for fifty years, has seen 
the progress of stock companies. 





WASHINGTON TRIAL BALLOONS 

The Washington Review of the Cham- 
ber of Commerce of U. S., which is a 
periodical summary of national business 
affairs, cautions its readers that they 
must not take too seriously every sug- 
gestion emanating from Washington, 
that bills will be introduced for new 
legislation which would provide for sub- 
stantial economic, taxation and business 
fabric changes. Some of these contem- 
plated measures which have gotten wide 
publicity are in reality “trial balloons” 
floated to gauge reaction of the public. 
Along this line The Washington Review 
says: 

Trial balloons have been appearing in 
numbers in Washington skies. Some 
have been wrecked before they were 
well aloft. A recent one is a scheme 
to restrain inflation by drawing off pur- 
chasing power from workers. Curiously 
enough, the proposal is to increase So- 
cial Security taxes, and disregards the 
circumstance that most of these taxes 
are paid by employers who have no re- 
course but to pass them along in higher 
prices. In other words, an inflationary 
method would be used, perhaps on 
homeopathic principles, to combat infla- 
tion. 

Of course, there are variations and 
suggestions of developments hinged on 
the proposal. 

Some of them would not only greatly 
expand the Social Security system as a 
reform measure taken regardless of de- 
fense burdens, and some would Fed- 
eralize the whole system, taking away 
from the states the important part they 
now have. Bills that have been dormant 
in Congress, and new bills being intro- 
duced, would have to undergo substantial 
changes to embody some of the sugges- 
tions. A good many things may happen 
on account of this trial balloon, or noth- 
ing in the near future. 





Brigadier-General Edward E. Good- 
wyn, commanding officer of the Vir- 
ginia Protective Force, who is a prom- 
inent local agent of Emporia, Va. and a 
veteran of World War 1, is proud of his 
new military organization, he told former 
comrades of the Twenty-Ninth Division 
at a banquet in Richmond last week 
on the anniversary of the division’s en- 
trance into actual warfare in the Meuse- 
Argonne October 8, 1918. General 
Goodwyn is a past president of the 
Virginia Association of Insurance Agents. 
He was a regimental commander with 
the rank of colonel in the last war. 





Left to right: Paul F. Jones, John A. Diemand, Charles F. J. Harrington 
and Roy L. Davis. 


Among the prominent figures at the convention in White Sulphur Springs 
W. Va., last week of the International Association of Casualty & Surety Under. 
writers and the National Association of Casualty & Surety Agents, is the group 
They are John A. Diemand, newly elected president of the Inter. 
national Association; Paul F. Jones, Director of Insurance, Illinois; Charles F, J, 
Harrington, Massachusetts Insurance Commissioner; and Roy L. Davis, Association 
of Casualty & Surety Executives, Chicago. 


shown above. 





Photo by Harry H. Fuller 








Walker Mason, general agent in Prov- 
idence for Connecticut General Life, has 
been appointed by the Office of Produc- 
tion Management to serve as manager 
of OPM’s Division of Contracts Dis- 
tribution field office in Providence. His 
appointment received the “hearty en- 
dorsement” of the Rhode Island Indus- 
trial Commission and had the approval 
of Governor J. Howard McGrath, with 
whom OPM officials had conferred. Na- 
tive of St. Louis, Mr. Mason was grad- 
uated from Cornell University. He 
served during World War I with Bat- 
tery A of the Rhode Island National 
Guard. Upon his return from the war 
he was employed by the Wagner Elec- 
tric Manufacturing Co., St. Louis, then 
becoming production manager for the 
Brecht Manufacturing Co., that city. 
Later he was named president of the 
Semi-Steel Manufacturing Co. there. In 
1934 he joined the Connecticut General 
and went to Providence as general agent, 
where he has been active in community 
work, 

x * x 


W. H. Andrews, Jr., manager home 
office agency Jefferson Standard, will as- 
sume the general chairmanship next Fall 
of the campaign to raise funds to carry 
on welfare, health and character building 
service of fourteen private welfare agen- 
cies to be financed by the Greensboro 
Community Chest in 1943. President of 
the Executive’s club and a member of 
Civitan, Andrews has been prominently 
identified with the civic progress of 
Greensboro since he adopted Greensboro 
as his home in 1921, the year that the 
chest was organized in this city. He is 
a trustee of the National Association of 
Life Underwriters. During 1939 and 
1940, the newly selected general chair- 
man was a member of the chest execu- 
tive committee and served as chairman 
of the special. gifts committee on the 
campaign raising chest funds for 1939. 


* * * 


Paul B. Sommers, president, American 
Insurance Co., who is chairman of the 
Newark, N. J., Community Chest Cam- 
paign, contributed an article to the 
October issue of Contemporary Life, 
house organ of Contemporary, one of 
the largest women’s clubs in New Jersey. 
The title is: “It is a Privilege to Serve.” 


‘ number of his associates on October 9, 


Clarence E. Moulton, former actuary 
and treasurer of National Life of Ver- 
mont, and who on October 1 reached 
fifty years with that company, was guest 
of honor at a dinner given by one hun 
dred of his friends at Montpelier Tavern 
on occasion of his 78th birthday. Prin- 
cipal speech was made by Actuary Henry 
H. Jackson. Mr. Moulton is a Dart 
mouth graduate, and after spending two 
years as a bookkeeper and assisting in 
operation of a stock farm, he joined the 
National Life. 


* * * 


Fred W. Guild, mortgage loan officer 
of New York Life and holder of the 
Vermont State Tennis Championship, 
defeated Ben Gold, insurance broker, for 
the New York State Insurance Tennis 
Championship. The final score was 6-4; 
6-1; 6-1; Guild secured his second leg 
on the handsome Julian S. Myrick 
trophy, donated by Mr. Myrick five 
years ago. The match was held at the 
Parkway Tennis Courts in Brooklyn, 
The finalists were the survivors in 4 
field of forty-six entries. 


* * x 


Russell C. Mochwart, for fourteen 
years a member of the staff of the Ne 
tional Bureau of Casualty & Surety Ur- 
derwriters was tendered a dinner by 4 


as he left for Washington, D. C., to ac- 
cept a position in the War Department. 
Mr. Mochwart received a travelling bag 
as a farewell gift from those with whom 
he worked in the National Bureau. 

* ok * 


Maj. W. Calvin Wells, vice-president 
and general counsel of the Lamar Life 
Insurance Company, has been made 
president of the Jackson (Miss.) Com- 
munity Chest to direct the campaign. 
Major Wells is rounding out his fiftieth 
year of membership in the Y. M. C. 


* ok * 


Kenneth R. Miller, managing directof 
of National Federation of Sales Exect 
tives, New York, formerly superinten- 
dent of agencies, Atlantic Life, was 
Richmond recently assisting in the of 
ganization of the Sales Executives Club 
of Richmond to be affiliated~ with the 
National Federation. 


(Oct 


rem 





er 17, 194) 


===: 


‘arry H. Fuller 
‘ington 


ur Springs, 
‘ety Under. 
| the group 

the Inter- 
larles F, J, 
Association 





ler actuary 
fe of Ver- 
1 reached 
, Was guest 
y one hun- 
lier Tavern 
lay. Prin- 
ary Henry 
s a Dart: 
nding two 
ssisting in 
joined the 


an officer 
er of the 
mpionship, 
yroker, for 
ce Tennis 
> was 6-4; 
econd leg 

Myrick 
yrick five 
-Id at the 
Brooklyn. 
rors in a 


fourteen 
' the Na- 
irety Un- 
ner by 4 
ictober 9, 
C., tae 
yartment. 
lling bag 
th whom 
reau. 


president 
nar Life 
n made 
;.) Com- 
ampaign. 
s fiftieth 
MG, A. 


director 
Exect 
erinten- 
was in 
the of 
res Club 
vith. the 


October 17, 1941 








Page 17 











Happy in Retirement 

Some insurance men are happy in re- 
irement. Others do not know what to do 
with the leisure time on their hands. Those 
yho cultivated hobbies during their careers 
sem to find tremendous pleasure in them 
aiter they have left the busy marts of in- 
Some find pleasure in 
In the latter group is Clarence 


surance. others 


traveling. 
\ Ludlum, for years vice-president of the 
Home, who has made several trips around 
the world and to South America. Many 
of the retired top executives are living in 
Florida, some of whom are growing or- 
anges and grapefruit. There is quite a 
colony in California. 

One of the happiest of the retired ex- 
ecutives is John L. Way, who was vice- 
president of the Travelers and who is still 
adirector of that company. It is seventeen 
years since he retired from the vice-presi- 
dency. He lives on his dairy farm in Con- 
necticut, not so far from Hartford, and 
he is one of the men who have found 
that hobbies keep them youthful in spirits 
and in outlook. His hobbies are trout 
fishing, golf, horticulture and farming, and 
he is lucky enough to do his trout fish- 
ing on his own farm. 

On the subject of retirement he recently 
remarked to Wesley S. Griswold, publicity 
department, The Travelers: 

“A man should work like the devil while 
he's young, be thrifty, though not stingy 
or miserly, and when the time comes that 
he is financially able to maintain himself 
and his family at their accustomed stand- 
ard of living, without working, then he 
should retire. That is, always provided 
there is anything in the world he would 
rather do than his regular work.” 

Mr. Griswold has written one of the 
most interesting insurance nersonality bi- 
ographies I have yet read, his subject be- 
ing John L. Way, and it is reproduced 
herewith : 


John L. Way 

On the September morning, sixty-two 
years ago, when John Latimer Way first 
went to work for the Travelers in Hart- 
lord, he was 19 and the company but 15. 
Today, Mr. Way is the Travelers’ sec- 
ond oldest director, and was charter vice- 
President from 1913 until he retired July 1, 
1924. In point of service he is also the 
oldest trustee of the Hartford-Connecticut 
tust Co., a member of the board of di- 
Tectors of the Aetna (Fire) Insurance 
‘o. and its affiliates, a trustee of the Me- 
chanics Savings Bank of Hartford, and 
adirector of the Travelers Bank & Trust 
‘0. A lifelong Mason, he has been a 
member of Washington Commandery, 
Knights Templar of Hartford, longer than 
any other person living. 

_ Mr. Way was born on a Gilead, Conn., 
— of several hundred acres, which has 
een owned by members of his family since 
the 1740's, Though he is 81, he operates 
d now as a dairy farm. He attended the 
iilead grammar school, spent one profitable 
inter studying at the South School in 


























Hartford, and completed his formal edu 
cation back home in a private school which 
had just been established and which. had 
an enthusiastic but brief career. 

Mr. Way’s father was an officer of the 


Farmers & Mechanics Bank of Hartford 
in 1879, but it was entirely through the 
instrumentality of Mrs. J. G. Rathbun, 
a close friend of the family, that he him- 
self was hired by Rodney Dennis, then 
secretary of the Travelers. Mr. Dennis 
at first protested there was no job to be 
had, adding that the parents of many a 
boy would gladly pay the company to em- 
ploy their son. But Mrs. Rathbun must 
have been singularly persuasive, for John 
Way was given a position in the accident 
ticket department, where a_ considerabl: 
number of men prominent in the company’s 
affairs received their start. 

Since his initial salary was $20.83 a 
month, the Gilead lad was gratified when 
Mrs. Rathbun and other friends found a 
room for him on Sigourney Street and 
arranged to furnish him board and lodging 
for $5 a week. However, with a monthly 
surplus of only 83 cents, Mr. Way con- 
sidered himself very lucky when the Trav- 
elers’ sole accountant, struggling wit! 
bulky ledgers and increasing columns of 
figures to add, gave him the opportunity 
to earn 25 cents an hour working nights 
as his assistant. 

Mr. Way had been endowed with a flair 
for selling and an unusual amount of what 
is commonly called “drive.” Therefore it 
was not long before he had found another 
and less arduous way of augmenting his 
income. In those days the company per- 
mitted home office employes to sell insur- 
ance on a commission basis, and he and 
his mentor, George S. Penfield, used to 
ride with the passengers of excursion boats 
headed down the Connecticut River from 
Hartford, selling accident tickets until the 
opportunities seemed exhausted, then find- 
ing their way back to the office as best 
thev could. 

Undoubtedly his enterprise led Secretary 
Dennis in 1880 to offer him the position 
of assistant to Charles A. Dean, then the 
Travelers state agent for Iowa and Ne- 
braska, with headquarters at Des Moines 
There were no branch offices at that time 
Sales activities in the field were under the 
direction of general agents, called state 
agents. 

So John Way went west, “greener than 
most boys of my age.” Even the Middl 
West of those days was raw and unrefined 
Wa!'nut Street, principal thoroughfare of 
Des Moines, was unpaved and knee-deen 
in mud each Spring. As soon as the frost 
was out of the ground, Mr. Way recalls, 
one sardonic merchant used to set up the 
efigy of a fisherman on the curb in front 
of his store, the scarecrow figure holding 
a pole and line out over the street. 

The voung easterner was both 
and janitor of the Des Moines office. In 
fact, he was the entire staff, for Mr. Dean 
was away almost all the time, selling in- 
surance to earn his living. But his own 
sales instinct and sense of duty were so 
strong that when he learned a certain um- 
reliable and disreputable insurance ¢om 


cashier 


pany was soliciting the coal miners of Fast, 


‘Nebraska added. 


Des Moines, he determined to do all he 
could to thwart it. 

It was a walk of two and a half miles 
to the mine entrance and he had to be 
there at 7 o’clock in the morning, but the 
very next day he presented himself to 
the mine superintendent and by argument 
and cajolery induced the irascible, red- 
headed man to accompany him down into 
the earth where he could start selling ac- 
cident insurance to the miners. The latter 
responded so eagerly that Mr. Way soon 
felt he must telegraph to his boss in Ne- 
braska for approval of his actions. The 
reply came promptly. 

“Close up the office and keep selline,” 
wired Mr. Dean. 

Young Way needed no urging. He went 
to work with such ardor and energy that 
one day not along afterwards he sold 
forty-five policies involving premiums of 
$26.50 each. 

His spectacular success at East Des 
Moines soon led to his appointment as 
special agent, relieving him entirely of of- 
fice duties and permitting him to spend all 
his time appointing agents and selling in- 
surance throughout Iowa and Nebraska. 
But the locale of his initial exploits an- 
noyingly influenced his activities for a long 
time to come. During each of the next 
three or four years he was required to 
spend at least two months with a miner’s 
lamp on his hat, groping through long, 
dark tunnels in search of prospects for 
accident insurance in all the coal mines 
of Towa. 

During those vears he also traveled for 
thousands of miles over the railroad lines 
of Iowa and Nebraska in a self-propelled 
handcar, called a velocipede car, selling in- 
surance to bridge men and section hands. 
The railroad cooperated handsomely, col- 
lecting premiums for him and supplying 
him with rather complete information 
about the movement of trains over their 
tracks. Still there was always an ele- 
ment of uncertainty about his solitary 
journeys. 

“T used to be able to turn my head 
almost completely around, trying to watch 
out for approaching trains in both direc- 
tions,” Mr. Way recently recalled with a 
chuckle. 

Another vivid memory dates back to an 
assignment to prospect among the officers 
of steamboats plving between St. Paul and 
St. Louis on the Mississippi. He went 
aboard at Dubuque and disembarked at 
Davenport. After riding on two of the 
biggest packets the line operated, without 
selling a single policy, he was met at 
Davenport by Mr. Dean. Dejectedly the 
young agent admitted his lack of success. 
Mr. Dean merely laughed. 

“T put vou on this job to take a lick 


ing! You're not a real insurance agent 
until vou’ve been through this sort of 
thing,” he said. “You've got to be so 


confident of the worth of your product that 
you can take disappointment and failure 
and come right back for more. Now, get 
back on those boats and sell!” 

Finally Mr. Way found two willing 
prospects. The rest was easy. Within 
three weeks he had sold enough insurance 
to produce $2,000 in premiums. 

In 1889, while on a vacation trip home. 
Mr. Way was offered the newly created 
state agencv for Connecticut and Rhod 
Island by Major E. V. Preston. general 
manager of agencies. His headquarters 
was to be in the Travelers old home office 
building on Prospect Street. Somewhat 
regretfully, Mr. Wav accepted the posi- 
tion. ‘His reputation had been built in the 
Middle West. There he was well known 
and there he felt he would be most happv. 
However, he tackled his new duties with 
his customary vigor and had a highlv suc- 
cessful year. He was delighted, though, 
when in February, 1890, he was sent back 
to supersede his former colleague, Charles 
A. Dean, as state agent for Iowa and Ne- 
braska. This time he was to be located 
at Omaha, and there he remained until a 
vear later when the company gave him 
just about the toughest assignment it had. 
He was asked to be state agent for Mis- 
souri, Arkansas and Texas, with Iowa artd 
His new headquarters 
would be at St. Louis. 

It was during this latter period that he 





JOHN L. WAY 


awoke one morning in his berth on a 
Pullman car which had been carrying him 
through Texas, to find a bullet hole in the 
window shade. During the night the train 
had passed through a town in which some 
local youths, to amuse themselves, had shot 
at the lighted car windows. 

In April, 1903, Mr. Way was elected 
second vice-president of the Travelers and 
a director of the company. This promo- 
tion necessitated his return to Hartford 
where, nine years later, he was made vice- 
president. In 1913 he was promoted to 
the charter vice-presidency, in charge of all 
agency matters. 

Congress in 1917 passed an act to pro- 
vide liberal insurance at low cost for sol- 
diers and sailors. It was intended to ob- 
viate all future demands for pensions and 
was expected to attract immediate and 
widespread purchases by the men in the 
armed services. Instead, its initial recep- 
tion was most disappointing. 

One morning Vice-President Way of the 
Travelers received a telegram from Secre- 
tary of the Treasury McAdoo, inviting 
him to join other insurance company ex- 
ecutives in Washington the following day 
to discuss plans for promoting the insur- 
ance scheme. As a result of the meeting 
an Executive Committee of the Soldiers 
and Sailors Insurance Campaign Council 
was formed and Mr. Way was named its 
chairman. 

The executive committee promptly draft- 
ed Louis N. Denniston of West Hartford, 
then supervisor of the Travelers training 
school for agents, to be its secretary, 
permanently located at Washington, while 
Mr. Way and other members spent part 
of each week at the national capital as 
long as their services were needed. 

The campaign they organized and di- 
rected proved to be a huge success, result- 
ing in the sale of hundreds of millions of 
dollars worth of low-cost insurance to sol- 
diers and sailors. 

On July 1, 1924, Tohn L. Way retired 
from the vice-presidency of the Travelers, 
but still retains his position of director. 

cal ok x 


Personals 

The magazine Life in last issue ran a 
picture of Thomas E. Braniff, prominent 
Oklahoma City insurance man and pres- 
ident of Braniff Airlines, Mrs. Braniff 
and Thomas B. Wilson, also well-known 
in airplane field, while dining in a New 
York City restaurant. Mr. and Mrs. 
Braniff attended the casualty conven- 


tions in White Sulphur Springs last 
week. It was the first time she had 
gone there in sometime. 

Also at White Sulphur Springs dur- 


ing the casualty conventions were Wil- 
liam A. Earls, leading Cincinnati agent: 
his wife, and their son and daughter-in- 
law, Mr. and Mrs. Tom Earls.. Tom 
Earls is head of the marine insurance 
department of W. A. Earls agency 

It was the first White Sulphur con- 
vention which Mrs. William A. Earls 


has attended. She is daughter of late 


(Continued on Page 30) 
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Agents Elect Forshay and North 
At Closing Kansas City Session 


Former Vice-President Advanced to Presidency; North Was 
On Executive Committee; Liscomb and Scheufler Install 
Officers; Midyette Executive Committee Chairman 


R. W. Anita, Iowa, and David 
A. North, New Haven, Connecticut, make 
up the new official team to lead the Na- 
Agents. 
brought in by 

their election 


Forshay, 


tional Association of Insurance 
When their names were 


the nominating committee, 


was unanimous. Payne H. Midyette, 
Tallahassee, Fla., retiring president, au- 
tomatically under the Constitution, be- 
comes chairman of the executive com- 
mittee. 


The last official event of the meeting 
at Kansas City, October 13-16, was the 
ceremonial installing the new officers. 
conducted by 


The installation was : 
Charles F. Liscomb, Duluth, Minn., and 
Insurance Superintendent Edward L. 


Scheufler of Missouri administered the 
oath of office. Retiring President Mid- 
yette was presented with a gift in ap- 
preciation of his service to the associa- 
tion. 

Mr. Forshay’s advancement to the 
presidency from the vice-presidency had 
been freely predicted, and Mr. North’s 
election had been forecast. His was the 
longest term of service of any member 
of the executive committee. It had also 
been generally thought that, after terms 
of Sidney O. Smith, Gainesville, Ga., 
who now retires as chairman of the ex- 
ecutive committee, and Mr. Midyette, 
both Southerners, and the expected elec- 
tion of Mr. Forshay, a Middle-West- 
erner, it would be appropriate to team 
with him the New England member of 
the committee. 


“Micky” Forshay’s Career 


“Micky” Pap eg who has been elected 
president of the } Nationé 11 Association of 
Insurance Agents at its closing session 
on Thursday, is a small-town agent with 
a nation-wide perspective. 

He came up from the ranks in organi- 





Sidney Smith Statement 
On Branch Office Survey 


Kansas City, Oct. 15.—Sidney O. 
Smith, chairman of the executive com- 
mittee, today read to the convention a 
statement on branch offices to the effect 
that until the present survey on this 
problem is complete in every detail asso- 
insion action now would not serve to 
cure the evil or alleviate conditions. He 
requested patience until the executive 
committee is able to reach a final con- 
clusion. 

The executive committee statement 
said that the survey on the status and 
operations of production branch offices 
had brought data from over 90% of the 
more than 200 cities to which question- 
naires were distributed. Names of com- 
panies having production branch offices 
are given, also information on relation- 
ships between local board services and 
branch office actions. 

There is a certain lack of uniformity 
in the data being furnished, however, 
and the study cannot be hastily con- 
cluded. The work will be continued, Mr. 
Smith said, until the information at hand 
can be fully analyzed and definite re- 
sults obtained therefrom. 


entered the insurance 
business with his father in 1923, and 
by 1935 he was president of the Iowa 
association. He first entered the na- 
tional limelight in this capacity, when 
his growing conviction that the rural 
agents of the country were not receiv- 
ing the attention from the national or- 
ganization that they deserved, led him 
to plug for recognition of them. He knew 
from personal experience that the rural 
agent had problems of his own, differ- 
ing from all others, and that he could 
make a definite contribution to the or- 
ganization. 


zation work. He 


Rural Agents’ Chairman 


When the rural agents’ committee was 
organized, he was the obvious choice for 
the chairmanship. The next step was 
appointment to the executive committee 
in 1937, and last year he was elected 
vice-president. Since he gave up chair- 
manship of the rural agents’ committee 
the work he began has been carried on 








R. W. FORSHAY 


admirably by Alex H. Case, Marion, 
Kan. 

As a member of the executive commit- 
tee Mr. Forshay has served on some 
of the most important sub-committees 
for conference with company representa- 


tives. 


Attended Iowa State 
throughout the country as 
“Micky,” Mr. Forshay was born at Anita 
in 1903. He attended Iowa State Uni- 
versity but left college to joint his father, 
B. Forshay, in the Forshay Loan & 
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BIG BUSINESS 


Announcing a unique, original series of Little Books With Big 


Ideas. 


Pint-size sales aids with powerful business-building 


punch! Dramatized stories, colorfully illustrated! Just made 
available to Springfield Group Agents. Write for sample. 
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DAVID A. NORTH 
Insurance Agency, which was established 
in 1894, 

Mrs. Forshay is the former Wilm 
J. Murrow of Corydon, Ia. She is a 
graduate of the State University, where 
she was an Alpha Delta Phi. Mr 
Forshay might well be taken for Sonja 
Henie’s twin. The Forshays have one 
daughter, Alanna, ten years old. 


David A. North’s Career 


Mr. North, who is secretary and treas- 
urer of North’s Insurance Agency, New 
Haven, was chairman of the National 
Association’s accident prevention com- 
mittee and, in this work, made a spler- 
did reputation with his “Treating Dar- 
gerous Locations” project. 

He was selected a member of the 
executive committee in 1938. For the 
past two years he has served as chair 
man of the membership committee and 
as his report shows, has brought the 
membership to the highest point in its 
history. He is the first New Englander 
to occupy one of the association’s to 
posts since Edwin J. Cole, Fall River, 
Mass., was president. 

Mr. North was born in North Haver, 
Conn., in 1903. He attended the Nev 
Haven High School, Hotchkiss School 
and Yale. From 1924 to 1926 he was 
employed by the Hartford Fire. Since 
1926 he has been with North’s Insurance 
Agency, and in 1931 was appointed sec: 
retary and treasurer of that firm. 

He is a member of the executive com 
mittee of the Connecticut association 
and formerly was chairman of that a 
sociation’s accident and membership 
committees. He was also secretary 0! 
the New Haven Association of Insur- 
ance Agents for nine years and is now 
its president. 

Mr. North was married in 1925 and 
has two sons. He is an officer in Mason 
Lodge and active in Boy Scouts, having 
received the Silver Beaver award from 
that organization in 1935. He is the 
grandson of John C. North, an eatly 
member of the National Association ant 
former president (1903) and is the som 
of J. Richard North, who for many yeats 
was secretary of the Connecticut ass 
ciation. 


LATEST NEWS BY TELETYPE 

Kansas City, Oct. 13.—The New York 
Journal of Commerce has set up a tele 
type, U. S. and world news news servicé 
furnished by the United Press, in the 
lobby of the Municipal Auditorium 
where convention sessions are held. This 
is proving an attractive feature. 








Kansas City, Oct. 15.—Prize winners 
at today’s session included G. B. Bens¢! 
of West Palm Beach, Fla.; Joseph Bar- 
ker, Jr., of Omaha and George D. Will 
Jr., of St. Louis. 
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National Association of Insurance Agents at Kansas City 





Kansas City, Oct. 14—The National 
Council met this afternoon, with Execu- 
tive Committee Chairman R. W. For- 
shay in the chair. Many of the topics 
discussed were “off the record.” The 
council which has one representative 
from each state, is composed largely of 
yeterans in association affairs, 

In today’s meeting as official state del- 
egates were such past-presidents as Ken- 
neth H. Bair, Pennsylvania; Frank R. 
Bell, West Virginia; Edwin J. Cole, 
Massachusetts; William B. Calhoun, 
Wisconsin; Charles L. Gandy, Alabama, 
and Charlies S. Liscomb, Minnesota. 

Harold I. Callis of California, report- 
ing for the Western councillors, re- 
gional meeting yesterday, said the meet- 
ing had adopted a resolution requesting 
TH the executive committee of the National 
Association to ask fire insurance compa- 
nies to prepare and release an adequate 
and 





S established 


rmer Wilma f reporting form of use occupancy 
She isa insurance, for optional use where desired. 
rsity, where : F 

Phi. Mrs Classification of Agents 

bs ro Sonja New York State, through Russell M. 
ee la once L. Carson, brought up the subject of 
ieee: classification of agents. A_ resolution, 
Ege seconded by the far Western group, was 


offered and passed urging that the whole 
proposal for classifying agents, with dif- 
ferent scales of commissions, be studied 
by the National Association in connec- 
tion with its present work on the prob- 
lem of graduated commissions. Mr. Car- 
son said there was danger of implica- 
tion that agency status would be ac- 
corded to solicitors in the original clas- 
sification proposal as outlined at several 
state meetings this year by President 
Payne H. Midyette. Mr. Cole likewise 
said he did not want to see this proposal 
- Englander} interpreted so as to give any comfort 
iation’s top to the friends of branch offices. 

Fall River Mr. Bell inquired whether there was 
anything to report on the work of the 
committee dealing with gradation of 
commissions. George W. Carter of De- 


y and treas- 
gency, New 
he National 
sntion com: 
ude a splen- 
eating Dan- 


ber of. the 
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-d as chair- 
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yrought the 


point in its 


rth Haven, 
d the New 
<iss School 
26 he was 
‘ire. Since 
; Insurance 
ointed sec- 





Gives Formal Approval to 
Payroll Allotment Plan 


firm. . ? , , 

‘utive com- Kansas ( ity, Oct. 14—The executive 
cor f rout eae 

associates mmittee of the National Association 


this week gave formal approval to a 
plan for coruplete cooperation with the 
U.S. Treasury Department in installing 
the payroll allotment plan in agencies 
throughout the country for the sale of 
Defense Savings bonds and stamps. 
This is to be a voluntary movement on 
the part of agents who will, of course, 
he expected to lead the way by subscrib- 
ing themselves to defense bonds before 


of that as- 
nembership 
‘cretary 0! 
of Insur- 
ind is now 


1925 and 
-in Mason 
its, having 
ward frott 


He is the asking their employes to subscribe under 
an early} ‘he payroll allotment idea. 

sation at Re resolution proposes that the asso- 

‘s the son} ‘lation shall serve “by presenting to its 


entire membership the specific import- 
ance of the payroll allotment feature of 
the defense savings program and the 
need and desirability for the voluntary 


lany years 
icut asso 


ETYPE local agency adaptation and use of this 
New York feature, with a view toward the ultimate 
up a tele fF OMective of 100% of all employes in 
vs service, | 100% of all agencies adoption and _par- 
5S, in the ticipating. 
uditorium ne er eee 
held. This} HOLD UP COMMITTEE REPORT 
e. Kansas City, Oct. 13.—Ralph Howe, 
chairman, committee on modification of 
» winners Premiums and graded commissions, with 
B. Bense! all of his committee present with one 
seph Bar § °Xception, reported to the executive com- 
-—, Will f mittee which withheld the report pend- 


ing further negotiations. 





Forshay Conducts National Council 


troit, a member of the committee, said 
that much preparatory work has been 
done and when it is finished there will 
be no attempt to legislate a program 
without the approval, first, of the na- 
tional convention and, second, of every 
state association. ie 

Mr. Carter reviewed briefly the four- 
day meeting held some time ago in New 
York City with company men, brokers 
and agents. He said the producers 
should have the assistance of an actuary 
so that their conclusions, to be reached, 
could be held to be sound and equitable. 
“We are on our way to do constructive 
research work,” he concluded. 





First Woman on Program 
Scores a Convention Hit 





MRS. ELSIE B. MAYER 


Kansas City, Oct. 14—Elsie B. Mayer 
of Denver, Colo., president of the Na- 
tional Association of Insurance Women 
and first woman to appear upon a na- 


tional convention program, today ex- 
plained the purposes of the women’s 
group. Attractive looking and a good 


speaker, she registered a distinctly fav- 
orable impression. At the conclusion of 
her brief talk she was given a rising 
vote of accord. 

The national women’s association is 
growing rapidly and now includes thirty- 
six local clubs with a total membership 
of about 3,000 women in insurance, in- 
cluding those who run their own offices 
and those who serve as employes. The 
national body, Mrs. Mayer said, was or- 
ganized to provide self-education facili- 
ties so that women can keep abreast of 
the rapid changes in insurance. 

Women, she said, generally supply the 
necessary details of the daily routine. 
The facts they supply must be accurate 
for clients are impressed favorably or 
otherwise by their contacts with the 
people they meet in insurance offices. 
Women are willing to study, she stress- 
ed, for they are desirous of reaching 
positions of high responsibility in insur- 
ance. They want, just as do men, to 
succeed in their efforts. 





C. OF C. PRESIDENT’S GREETINGS 

Kansas City, Oct. 14—A telegram of 
ereetings was received from President 
Albert Hawkes of the United States 
Chamber of Commerce. This is the first 
time in the history of the National Asso- 
ciation that the U. S. Chamber has rec- 
ognized a convention of this association. 


Fine Setting for Convention 


Kansas City, Oct. 14—The Missouri 
agents’ association, the Kansas City local 
board and the local insurance companies 
of Kansas City have all combined to 
make this convention something big in 
local events. The board has direct charge 
of the convention and Raynolds Barnum 
is general chairman, with Harry M. Gam- 
brel vice-chairman and Louise Price sec- 
retary. Efficient committees have func- 
tioned well in carrying out the wide 
variety of responsibilities associated with 
a gathering of such magnitude as a na- 
tional convention. 

All sessions of the convention are be- 


ing held in the Municipal Auditorium, a 
modern convention hall of thirty-two 
units, affording a range of seating ca- 
pacity from twenty-five to 14,000. The 
building was.comnleted in 1936 at a cost 
of nearly $6,500,000. It is a beautiful 
building, inside and out, and the hand- 
some music hall, where the general ses- 
sions of this convention are held, is 
patterned after the Radio City Music 
Hall in New York City.. The hall here 
holds about 2,000 persons. .Fine uphol- 
stered seats are in sharp ‘contrast to the 


rather hard dining room or ‘ballroom 
chairs used by most hotels for conven- 
tions:. 


Only One Drawback 


There is only one drawback to the lux- 
ury of the music hall. Due to the fine 
trimmings, smoking is prohibited, which 
has brought a few complaints of minor 
nature. The press occupies the orchestra 
pit. 

The insurance interests of Kansas City 
carried advertisements covering a page 
and one-half in the Kansas City Star on 
Sunday, welcoming the convention here. 
Among the advertisers were the Insur- 
ance Agents Association of Kansas City, 
Kansas City Fire & Marine, Western 
Fire, Kansas City Life, Thos. McGee & 
Sons, Garrett, Inc., Altman, Singleton 
& Co., Postal Life & Casualty, Pyramid 
Life of Topeka, Employers Reinsurance 
Corp., American Automobile, Gambrell- 
Stubbs, and other local production firms. 


Fifth Meeting in Missouri 


This is the fifth annual convention 
held in Missouri and the second in Kan- 
sas City. The National Association’s sec- 
ond meeting was in St. Louis in 1897 
and other conventions in St. Louis were 
in 1904 and 1917. Kansas City secured 
the honor in 1925 at which meeting Cliff 
C. Jones, prominent agent of this city, 
was elected president. Mr. Jones is at- 
tending this convention and today is 
president of the agency here of R. B. 
Tones & Sons, Inc., and chairman of the 
board of the Kansas City Fire & Marine. 


Missouri Rate Case 


Kansas City has been the locale, too, 
of many of the hearings in recent years 
in the long-drawn-out Missouri fire in- 
surance rate controversy. Yesterday a 
news-ticker in the convention hall lobby 
carried the United States Supreme Court 
decision, just as the morning session 
ended, denying the petition of T. J. Pen- 
dergast, former political boss, and R. E. 
O'Malley, former insurance superintend- 
ent, for review of their conviction on 
charges of criminal contempt arising out 
of the rate cases. Fire company men 
here also read the Supreme Court’s de- 
nial of their petition for a review of the 
1940 court decree directing distribution 
of $10,000,000 impounded premiums to 
policyholders. 

Missouri agents have not much use 
for the country-wide jaunt of Attorney 
General McKittrick in search of evi- 
dence to find the fire companies guilty of 





| Past President—Host 








CLIFF C. JONES 
one or more standing charges. The 
agents don’t think McKittrick will ac- 


complish anything and think he is just 
wasting time and money. They are 
eager for an equitable solution of this 
troublesome problem and they hope that 
equity, rather than strict adherence to 
technical legal right, will ultimately be 
the basis for a permanent settlement. 


Large Number of Past Presidents 


Past presidents have turned out in 
record number for this meeting. They 
include George W. Markham, St. Louis; 
Frank R. Bell, Charleston, W. Va.; Cliff 
C. Jones, Kansas City; W. Eugene Har- 
rington, Atlanta, Ga.; Clyde B. Smith, 
Lansing, Mich.; William B. Calhoun, 
Milwaukee; Charles L. Gandy, Birming- 
ham, Ala.; Allan I. Wolff, Chicago; Ed- 
win J. Cole, Fall River, Mass. ; Kenneth 


H. Bair, Greensburg, Pa.; W. Owen 
Wilson, Richmond, Va.; Charles F. Lis- 
comb, Duluth, Minn.; William H. Menn, 
Los Angeles, and Sidney O. Smith, 
Gainesville, Ga. 

Mr. Markham is one of the charter 


members of the National Association, 
founded in 1896 at Chicago, and was the 
third president, being elected in 1900 and 
re-elected in 1901. He is 82 years old 
now, but appears hale and hearty and 
still vigorous of speech. The past presi- 
dents include every living past president 
elected since 1921 with the exception of 
Frank L. Gardner, Poughkeepsie, N. Y., 
and Thomas C. Moffatt, formerly of 
Newark, N. J., and now residing in 
California. 


ADVISORY COMMITTEE MEETS 





Kansas City, Oct. 14—William H. 
Menn, Los Angeles, immediate past 
president, presided over a well-atterided 


meeting of the National Association’s 
advisory committee meeting today. It is 
composed of the past presidents of the 
Association. 





ATLANTIC CITY IN 1943 

Kansas City, Oct. 14—Although no of- 
ficial decision is being made here on the 
annual convention two years from now, 
it is fully expected that the 1943 meeting 
will be held in Atlantic City. The New 
Jersey Association then will mark its 
fiftieth anniversary and has for over a 
year been seeking to be host again to a 
national gathering. 
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President Midyette Reviews 


National 
closed its forty-fifth 
year on August 31 it had established 
during the last twelve months. several 
new and all-time high records, according 
to President Payne H. Midyette when 
presenting the report of the administra- 
tion at the general session Tuesday 
morning of the annual convention in 
Kansas City. This report was signed 
also by Vice-President R. W. Forshay, 
Executive Committee Chairman Sidney 
©. Smith and General Counsel Walter 
H. Berinett. 

These new marks included, said Mr. 
Midyette, a new membership record; a 
record of the largest number of under- 
lying units—forty-seven state associa- 
tions, the District of Columbia and the 
Territory of Hawaii; a record for the 
establishment of the largest number of 
coextensive local boards; inauguration of 
a definite educational plan, and parti- 
cipation in a revitalized and rejuvenated 
Business Development Office. 

In reviewing developments since the 
midyear meeting of the association at 
Oakland, Calif., earlier this year, Presi- 
dent 0 arm touched upon a_ wide 
range of subjects including licensing 
laws and the casualty agreement, classi- 
fication of agents, conferences with com- 


When the 
Insurance Agents 


panies, equalization of Federal taxes, 
automobile finance business, insurance 
activities in Washington and_ branch 


othces. 
Incompetent Producers 

It is because of a heterogeneous mass 
of production methods that confusion 
and misunderstanding prevail in the in- 
stitution of property and casualty in- 
surance President Midyette declared 
when discussing licensing laws. The 
business is being misrepresented too 
often by those who seek business he 
said. 

“For some little 
dealing with the 


time we have been 
question of a proper 
and adequate agent’s licensing law,” he 
continued. “Because the laws of the 
states are so divergent an effort was 
made during the year to stabilize this 
situation by bringing forth an agree- 
ment with the Association of Casualty 
and Surety Executives. When it was 
made it was believed that the instru- 
ment would prevent the further enact- 
ment of restrictive laws. It has done 
just that. It is only a means to an end, 
the end being the preservation of an 
agency system in this country, presently 
compensated on a commission basis, 
without further impairment or ultimate 
destruction. 

“The present agency system is not an 
ideal one. In fact it is not even a satis- 
factory one. We witness today a mass 
of insurance agents both competent and 
incompetent; both independent in their 
operations and subservient to the com- 
pany as master; operating both on a 
basis of commission and a salary basis; 
men who observe all of the rules and 
regulations prescribed for the operation 
of the business and men who do not; 
men who are bound by common honesty 
and men who are not; men who respect 
and follow the ethics of the business 
and men who do not; men who know 
how to write, underwrite and service an 
insurance contract and men who do not. 


Classification of Agents 

“The president of your organization 
recently suggested that maybe some 
order could be established if there could 

brought about in this country some 
classification of agents which would 
represent knowledge, competency and 
ability to serve both the insurance com- 
panies and the insuring public. This 
suggestion took the form of on classi- 
fications and corresponding suggested 
compensation based on the same ide- 
olog F 


“Tt is a well-known fact that all agents 


Association of 


do not perform the same service. But 
in insurance, because it is operated 
today identically the same as it was one 
hundred and fifty years ago, there is 
same percentage of com- 
agent, be he qualified 


provided the 
pensation for an 


PAYNE H. MIDYETTE 


or unqualified, competent or incompe- 
tent, good or bad, trustworthy or other- 
wise. 

Conferences With Companies 


“During the year a number of con- 
ferences have been held between con- 
stituted committees of the National As- 
sociation and authorized representatives 
of insurance companies. We believe it 
fair to say that certain basic and funda- 
mental ideas with reference to the 
proper conduct and operation of the 
insurance business have been advanced 
by the association. 

“We are at times discouraged because 
of some intangible influence that seems 
to be at work producing what appears 
to us to be unnecessary and prolonged 
delay in reaching a solution. We are 
unable to understand why, when an idea 
or theory is advanced by the association 
that is conceded to be sound and even 
fundamental, that for some alleged prac- 
tical reason, company management can- 
not see its way clear to adopt such idea 
or theory. We realize full well the 
divergence of opinions and theories and 
even of interests of insurance companies, 
which divergence apparently leads to a 
stalemate. 

Loyalty of Companies and Agents 


“All men who are interested in pre- 
serving the property and casualty insur- 
ance business of the United States, on 
the sound American basis of reliable 
protection and competent service at an 
established price which contemplates the 
possibility of a modest profit, should 
realize the paramount importance of 
full and loyal cooperation on the part 
of company management on the one 
hand, and the producers of insurance 
premiums on the other. 

“Recently, your president had occa- 
sion to point out that the support that 
organized stock companies have had 
from organized agents is unparalleled 
in any other business; and pleaded for 
the same degree of loyalty from the 
companies in preserving unimpaired that 
part of the agency system which is truly 
representative of insurance, in order that 
those who are competent and qualified 
may not be discouraged in maintaining 
the integrity of the business they rep- 
resent.” 
move to establish 


Discussing the 





Problems of Agents 


equalization of Federal taxes between 
stock insurance companies and mutual 
carriers, President Midyette said that 
tax burdens should be spread equally in 
insurance as well as in other businesses. 
But in the latest tax bill equality of 
taxes on insurance companies has not 
been recognized. It is reported that the 
Secretary of the Treasury will move 
shortly for an amendment to the new 
tax law to equalize the tax burden. 


Activities in Washington 


Turning to insurance activities in 
Washington, Mr. Midyette continued: 

“It was to be expected that the tre- 
mendously increased tempo of the de- 
fense program would throw out of 
alignment some of the staid and uniform 
insurance operations. We believe the 
Federal Government. is entitled to re- 
ceive all of the help and cooperation 
from the insurance industry that it is 
possible to extend. Both companies and 
agents have already indicated their 
agreement with such a procedure and 
have tried to be genuinely helpful in 
the emergency. 

“We still hold to the belief heretofore 
announced that the easiest and best way 
to contribute to the necessities of the 
government insurance-wise, would be to 
open in the capital city an all-industry 
office, in which both companies and 
agents would be represented, for the 
purpose of affording instant and reliable 
information upon every insurance ques- 
tion that could arise in any department 
of the government. While the fire in- 
surance industry is now represented 
there with a substantial” engineering 
service, while the casualty companies 
have an office there, and while the 
agents maintain modest representation, 
it would apnear that the coordination of 
these forces would convey to the Gov- 
ernment departments the definite con- 
viction that the whole institution of in- 
surance is united and anxious to render 
a complete and acceptable service. 


Automobile Finance Business 


“For several years we have been 
troubled with the automobile financing 
companies moving into the insurance 
business. Lately it appears that the 
Commercial Investment Trust and the 
Commercial Credit Corporation have ex- 
tended their activities beyond the con- 
fines of automobile insurance. They 
are advertising the issuing of bail bonds 
and personal accident insurance with 
each car financed. 

“These insurance deals are consum- 
mated at the time of the sale and, ob- 
viously, by the dealer who sells the car. 
Where that dealer is not licensed as an 
insurance agent it seems to be a clear 
violation of the law. The past claim that 
such dealers, because they are co-owner 
of the car on a conditional sales con- 
tract and hence need no license to ob- 
tain automobile insurance, cannot apply 
where they are dealing in personal in- 
surance having no relation to the car 
itself. 

“Notwithstanding that company or- 
ganizations have rules against the ap- 
pointment of automobile dealers and 
garage proprietors as insurance agents 
the practice of these side-line operators 
not only prevails, but is increasing. 
The accelerated movement has recently 
broken out on the Pacific Coast, where 
a mammoth financial institution there 
located appears to be driving toward this 
business. Last month the distinguished 
Insurance Commissioner of Minnesota 
is reported to have refused to license 


225 automobile dealers as __ insurance 
agents in his state. Evidently he has 
the sincere conviction that the operation 
of the insurance business ought to he 
confined to those who know something 
about it and who possess some element 
of qualification in its administration, 


Astonishing Revelation 


“Now comes the astounding revelation 
from the Insurance Commissioner oj 
California that his campaign against 
automobile dealers as insurance agents, 
has resulted in over one million dollars 
taken in phony insurance charges from 
purchasers of automobiles on time- ~pay- 
ment plans, being refunded to California 
citizens, and that ultimately, between 
three and four million dollars will thus 
be returned to car purchasers in that 
state. 

“The Commissioner drafts a stinging 
indictment against these overcharges 
hidden in time-payment plans made by 
certain automobile firms. He sets forth 
in some detail how these operations 
were conducted in order to mulet the 
citizens by these overcharges of insur- 
ance in their automobile contracts. Un- 
less this unrighteous thing is stopped in 
this country the automobile insurance 
business will be riding for a pretty 
heavy fall 

Branch Offices 

“At our mid-year meeting in Oakland 
during a forum discussion on the Ameri- 
can Agency System versus the produc- 
tion branch office system it was revealed 
that the administration was engaged in 
a survey of the country, seeking to de- 
termine the operating status of this pro- 
duction branch office system. At the 
conclusion of the discussion, the con- 
vention voted that upon completion of 
the survey, and when the administration 
is in possession of sufficient information 
to warrant the step, the officers and 
executive committee, in their study of 
this important question, query all stock 
companies, asking them to state their 
position and future policy with respect 
to the operation of production branch 
offices as in contrast to the American 
Agency System of production and pub- 
lic service. 

“This survey has now been completed. 
There is pending before the executive 
committee a compilation thereof, indi- 
cating the various methods of operation 
of production branch offices and _ the 
relation of these offices to the agency 
system. 


National Defense Program 


“The National Association during the 
year has attempted to keep in step with 
the national defense program, not alone 
because it is a patriotic duty so to do, 
but for a much greater reason. Self- 
preservation, the first law of nature, 
compels, national unity when trouble is 
abroad in the world. 

“The institution of insurance some- 
what resembles a giant investment trust 
because it is composed entirely of money 
transactions. Correspondingly, the finan- 
cial nerve center of the United States 
Government is the Treasury Depatt- 
ment. If the Congress of the United 
States shall ever give serious considera 
tion to the supervision or control of the 
insurance business it will be through 
the Treasury Department. So, any di- 
rect contact of any branch of the i 
surance business with the financial cen 
ter of the Federal Government woul 
seem to be an advantage both to the 
Government and the institution of im 


surance, 
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Stop-Watching Your Business is 
Theme for: Production Session 


Kansas City, Oct. 


13.—Practical production problems were 


analyzed by a 


group of competent speakers at the opening general session this morning of the 


forty-sixth annual convention of. the 


National 


Association of Insurance Agents. 


The Business Development Office took ayer, after introductory remarks and greet- 


ings, and presented its 
The specific theme was 


Allan: I. 


as attern for’ Progress, 
“Stop-Watching Your Business.” 


Wolff of Chicago, past president of the National 


a Program’ for Sales Efficiency.” 


Associatic yn and 


present chairman of the association’s advisory council to the B.D.O., acted as pre- 


siding officer. 


and then presented Milton W. Mays, director of the B.D.O., 
five speakers developing various phases of the pattern for production. 
Priest of Wichita, Kan., 
Francis W. Potter, agency supervisor of the Aetna C. & 
assistant director of the B.D.O., and Carroll C. 
agent of Oklahoma City. 


speakers included Frank T. 
Atlanta, Ga., local agents; 
>.; Fred W. Westervelt, Jr., 


life insurance general 


He spoke very briefly on the worth of a business production program 


who introduced the 
These 
and W. Eugene Harrington of 


Day, 


Before introducing the speakers Mr. Mays explained to the several hundred 
agents at the session that the impression the public gets about insurance is the 


result of contacts with agents. 

or sloppy and inefficient,” he said. 
aid agents to improve 
routine. 


Leading off the B.D.O. program, Fred 
W. Weéstervelt, ire director, 
talked on “Start?” Watching Your Busi- 
He took a'typical agency apart “to 
see what makes it’ tick,” and outlined the 
duties of each department head. He be- 
the man responsible 


assistant 


ness 


gan with the head, 
for administration. 

“Here,” said, “must originate the plans 
of operation must be main- 
tained that control to keep 
those plans alive. The executive depart- 
ment must-.correlate all other depart- 
and see that each functions’ prop- 


and here 


necessary 


ments, 
erly in relation to the agency as a whole. 
Here, too, must be maintained the all- 
important time-control. In déur bysiness, 
time is money and Sine j ggnnot be 
wasted.” 

Racer Westervelt took yh Gack. item of 

gency operation and sajef:. 


Sales Degurtment 


“The sales department.is the most im- 
portant in your organization, for with- 
out sales you have nowbusiness. It is 
the sales department’s lgty to establish 
and follow a definite merchandising plan. 
Planned selling. eliminates wasted calls 
and wasted time. Each tminute*of the 
insurance producer’s time is worth mon- 
ey, and when his selling time-4s planned 
in advance, and this plan is cdttied out, 
there can be no lost motion. * 

“Prospecting; of course, is concentrat- 
ed here. A- prospect is not merely a 
name which has been put on your list, 
but is a name about»which certain in- 
formation has ‘been gathered.. Any per- 
son is a suspect for instratice,..but ‘the 
suspect becomes a pospect only after 
you know his need for insufance, if he 
can pay for it after he buys it, and 
whether he will become a desitable cus- 

efit 7 AE 


Pty 


Asks Agentito 


If agents will beliege Fall ax 
selves and in insutancé sands sreally go 
to work in. selling infurttnce 4grdtection, 
then they neéd#*not fear threats to the 
Frank T. 
agency of 

declared 

for Pro- 
duction” A former member of 
the National Association’s executive 
committee, Mr. Priest said that to him 
the American agent of yesterday is a 
symbol of strength and protection. So 
it is the job of agents now to “make of 


\merican Agency System, 

Wichita, Kan., 
Priest, 
when addressing the “Pattern 


Priest of the 


Dulaney, Johnston & 


session. 


“ f 


“They appraise us as we are modern and efficient 

The purpose of the production program was to 
their sales methods and likewise their office management 
He then introduced the speakers whose talks are reviewed on this page. 


salesman does not 
but he does 


tomer. The good 
waste his time on suspects, 
use a live prospect file. 
Service Department 
is another important depart- 
organization chart, the 
Here is concentrat- 
ed those routine duties by which the 
agency maintains its normal contacts 
with its customers. It is here that the 
opportunity is afforded to demonstrate 
to the client that you have earned the 
commission dollar which he has paid you. 
“A loss, properly handled, means a 
satisfied customer, and a recommenda- 
tion to others of your agency service. 
The assistance you give at the time of 
the loss, or when an accident has oc- 
curred, does more to create good will 
for you than any other one service you 
can render. 
“Here, too, 


“There 
ment on our 
service department. 


attention must be given 
rating matters. The prestige of your 
office always suffers when a_ possible 
rate reduction is found, which reduction 
should have been granted at some pre- 
vious time. Of course, in the mean- 
time, you have left the account wide 
open to competition so long as that re- 
duction was not granted.’ 

Measuring Efficiency 

going through each item of 
organization and agency man- 
Mr. Westervelt said in con- 


After 
agency 
agement, 
clusion: 

“When you have incorporated each of 
these departments into your own busi- 
ness, you have established a means of 
measuring your efficiency. You can stop- 
watch each day’s work and know that 
each minute of each working hour is 
put,into productive use. 

‘It is only through the organization 
of your agency along these lines that 
you render your policyholder a brand 
of service that is equal in quality to 
the quality of the capital stock indem- 
nity you are selling.” 


Believe in Selves 


ourselves and the agency system a real 
institution and to preserve our inheri- 
tance. By so doing we guarantee the 
ability of the agent of the future.” 
Stating that many insurance men and 
others argue that the American Agency 
System is “on trial” the speaker ad- 
mitted that such was the case but it 
meant nothing wrong because such is 
true with every person every day. 
“When an agent steps into his office in 
the morning, when he calls on a pros- 
pect, when he services an assured, he 
is on trial,” Mr. Priest continued. 
Must Overcome Inefficiency 
“Our path as an agent would be much 
easier if all of the agents in our com- 





| Presiding Officer —B.D.O. Director 








Moffett-Russell 
WOLFF 


ALLAN J. 


munity were good agents, if when they 
talked with clients they knew what they 


talking about and left nothing in 


were 
the minds of the clients which should 
be corrected. Even selfishly the good 


agent who knows his business thorough- 
ly can only be assured of surviving if 
there are enough good agents to handle 
efficiently the great insurance business 
of this country. Whether we realize it 
or not, every inefficient and underedu- 
cated agent in this country is a reflec- 
tion on the great army of capable men 
and women who are the vast majority 
in our agency ranks. 

“Now is the time for us to build good 
will for ourselves and to stress the 
quality of our service. Now is the time, 
too, for the companies to assist the 
agents, and they are doing just that 
through educational facilities and in 
various other ways. This helps to put 
us into a position where we can demon- 
strate that our service is a valuable 
asset to the assured and well worth the 
difference in cost between our product 





MILTON W. MAYS 


and that of the cooperatives and cut- 
raters. Unquestionably the agent who 
does a good job is worth his hire. The 
agent who does not do a good job 
should be educated to the point where 
he will do a good job, or get out. 

“We are doing a fair job, but I don't 
believe a lot of us are selling insurance 
half as well as we know how, however, 
I can hardly believe that we are on the 
verge of losing our business as it might 
seem to some. If the American Agency 
System should be superseded by some 
other method of production, then it is 
questionable how many commissioned 
insurance agents can continue. And if 
some other system is developed that will 
produce safe and sound insurance and 
furnish service more economically to the 
insurance buying public, then we are in 
danger of losing our business. We must 
keep abreast of the times, we must do 
our share, and more than our share; we 
must have team-work. Then we need 
have no fear of this ‘trial’—The Amer- 
ican Agency System is and will be just 
what we make it.” 


Harrington on the Value of Time 


“Agency Clock Work” was the topic 
nresented by W. Eugene Harrington of 
Spratlin, Harrington & Thomas, Atlanta, 
Ga., before the pattern for production 
session Monday morning. Mr.. Harring- 
ton, who is a past-president of the Na- 
tional Association, emphasized twelve 
points, which are as follows: 

1. Time is the capital—the working 
machinery of the insurance -businéss. Its 
effective use frequently is the difference 
between success and failure. 

2. Time must be reduced to the terms 
of dollars if a sound appraisal of its use 
is to be made. Uncontrollable increase 
in expenses together with steadily, lower- 
ing rate levels make it imperative that 
an agent produce in one hour the equiva- 
lent of several hours of a few years ago. 

3. Using our own agency for example, 
each working hour costs us $30.24, ex- 
cluding executives’ salaries. This equals 
fifty cents a minute. 

Running to Capacity 

4. The dream of every manufacturer 
is to have every machine running to ca- 
pacity during every working hour. An 
insurance agent, by proper planning and 
administration, can do this very thing. 

5. If you carry out the following sug- 
gestions, you will eliminate some of the 
“time-cheaters” in your office: 

A. Discourage producers from inter- 


rupting the clerical force to ask 
questions they themselves should 
know. 


B. Reduce to a minimum the social 
conversations going on in the of- 
fice. 

C. All producers should be provided 
with proper manuals and sales ma- 
terial so that they can develop 
their own information. 


D. Instruct those answering the tele- 
phone to switch calls immediately 
to the next logical person when 
the person called is out of the 
office. 

Avoid Duplication 

E. “Have all producers secure: full in- 
formation regarding a transaction 
to avoid duplication of effort im 
having to call back to complete 
the information required. 

I?. Answer correspondence as prompt 
ly as possible. Letters remaining 
on your desk for days divert your 
attention each time you see them. 

6. At a salary of $5,000 a year, each 

working hour is worth $2.60. You ‘would 
not pay $2.60 for a ninety-cent article, 
but that is what you do when you spet 
time on details which could be handle 
by a clerk whose hourly salary would be 
about ninety cents. 

Systematize your office oper: ation to 
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take advantage of short cuts provided 
hy modern machines, etc. 

'g. Keep your customer fully informed 
regarding the insurance he has in your 
ofice. If he has a detailed record, it 
will save many telephone calls asking for 
information. 
“Time-Cheater” 

9. An outstanding “time - cheater” — 
slow-pay customer. Make a careful an- 
alysis of the time spent in attempting to 
collect from chronically delinquent cus- 
tomers and drop those immediately upon 
whom you spend an unprofitable amount 
of time. 

10. If you are to spend $15 in time 
calling on a prospect, surely you should 


spend a few dollars in time in thorough 
preparation for the interview. 

11. The rapid change in underwriting 
procedure, policy forms, ete. places a 
burden upon the time and energy of the 
present-day agent. This is, however, an 
excellent opportunity to discuss addi- 
tional lines with the customer. 

12. Even by employing far more than 
forty hours a week, you still need to plan 
each hour. Remember your best cus- 
tomers are successful men. They will 
think less of you as an insurance agent 
if you take more of their time than 
is absolutely necessary for your inter- 
view. Know what you are going to say; 
say it; get out. 


Potter’s Tips on Salesmanship 


One of the most stimulating talks on 

the “Pattern for Production” program, 
October 13, was delivered by Francis 
W. Potter, field supervisor, Aetna Casu- 
alty & Surety, in his sure-fire, vigorous 
manner. Featuring Sales Fundamentals, 
Mr. Potter said at the outset that ten 
years of recruiting men for the insur- 
ance business, training them in the 
Aetna’s sales training school, and then 
keeping track of 2,000 of them in the 
field has convinced him of this fact: 
Every one is a natural born salesman 
and can succeed in the insurance busi- 
nesn if he will but use a few basic 
principles. 

Highspotted, these principles are: Be 
optimistic and enthusiastic; know all 
about your prospect and his needs be- 
fore the interview; value his time and 
yours and get down to business; create 
interest at the very start of the inter- 
view and hold that interest by knowing 
your contract; sell the gadgets—there 
are some perfect ones that go with every 
insurance policy. 


Mr. Potter handed out a lot of helpful 
sales information in developing these 
principles and stressed that any agent 
who has the will, determination and 
ambition can succeed even with obsta- 
cles in his way and seeming lack of 


natural talent. Some of his sales phi- 
losophy as revealed during the address 
follows: 


Be An Optimist 


“Principle No. 1—Be an optimist. Op- 
timism generates enthusiasm and if you 
are enthusiastic about what you have to 
sell, it often spreads to your prospect. 
Feel good inside and look cheerful out- 
side—smile ! 

“If you have a full reservoir of good, 
constructive news—figures and _ state- 
ments, it is surprising how easy it is to 
keep your prospect from getting in a 
negative state of mind and unresponsive 
to your sales presentation. 

“Always feel proud of your profession 


and also the place that insurance plays 
today in the economic welfare of this 
nation. Remember, the public of this 
country paid over $4,500,000,000 in insur- 
ance premiums during 1940 and will ex- 
ceed this figure considerably in 1941. 
No other business can exceed this figure 
in sales volume. 
Get Down To Business 

“Principle No. 2—Get down to busi- 
ness. If you are to make fifteen sales 
interviews a day and to avoid argument 
and getting your prospect in a wrong 
state of mind, one of the quickest ways 
to avoid such a condition is to get down 
to business. 

“If you are going to sell any contract, 
practice getting your presentation down 
to ten or twelve minutes. I make it a 
rule to make the longest sales presenta- 
ion not over twelve minutes as that is 
about as long as most business men will 
concentrate and usually interruptions 
will start coming if you haven’t made 
your close by that time. 

Preapproach Half the Sale 

“Principle No. 3—Pre-approach is still 
half the sale. I have seen so many 
good prospects ruined by lack of proper 
pre-approach and found so many sales 
made easy when the proper information 
was secured in advance of the interview. 
Once I worked with an agent on ‘com- 
bination residence’—a policy giving com- 
plete protection on a man’s home. He 
simply had fifteen names on the back 
of an envelope and that was all he fig- 
ured he needed to start the day’s work.” 

Mr. Potter let him handle the first 
interview which was a flop because the 
agent did not have advance information 
on his prospect’s needs. The agent was 
discouraged. Mr. Potter suggested: 
“Let’s find some definite information on 
the next prospect and see how it goes.” 
Here’s what was developed without much 
effort: 

The prospect played golf, went hunt- 
ing and fishing had several beautiful 

(Continued on Page 45) 





“Sales Track” to Closing a Sale 


General sales ideas which are success- 
ful in the life insurance field and can 
be applied equally well to the sale of 
fire and casualty lines were presented 
at the “Pattern for Production” session 
by Carroll C. Day of C. C. Day and 
Associates, Oklahoma City, general 
agents for the Pacific Mutual Life. He 
said there are just three things difficult 
to learn in selling and outside of those 
three fields the process of salesmanship 
1S really mechanical. The three things 
ae observation, interpretation and de- 
Cision, 

The first of these is the capacity to 
€ alive and conscious of reactions and 
Situations encountered, Mr. Day said. 
on 1s capacity to interpret the 

‘ of a point and the courage 
fo stop and ask about it. The third is 


the courage to make a decision on what 
to do about a matter and then do it. 
Six Points of a Sale 

Mr. Day said his study shows there 
is a “sales track” to closing a sale and 
his follows this course: 

“1. The approach. Much confusion 
seems to exist in interpreting the mean- 
ing of this word. It implies no physical 
meeting in salesmanship, as any sales- 
man can approach a person physically. 
It means simply the approach to an open- 
minded consideration of a subject—the 
right of the salesman to talk ‘with’ and 
not ‘at’ a prospect. 

“2. Qualification. Early in the inter- 
view, if it has not been done before the 
approach, the salesman can qualify the 
buyer as to his need, his sense of re- 
sponsibility to that need, and his capa- 
city to buy. 

“3. Identification of the buyer’s prob- 
lem. So many salesmen seem to think 
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Councillors in E. U. A. Field Seek 


To Increase Their Effectiveness 


Kansas City, Oct. 13.—National coun- 
cillors from states in the Eastern Un- 
derwriters Association territory dis- 
cussed today at their regional confer- 
ence ways in which they, as a group, 
can be of more effective assistance to 
the agents in their states and also to 
the National Association. Under the 
chairmanship of Russell M. L. Carson of 
Glens Falls, N. Y., past-president of the 
New York Association, the meeting de- 
voted the major part of its time to the 
long-standing and heavily debated ques- 
tion of the proper functions of the na- 
tional council and its members within 
the framework of the National Asso- 
ciation. 

As the national council will meet as 
a whole tomorrow (Tuesday) to discuss 
and possibly act on the same general 
problem, the Eastern group took no 
definite action other than to vote that 
Chairman Carson call another meeting 
of the Easterners after tomorrow’s gen- 
eral session. 

Over 35 At Meeting 

Seven councillors from the thirteen 
EUA states attended today’s meeting, 
plus about thirty other Eastern agents. 
David A. North, New Haven, Conn., 
member of the national executive com- 


mittee, said the national officers were 
giving much thought to increasing the 
effectiveness and efficiency of the na- 
tional council as an advisory body, it 
being admitted that it could not be given 
legislative powers under the national 
constitution. Mr. Carson suggested that 
the council might be given more policy- 
making powers, such as taking the place 
of the resolutions committee and pos- 
sibly handling some duties now per- 
formed by other committees or groups. 

Edwin J. Cole of Fall River, Mass., 
past national president, stated that the 
EUA councillors should be able to co- 
ordinate insurance problems which affect 
any one or more states in the field. He 
suggested that state associations get to- 
gether on their difficulties, for mutual 
support, rather than go singly to com- 
pany organizations for relief. With 
thirteen state associations appearing be- 
fore a company group “we could get 
somewhere,” he declared. 

Another past national president, Ken- 
neth H. Bair, Greensburg, Pa., dwelt 
upon the unusual difficulties faced by 
the Eastern group because of the numer- 
ous fire rating associations in the EUA 
territory. In the Middle West and 
South, he observed, the agents’ group 
deal with only one or two rating bodies, 
and thus it is easier to get support from 

(Continued on Page 31) 





that they should occupy the center of 
the stage in the sales demonstration. 
The situation must be reversed; let the 
buyer be ‘Caesar’ in the sales drama. 
Build the sale around the buyer’s prob- 
lem and identify it to him. 

“4. Fix the identification problem on 
the prospect. Make the buyer the cen- 
tral character and steer his imagination 
to the point where he actually is the 
central figure. 

Solution to the Problem 

“5. Offer the solution to the fixed 
problem. If the problem is fixed prop- 
erly, the almost uniform reaction is, 
‘Well, if that’s so, what’s the answer... 
what can I do about it?’ This is the 
time, and the first time, that the sales- 
man should offer his specific merchan- 
dise as the one best answer to the prob- 
lem. The question of competition has 


been kept out because the salesman 
should not compete with competitors. 
This works to his advantage because his 
merchandise has therefore been pre- 
sented as a specific solution to a specific 
problem which the salesman has magni- 
fied and not as a very general problem 
of which the prospect has been con- 
scious and for which other very general 
merchandise has been offered in solution. 

“6. The close. Here is where most 
salesmen fail, isn’t it? I have been with 
both young and old salesmen who were 
much more afraid of the close than was 
the prospect. I asked myself this ques- 
tion years ago and my notes proved to 
me that I didn’t close the deal because 
I was afraid that I wasn’t ready to close. 
Now, I know that I am ready to close 
the deal because I follow this sales 
track.” 
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Bennett Keynotes V-Plan Campaign 
As Constructive, Enduring Crusade 


Kansas City, Oct. 14—A four point 
project based on “dynamic program, con- 
structive plan, vital aid and unified ap- 
proach” was proposed: by General Coun- 
sel Walter H. Bennett in his keynote 
address, V-Plan for Insurance, delivered 
this morning before the annual conven- 
tion of the National Association of In- 
surance Agents. 

Mr. Bennett’s conception of the plan 
is that it is to be a “constuective and 
continuing crusade” for the benefit of 
the industry itself and the American 
Agency System, the public welfare and 
the national defense program. He in- 
vited all insurance interests to partici- 
pate in the V-Plan. Speaking in his 
customary dynamic fashion, Mr. Bennett 
was greeted by an ovation at the close 
of his address. 

Quotes Cliff C. Jones 

At the beginning of his speech Mr. 
Bennett recalled that the association last 
met in Kansas City sixteen years ago, 
and that on that occasion, Cliff C. Jones, 
president of R. B. Jones & Son, spoke 
as chairman of the executive committee 
(he was elected president at that con- 
vention) as follows: 

“We believe that the progress of the 
National Association is sane and sure. 
We believe its principles are wise and 
wholesome. We believe that the prac- 
tice of its tenets is necessary for the 
preservation of the present agency sys- 
tem. We believe that system necessary 
for the continued prosperity of Ameri- 
can business. 

“As loyal Americans and reasonable 
business men who believe in principles 
that are right and practices that are 
stable, we propose to use our utmost en- 
deavor to see that the American Agency 
System is not destroyed by and through 
the selfish interests of those who prefer 
expediency to principle or profit to right- 
eous business practices.” . 

Mr. Bennett said that in the past six- 
teen years, about the only things that 
have held stable and constant are the 
principles and practices announced by 
Mr. Jones. Troubled world conditions to- 
day, he said, find a parallel in the insur- 
ance business. 

Federal Government’s Viewpoint 

“In seeking to understand the view- 
point of the Federal Government in our 
business,” he continued, “our attention 
should be excited by the result of the 
SEC investigation of life insurance, 
which closed with the warning that the 
property and casualty business may lend 
itself to a similar exploration. If men 
in Washington should march further and 
swiftly down the path of their recent 
excursions, it will be a tragic thing if 
the business is found not coordinated, 
not integrated and not prepared to meet 
a crisis that is always present in any 
kind of a suggested drastic change.” 

Mr. Bennett said the Association stands 
as a stabilizing business influence, but 
that so standing is not enough; its tra- 
dition of supporting right principles and 
opposing bad practices is not sufficient. 
Leadership of today must find other and 
advanced positions to occupy for the fu- 
ture, he said, “Hence the theme of this 
convention: V-Plan for Insurance.” 

Explaining his conception of the plan 
as a constructive and continuing cam- 
paign, Mr. Bennett said: 

Builder of a Campaign 

“A continuing effort is the first thing 
that occurs to the builder of a campaign. 
I cite a statement recently made to me 
by Elmo Roper, nationally famous mar- 
keting consultant and public opinion ex- 
pert, the director of the Fortune surveys 


which have commanded so much atten- 
tion. Mr. Roper said to me, with per- 
mission to quote him as follows: 

“Any industry which does not con- 
struct and effectuate a continuing pro- 
gram for its own betterment and im- 
provement can hardly expect in 
these times not to have someone else do 
those things for it—whether it be the 
increasing pressure of public opinion or 
the power of Governmental control and 
supervision, reflecting the power of that 
public opinion. It seems to me that ne- 
cessity is absolute.’ 

“Then the program must be a cru- 
sade. The word is a most acceptable 
one because its present application origi- 
nated with the crusaders, who were 
Christians in the eleventh and twelfth 
centuries, undertaking expeditions to 
recover the Holy Land from the Mos- 
lems. The word also means any reme- 
dial enterprise undertaken with zeal and 
enthusiasm. The word is ordinarily ap- 
plicable to movements for the institution 
of righteousness and for the preserva- 
tion of that which is best for the public 
welfare. It seems to me that’s a desira- 
ble adventure on our part. 

Analysis of the Plan 

“Now, when we get to a further anal- 
ysis of the plan, 1t is revealed that it is a 
program; it is a plan; it is an aid; and 
it is an approach. Each of those words 
being a noun qualified by a preceding 
adjective; namely, dynamic program, 
constructive plan, vital aid, and unified 
approach. 

“The design is to produce a program 
which will invite the attention and coop- 
eration of all interests in the business 
which are willing to support that which 
is worth-while in the American Agency 
System. Companies, agents, brokers, 
solicitors, business insurance managers, 
boards, bureaus, associations, state in- 
surance departments, and like persons 
and organizations, can join in a coordi- 
nated movement of uncommon purpose 
and design which will produce amazing 
results. 

“Tf such a program embraces a dy- 
namic, all-out effort for that which is 
good for the industry, if it is in the 
public interest and. for the general wel- 
fare, if it is for the preservation of all 
that is best in the American Agency 
System, it becomes a program which 
everyone connected with the business 
should endorse and support. 

Is Non-Controversial 

“Tt is so non-controversial in its ob- 
jectives, that all right-thinking persons 
can subscribe to it, provided they desire 
to see the insurance business .in this 
country conducted on the right plane 
and in accordance with the laws of the 
land and recognized ethical practices. 
Then, we want it to be a constructive 
plan in the interest of the public. 

“We have often said that the whole 
institution of insurance solely exists in 
the public interest; that agents and com- 
panies alike must do those things which 
properly serve the interest of the public; 
that whenever the business fails in its 
public duty, then it fails as a construc- 
tive influence. Again, a constructive plan 
in the interest of the public cannot be 
objected to by any friend of the insur- 
ance business no matter in what capacity 
he operates. 

National Defense Aid 

“The next point is that such a plan is 
a vital aid to national defense. That 
seems to be a thought that is so appro- 
priate at this time that it must meet uni- 
versal approval. It has been often said 
that insurance is so vital to national 
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defense that the national defense pro- 
gram could not proceed without the pro- 
tecting arm of insurance. Security is 
the most valuable possession of human- 
kind today. Security When It’s Needed 
Most—National Defense and Insurance, 
might well be a rallying call to magnify 
this. business of insurance and_ really 
make it the wonder and admiration of 
the world. 

“Next comes the thought of a unified 
approach to efficiency and service. Again 
any plan which can provide a_ unified 
approach to two elements in the busi- 
ness so important as efficiency and ser- 
vice, would appear to be a strong de- 
scription of a necessary movement in the 
business today. Then, in a way, it ties 
into our Buffalo theme a year ago of 
Full Efficiency for ’41, and is the culmi- 
nation of that full efficiency effort. 

Coordinated and Integrated 


“The next step in the plan is to get 
these ideas coordinated and integrated. 
So there is set down the coordination 
and integration factor. Under this can 
be included any number of non-contro- 
versial movements, such as business de- 
velopment, agency management, educa- 
tion, visual selling, public opinion, speak- 
ers’ bureau, buyers’ clinic, local radio 
broadcasting, motion pictures and a 
large number of other movements that 
can be undertaken by agents alone, by 
agents and civic authorities, by agents 
and companies or by any other instru- 
mentality having for its object and pur- 
pose the betterment of the business. 

“Every movement to be one which can 
be approved and supported by everyone 
in the business because they are all non- 
controversial. The object is to project 
a considerable number of subjects which 
lend themselves to coordination and in- 
tegration. Just a little study of these 
will indicate what the V-Plan for in- 
surance means to the agents of the na- 
tion as well as the insurance companies 
and, above all, to the best interests of 
the insuring public. 

Duplication of Effort 

“Let me briefly illustrate what I mean 
by a coordination and integration factor. 
In our business there is a_ sizeable 
amount of duplication of effort, carrying 
with it excessive expenses. I mean not 
to refer to the actuarial, engineering or 
rate-making instrumentalities, but rather 
to movements designed to accelerate 


production and service. This is usually 
the work of an agency superintendent 
or an advertising department. ; 

“A large volume of printed matter is 
constantly flowing from the companies 
to the agents. Good and valuable as jt 
is, there is created a situation where 
agents generally have not taken full ad. 
vantage of this service because of the 
plethora of this material. There is no 
attempt here to fix responsibility ex. 
cept to say that this field of activity 
would appear to lend itself to coordina- 
tion, thus supplying that which is needed 
and helpful without duplication.” 

Saying that insurance can get no rec- 
ognition from the public so long as “the 
public mystery of insurance remains as 
an enveloping fog obscuring all that js 
fine and noble about it,” Mr. Bennett 
spoke under the subtitle, “A New Moyve- 
ment,” as follows: 

For Members to Enjoy 

“For twenty years I have been trying 
to discover an operation, or a program 
which would be available to that part of 
the American Agency System which js 
worthy and well qualified and which js 
so signally represented in the member- 
ship of this association—something the 
members could enjoy and utilize which 
was not available to every person sim- 
ply because he was able to obtain a li- 
cense from an insurance department to 
represent, or misrepresent, the business 
of insurance. While any program de- 
signed for the common welfare and the 
betterment of the business as a whole 
must of necessity redound to the advan- 
tage of all those in it, nevertheless this 
Program is particularly devised to help 
those who think enough of the business 
to associate themselves together in a 
common movement for the general wel- 
fare of the institution of property and 
casualty insurance, : 

Company-Producer Relationship 

“A movement such as this is bound 
to produce an effective and compelling 
company-agency relationship. You have 
heard it stated that perhaps at. times 
and under certain circumstances these 
relationships have been strained. I can 
think of nothing so genuinely impelling 
to a fine, outstanding company-producer 
relationship as a program such as this. 
_ “In presenting this movement to the 
industry and inviting the cooperation and 
support of all those who desire to see its 
interest advanced, and who desire to 
liave protected everything about it that 
should be preserved, we express a firm 
conviction amounting to a moral cer- 
tainty that there is now present an op- 
portunity for a forward movement tran- 
scending any ever heretofore undertaken. 

The entire enterprise covered by the 
V-Plan for insurance has been con- 
ceived, is being developed and must be 
carried out with the definite objective 
of a movement in the interest of that 
which is best in the business, the per- 
petuity of the American Agency System 
and, above all, in the interest of the 
public welfare. 

Cannot Stand Still 

_“Even if it be conceded that the Na- 
tional Association is a constructive force 
in the business, resulting in increase 
benefits to the members and to the in- 
stitution of property and casualty in- 
surance throughout the United States, it 
must nevertheless be realized that an 
organization such as ours, composed as 
it is of such a large proportion of the 
production forces of the nation, cannot 
stand still but must be constantly striv- 
ing for betterment, increased opportun- 
ity for service and diligence and eff- 

(Continued on Page 37) 
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Gambrell to Secretaries, Managers 


Eric C. Gambrell, Dallas, president of 
the Texas Association of Insurance 
Agents and former president of the 
Dallas association, called the trade asso- 
ciation secretary or manager the “spark 
plug” of state and local insurance asso- 
cations, speaking to the trade associa- 
tion executives at their annual dinner, 
October 13. 

“If any secretary here does not realize 
his importance in the American Agency 
System,” he said, “he either has an in- 
jeriority complex or his association made 
4 mistake in electing him.” 

“Prom personal experience,” 
“[ want to confirm what has been said 
many times in many ways; it has been 
said so many times that it is a truism: 
‘the fire and casualty insurance business 
enjoys a good health in those states 
which have the best state and local asso- 
cations. Whenever our forty-eight 
states, each and everyone, realize that 
fact, we will have stronger assoc ati ns, 
better secretaries, and the secretacies 
will be paid what they are worth.” 


In Close Touch 


he said, 


Mr. Gambrell, whose organization 
work has brought him into intimate 
touch with Secretaries D. G. Foreman 
of the Texas Association, and Alphonso 
Johnson of the Dallas Association, as 
well as the secretaries of the other 
boards in Texas, which is noted for the 
quality of its association executive off- 
cers, said: 

“The efficient secretary must have the 
qualities of the traffic cop who can hand 
out a ticket and receive a sincere smile 
from the law violator. He must have the 
ability possessed by a certain banker 
in our town who can refuse you a loan 
and still make you like him. He must 
be stern, but with diplomacy and he 
must always, at all times and under all 
conditions, be a gentleman and a scholar. 

“Kindly remember that I said that no 
one person possessed all these things, 
but if you are short in some, make up 
that loss by being extra strong in other 
good qualities. In fact, I don’t know 
of any good trait or any special ability 
that is not most helpful to the insurance 
association secretary. 

Fade from Picture 

“But this he must be, and if he isn’t, 
he will soon fade out of the picture. 
The secretary must be automatic and a 
self-starter, and yet must be self-dis- 
ciplined. He must be a past master in 
teamwork for the constructive work of 
the present day world is being done by 
groups.” 

He said that the secretaries in_Texas 
feel they have a profession, belong to 
the Texas Trade Association Executives, 
and some of them attend the national 
organization meetings. “They are doing 
their utmost,” he said, “to professionalize 
their jobs.” He suggested that instead 
of holding only a dinner meeting in 
connection with the annual and mid-year 
conventions, the secretaries should have 
a half-day “crowded with information 
and inspiration and round table discus- 
sions of problems,” 

The secretary who wants to profes- 
sionalize his job must do it for himself,” 
he said, adding: “Along that line, I do 
not think it fair for a state or local 
association to employe its secretary ona 
year-to-year basis. The security of a 
contract over a period of years would 
certainly be given a good secretary. It’s 
Just good business to have it that way.” 
Value of Association 

He said he never did appreciate the 
Value of a good secretary until he was 
President of the Texas association and 
Some legislative matters came up while 
Secretary Foreman was away, and it fell 
be his lot to call the committee together, 
80 before the legislature, attend to all 


details which the efficient secretary 
ordinarily does for his organization, 
“The secretary,” he continued, “should 
be interested in as many individual 
members of his association as is pos- 
sible; he must rejoice with them in their 
triumphs, and grieve with them in their 
sorrows. Competition in the insurance 


business is strong and the temptation 
to cut square corners and chisel just a 
\ member who is guilty of 


bit is great. 
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violating the insurance laws or violating 
a clause of the association’s constitution 
and by-laws is none the less guilty 
because he is a friend of the secretary’s. 

“It is also a part of the secretary’s 
job to create and preserve the right re- 
lations between employer, employe, in- 
surance companies, the government, and 
the public. The association and the 
association executive who forgets the 
public are on the way out. When we 
fail to serve the public, we fail to serve 
our association and its members.” 

In conclusion, Mr. Gambrell said: 

“In my associations with the insurance 


secretaries, I have found them to be 
highly trained individuals who have the 
time, inclination, training, and ability to 
be economic authorities and to be suc- 
cessful executives that can have the 
policies of the associations promptly 
executed. The good secretary no longer 
thinks of his association as a purely 
social organization and he does not fol- 
low along in the ruts of former activity 
or continue an uninterrupted course void 
of new ideas and is unafraid to venture 
into the exploration of new fields. He 
is really the spark plug of the asso- 
ciation.” 











. +. and it can be very costly to any 
business when a skillful forger selects 
it as his next victim for “easy” money— 
But a business can protect itself against 


all such forgery losses. 





For years the United States Guarantee 


Company has been protecting America’s 
leading corporations against losses due 
to forgery, under bonds designed to fit 


the requirements of American business. 
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Sullivan Views V-Plan for Insurance 
From the Buyers’ Angle 


Oct. 15.—W. # 
insurance manager, Loose Wiles Biscuit 


Kansas City, 


Co., speaking at the general session of 
Association this 
Buyer Looks at the 


the National morning 
on “The Insurance 
V-Plan for Insurance, spoke with candor 
on the viewpoint of the big buyer in con- 
nection with the insurance agents and 
insurance companies. 
He said he felt a 


property 


responsibility to 
“the multitude of owners and 
industrialists whose knowledge of insur- 
ance is extremely limited, and conse- 
quently who are at the mercy of insur- 
ance agents in their respective territory. 

“When I 


surance agent I do not do so critically, 
but merely to emphasize how wholly de- 


say at the mercy of the in- 


pendent upon the insurance agent is the 
small buyer and to remind you, 
sary, that your responsibility 
infinitely greater than to me and those 
similarly situated.” 

No Blanket Criticism 

Saying that nothing could be gained 
by indulging in personalities or blanket 
Mr. Sullivan continued: 

“Il am not who holds to the 
thought that the American Agency Sys- 
tem is an economic waste or that the 
system has served its purpose, and there- 
By and large, 


if neces- 
him is 


criticism, 
one 


fore should be abolished. 
they American Agency can be 
rightly proud of its past performances 


System 


and I believe even your most severe 


critics will admit that through your ef- 
forts and organization the institution of 
insurance has been built to a size and 
effectiveness over a period of time which 
cannot. be equaled in any other country 
of the world.” 

He said his only criticism of the 
V-Plan for insurance is that it is at least 
ten years past due. 

“Industry,” he said, “has already 
recognized control of losses as one 
means of reducing insurance cost but in 
this we are not convinced that all ex- 
perience rating formulae adequately re- 
ward our efforts. Many feel that more 
lines of insurance are eligible for -such 
treatment. 


Taking Out Mystery 


“In recent years and since the buyers 
have been attempting to take the mystery 
out of insurance we have talked a great 
deal about better protection. By better 
protection we mean more complete cov- 
erage for our own immediate needs and 
in companies whose ability to pay need 
cause us no great concern. 

“Probably others have told you that 
the degree of cooperation in accomplish- 
ing our ends in this direction has been 
very disappointing. There seems to be 
no end to the number of obstacles which 
have been thrown in the way of sim- 
plified coverage, streamlined policies, and 
tailor-made forms so that the insurance 
on all properties throughout the United 
States is on a similar basis. 

“We have found that what is perfectly 
legal and in fact a common practice in 
one state is a violation of some rule or 
regulation in an adjoining state. The 
provisional form for covering stock and 
supplies or fluctuating values is per- 
fectly legal on one risk in one juris- 


\. Sullivan, diction, but you must have two locations 


in another jurisdiction. 
Clause Is Acceptable 

“A clause describing the property to 
be insured may be entirely acceptable to 
the underwriters and used _ generally 
throughout the country but we invari- 
ably find some state that will not ap- 
prove the form. 

“We decide to insure values outside of 
any building as a general practice and 
in one state, the rate applicable to the 
highest rated building in a group of 
buildings and is used in another state 
the average rate for the entire group 
of buildings and in still another state 
it is the rate charged for the adjoining 
or nearest structure. 

“One of those three methods is doubt- 
less fair and equitable, but surely if two 
states or a dozen states approve the 
writing of the insurance at the average 
rate, they must have some reasonable 
basis behind their approval and the same 
principal should be available in. other 
Sintes ..:.. 

Simplified Form Agitation 

Most of the agitation for simplified 
forms and those extending broader cov- 
erage has had its origin in buyer organi- 
zations, but as yet the goal has not been 
accomplished and we ean never really 
obtain an all-risk policy as long as we 
have the sharp distinction between the 
three classes of underwriters. 

“Part of these restrictions are imposed 


by law but a substantial burden of re- 
sponsibility on this score rests with you 
gentlemen because of the voluntary 
jurisdictional walls created by your own 
trade organizations. 

“Tt is recognized that there were some 
reasonably strong points for limiting the 
charter of an insurance company to the 
writing of specified perils, but it seems 
that the time has come when _ those 
charters should be amended to allow 
more flexibility and leeway so that the 
buyer can be furnished exactly what he 
needs. 

British Operations 


“It may first appear to be a little 
unsound to make such broad statements; 
however, in England, companies have no 
such limitations and most of us feel 
that British insurance operations have 
been successfully managed and the num- 
ber of failures has been very few. 

“We could talk from now till Christ- 
mas on the subject of service, and only 
scratch the surface. It is the feeling of 
many that service has been grossly over- 
played and far too often has been limited 
to lip service or expensive service organ- 
izations that did not produce the de- 
sired results for the buyer. I sincerely 
trust that your ‘V-Plan for Insurance’ 
includes a rather thorough overhauling 
of this each of the business for I 
feel satisfied in my own mind that a 
great deal more can be accomplished for 
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W. A. SULLIVAN 


considerably less money than is being 
spent in this connection today. 
Education and Thinking 

“T am of the opinion that before a 
really outstanding service organization 
can be developed you must embark on 
a sound educational program and here 
we must make a very clear distinction 
between education and training. 

“Service should not be limited to the 
particular policyholder and will be most 
valuable if it is studied in the light of 
insurance as a public institution. It is 
axiomatic that whatever is soundly good 
for the buying public is equally good for 
the insurance companies and the agents 
representing those companies, and con- 
versely, any rule, regulation or restric- 
tion that handicaps the buyer is going 
to aggravate the present situation. 

“IT cannot refrain from mentioning 
countersigning fees as to me this is one 
of the obstacles which has _ interfered 
seriously with the relationship between 
buyers, agents and their companies. It 
adds to the cost of the protection, only 
rarely does it improve the service to 
the policyholder, but be that as it may, 
the buyer should have a right to name 
the agent or broker that is to receive a 
part of his premium dollar. 

May Be Expedient 

“Occasionally it may be expedient to 
use a local agent and if so I doubt if 
any buyer objects to his peter or 
fee, but whether there were any argu- 
ments at all in favor or against the 
idea, the dictatorial principle does not 
make for pleasant relationships. 

“In this same category I would place 
definitions which all too often are in- 
tended only to maintain high premiums 
and high acquisitional costs. Almost at 
the head of this list would be the so- 
called fictitious fleets. In my humble 
opinion many of these definitions are 
based on unsound basic principles and 4 
lot of pure assumption and I know of 
no case where any bureau, any insurance 
department or any other division of the 
insurance business has invited the buyer 
to sit in on the negotiations to present 
his side for consideration.” 





General Agents on Hand 

Kansas City, Oct. 13—The American 
Association of Insurance General Agents 
executive committee is here and holding 
a meeting at the Hotel Phillips. This 
follows an established custom of severa 
years of meeting during National Asso 
ciation conventions. 

The general agents’ official staff is 
represented by President George E. 
mondson, Tampa, Fla.; Secretary Her 
bert Cobb Stebbins, Denv er, and Exect 
tive Committeemen S. Lewis Johnee 
Charleston, S. C., chairman; Stuart 
Scruggs, Dallas, and Fred R. Lanagat 
Denver. Many other members of the 
organization are likewise at the conver 
tion. 
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Comprehensive Educational Program for 


Local Groups Offered by National Ass'n 


Kansas City, Oct. 15—A_ nationwide, 
wordinated program of education for 
agents prepared by the National Asso- 
ciation of Insurance Agents and carried 
uit by local study groups, was presented 


today by George W. 
educational divi- 
This long range 


he convention 
cott, director of the 
sion of the association. 
program, he said, if approved and 
adopted, will provide the opportunity 
for every affiliated state association to 
merge its present educational activities 
into national, comprehensive pro- 
gram. 
There is 
cording to 


one 


every reason to believe, ac- 
Mr. Scott, that the National 
\ssociation itself can undertake a suc- 
| adult educational project on be- 
half of its members and the fire, casualty 
and surety branches of the insurance 
business which they represent. In order 
that educational facilities may be ex- 
tended to the greatest number it is 
recommended that local study groups be 
established in every community where 
a minimum of perhaps fifteen students 
voluntarily agree to participate for the 
duration of the courses. 
Preparation for More Advanced Study 
This program may prove to be, in 
addition to a practical program for the 
rank and file of members, an adequate 
vehicle of preparation for that portion 
of the comprehensive examinations deal- 
ing with technical insurance subjects 
contemplated for applicants of the pro- 
fessional podentadias to be awarded by 
the proposed American College of Prop- 


cesstu 


erty and Casualty Insurance, said Mr. 
Scott. This latter undertaking has as 
its goal the creation in the property 


and casualty branches of the business of 
a collegiate form of insurance education 
modeled after the Chartered Life Under- 


writer (CLU) movement in the life 
field. 

Turning to details of the educational 
program, to be carried out locally with 
general direction from the National As- 


sociation Mr. Scott continued: 

“In less populated areas these study 
groups can be established at some cen- 
tral point, like a county seat, where the 
required minimum number of enrollees 
will agree to assemble for classes. These 
study groups can then select one night 


during the week when it will be con- 
venient for them. Each week there- 
after the class will resume educational 
work on the particular night agreed 
upon. The class may be in session two 
hours on this same night each week, 


and perhaps the period of time selected 
will be from 7.00 P.M. until 9.00 P.M. 
The particular night of the week and 
the number of hours to be devoted to 
each class session, however, are both 
matters for local decision. 

National Ass’n to Provide Outlines 

“The lecturers or instructors for these 
local study groups should handle their 
assignments more as discussion leaders 
than lecturers. The National Associa- 
tion will provide full outlines covering 
each assignment and the _ discussion 
leader will follow the outline as a guide, 
but he will be free to develop his sub- 
ject in his own words except that he 
will be controlled as to the scope of the 
subject matter to be discussed. The 
outlines will be uniform as to each 
state, but will be modified or changed 
where necessary to fit conditions as 
they exist in different states. The class 
will be encouraged to ask questions at 
any time, for no discussion leader will 
be allowed to spend his entire time 
reading a prepared paper. 

“Under the discussion method there 
should be ample opportunity for the ex- 
perienced agent and agency employe to 


obtain answers to more complicated 
types of questions and for the less ex- 
perienced agent and agency employe to 
obtain answers to less complicated but 
equally practical questions they will 
want to ask. It is conceivable that some 
questions will be asked during these 
discussion periods that cannot be readily 
answered. In such cases the educational 
division of the National Association will 
be prepared to submit them to compe- 


tent authorities for adequate answers. 
Full Discussion 

“The outline, furthermore, will be 
designed to bring out a full discussion 
on the ‘what it is’ phase, and to a more 
limited extent, the ‘to whom it should be 
sold, and why’ phase of the specific 
insurance policy or policy contracts 
under discussion. Part of the standard 


equipment of the discussion leader, as 
well as the class, will be sample policies 
and rate manuals applicable to the cov- 
erages being studied. 

“In short, the technique used by the 
discussion leader will be based upon a 
practical approach that will hold the 
sustained interest of practical insur- 
ance agents and agency employes. Each 
coverage as it is discussed in turn will 
be handled on a case history basis, so 


that, for example, instead of talking 
about a products liability policy in the 
abstract it will be analyzed just as 


though it is being explained and sold to 
a typical assured, such as the owner of 


any well-known restaurant in the com- 
munity. 

“These discussion leaders will come 
from the ranks of experienced local 


agents in the community and from com- 
petent state and special agents servicing 
that area,” Mr. Scott explained. “Ex- 
perienced and competent adjusters will 
also be used, where available, and occa- 
sionally home office specialists may be 
able to fit into these local study group 
class schedules, providing they happen 
to be in the vicinity at the right time. 
100 Hours of Attendance 

“The program itself will begin with 
integrated unit courses embracing a 
total of 100 hours of required classroom 
attendance. Under this set-up there 
will be a unit of sixteen hours devoted 
to fire and allied lines. Another eight 
hours will be designated as the inland 
marine unit. Some sixteen hours will 
be devoted to the unit on automobile 


insurance, including both fire and cas- 
ualty lines. Another unit of twenty 
hours will be devoted to an intensive 
study of business, professional and per- 


sonal liability lines, including workmen’s 
compensation and employers’ liability. 
Eight hours will be allocated to the unit 
on burglary, theft and robbery lines, 
whereas a separate unit of eight hours 
will be devoted to fidelity and surety 
lines. Four hours will be devoted to 
steam boiler and machinery insurance, 
and two hours each to accident and 
health insurance and plate glass _in- 
surance. 

“The remaining sixteen hours of the 
original 100 hours will be devoted to 
such subjects as agency management, 
premium financing, advertising and pub- 


lic relations, survey selling and state 
insurance laws. 
“A certificate will be awarded by 


the National Association of Insurance 
Agents to all students who satisfactorily 


complete this full 100-hour course of 
study. 
“Local study groups that desire to 


cover the entire 100-hour course in one 
school year would be able to do so upon 
some such basis as two-hour classes 
twice a week for a period of twenty-five 
weeks from October or November 


through April or May. Another alterna- 
tive would be two-hour classes one night 
a week for a period of twenty- five weeks 
—a total of fifty hours. This schedule 
would require two school years for full 
completion. Regardless of the time 
spent in completing the course (whether 
it be six months, one year or even four 
years), the basic requirement will always 
be the same—the completion of the re- 
quired 100 hours of study. Local option 
will determine the time to be spent in 
reaching the objective. 
Examinations 

“In order to maintain high standards 
with respect to the entire program and 
to guarantee that the certificates to be 
awarded by the National Association 
shall be on an earned basis, it 1s recom- 
mended that a system of examinations 
be used that actually tests the knowledge 
of students before credit is granted to 
them for the unit courses on fire and 
allied lines, etc.. as each one in turn is 
completed. Questions of the so-called 
problem or case history types are con- 
templated—the kind the answers to 
which cannot be guessed or memorized. 


Examinations of this comprehensive 
type would occur only at the end of 
“ach unit course of study. An average 


grade of perhaps 70% would be required 
on comprehensive examinations, and a 
stated number of allowable absences 
from classes would be additional re- 
quirements for certificate awards. 

“Tt is to be noted that the recom- 
mended initial program of 100 hours 
may also be conveniently and instantly 
adapted to the needs of already estab- 
lished forms of educational procedure. 
While it is earnestly believed that the 
program itself will produce the greatest 
good for the largest number under the 
local study group plan, it is logical to 
conclude that with but slight modifica- 
tion the program requirements can be 
likewise met under short course school, 
forum, extension, one-day meeting and 
other plans of procedure now in use. 
Here again local or state-wide prefer- 
ence will be the determining factor in 
selecting the particular medium or 
mediums used to attain the 100-hour 
objective. 

Additional Courses 

“Upon completion of the first 100- 
hour course, it is proposed that another 
course of an additional 100 hours be 
developed as an extension of our edu- 


cational program. A third and more 
advanced course of another 100 hours 
could be made available at a future 


date if a need and demand for it exists. 
In this second course there would be 
more opportunity for flexibility and the 
introduction of elective courses to meet 
the specialized needs of each state. To 
illustrate, the Middle West would be 
interested in farm insurance, whereas 
certain seaboard cities might be par- 
ticularly interested in ocean marine in- 
surance. The second course would be 
designed to meet these specialized and 
localized needs, but essentially it would 
be made up of new units that would be 


an extension and continuation of the 
various fire, casualty and surety units 
offered during the first 100-hour 
course. In other words, we would pick 


up where we leave off and continue the 
educational process in the second course. 


“Naturally, a new certificate would be 
awarded by the National Association to 
those who satisfactorily complete the 


second course. 

“As a further extension of the edu- 
cational program, but without certifi- 
cate requirements or rewards, it is sug- 
gested that consideration be given to the 
creation of post-graduate or seminar 





GEORGE W. SCOTT 


types of activity for agency heads and 
experienced senior agency employes. 
Tuition Fees 
“It is to be noted that the major 
share of operating costs of the educa- 
tional division of the National Associa- 
tion have up to this point been under- 


written by the National Board of Fire 
Underwriters and the Association of 
Casualty & Surety Executives. While 


the company organizations have offered 
to make financial contributions during 
the initial development stages of the 
program, they contend it should even- 
tually become as nearly self-supporting 
as possible. 

“As a step in that direction, therefore, 
it is proposed that a fee of at least 10¢ 
per hour per student be collected by the 
National Association. In this manner 
only those registrants who actually par- 
ticipate in the program will incur this 
charge, and even for these enrollees it 
will be on a pay-as-you-go basis. It is 
reasonable to assume that other local 
charges will be incurred which will 
bring the total registration fee for such 
a course up to some higher figure based 
solely on local conditions. 

Warns Against Hasty Action 

“It is to be recognized that a com- 
prehensive educational program as out- 
linéd in this report will necessarily be 
suhject to constant modification and 
improvement as the plan itself is tried 
and tested by actual experience. In so 
far as the local study group plan is con- 
cerned, one of the quickest ways 10 
defeat what we are trying to do is to 
have hundreds of these groups organized 


this Fall and Winter before the ma- 
chinery is set up properly to service 
them. A much wiser course to pursue 


during the first year of operation would 
be to encourage individual state asso- 
ciation units to experiment with, say; 
four local study group classes: one i 
a large city, one in a medium size city, 
one ina small city or town and one in 
a rural area where enrollees from dif 
ferent towns gather at one central point, 

“A year from now there should be 4 
much better opportunity to extend the 
educational program to all sections in 
each of these states, for valuable ex: 
perience will have been gained in pet 
fecting a a project of this magnitude. It 
is not the type of program to be rushed, 
for it does not lend itself to blitzkrieg 
methods.” 
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Executive Committee in Session 


Kansas City, Oct. 13—Among numer- 
ous subjects dwelt upon since the first 
last the 
committee was a complete analytical dis- 
cussion of the amended agreement be- 
tween the Home Owners’ Loan Corpora- 
tion and the Stock Company Association. 
Reports were given by the various com- 
mitteemen as to the acceptance and oper- 
ation of the new agreement in their 
states or territories. 

With the view toward further and in- 
creased cooperation on the part of the 
agents throughout the country with the 
terms of the amended agreement the 


meeting Friday of executive 





HOBBS ON FEDERAL CONTROL 

Kansas City, Oct. 15—Insurance must 
meet successfully the challenge of Fed- 
eral supervision of the business if that 
type of control is to be avoided, Insur- 
ance Commissioner Charles F. Hobbs of 
Kansas declared to the convention today. 
As president of the National Association 
of Insurance Commissioners he express- 
ed the viewpoint that commissioners, in- 
surance companies and producers all 
oppose bitterly Federal supervision. 

“The public is best served by state 
insurance regulation,” Mr. Hobbs stress- 
ed. “But if Federal control should come 
about it can be laid at the door of the 
companies, the agents and commission- 
ers because of lack of courage to see 
that laws are not violated. 

“We have been challenged. Compa- 
nies and agents must be honest, fair 
and equitable and the commissioners 
must boldly meet all issues. Otherwise 
there will be Federal supervision.” 

Commissioner Hobbs also reviewed 
briefly the accomplishments of the com- 
missioners’ association in achieving uni- 
formity of insurance legislation. He ex- 
pressed confidence insurance will meet 
all demands made upon it by national 
defense, and pledge the cooperation of 
the commissioners to this program. 





12 Representatives from 


New Jersey Association 

Kansas City, Oct. 13.—The New Jersey 
Association, which won the attendance 
cup at the Buffalo convention last year 
with a delegation of twenty-four mem- 
bers, will probably not repeat here, but 
with twelve members it is a strong con- 
tender for the total mileage cup being 
presented by the California Association. 
California used to grab off the mileage 
trophy each year, so now has withdrawn 
from the competition and is offering 
a cup of its own for the other states to 
fight for. 

The New Jersey delegation includes 
the following: Alfred Christie, Bergen- 
field, president; Herbert L. Brooks, 
Newark, national councillor; C. Stanley 
Stults, Hightstown, chairman of the 
national finance committee; Arthur L. 
Zimmerman, Charles W._ Bollinger, 
Leonard Fuchs, Horace Freestone and 
William T. Ashby, all from Newark; 
Charles Frankenbach, Westfield; Alfred 
C. Sinn, Clifton; Charles Unger, Jersey 
City, and Frank R. Zelley, Trenton. 


Says Big Bill 


(Continued from Page 17) 


Thomas E. Gallagher, for years most 
popular fire insurance manager in the 
West and an unusually witty speaker, 


and sister of Vincent Gallagher, as- 
sistant United States manager of the 
Pearl Assurance. All of her sons are 


in the insurance business, John as well 
as Tom, being with her husband’s agen- 
cy, while William T.—twin of Tom—was 
recently appointed general agent of the 
Connecticut Mutual in Cincinnati. Mr. 
and Mrs. William A. Earls, who live in 
a red brick house 75 years old in Cin- 
cinnati, have eleven grandchildren. 


executive committee went on record ask 
ing that the Stock Company Association 
so arrange that the agent function in 
every possible manner, particularly in 
the adjustment of losses. 

All the officers and members of the 
executive committee arrived in Kansas 
City during the early part of last week 
and executive committee sessions were 
held Friday, Saturday and Sunday, prior 


to the opening of the convention. 
Further meetings will be held during 
this week until the convention closes 


Thursday afternoon. 

The executive committee consists of 
President Payne H. Midyette, Talla- 
hassee, Fla.; Vice-President R. W. For- 
shay, Anita, Iowa; Chairman Sidney O. 
Smith, Gainesville, Ga.; Wade Fetzer, 
Jr., Chicago; Lorren W. Garlichs, St. 
Joseph, Mo.; George W. Haerle, Port- 
land, Ore.; Fred A. Moreton, Salt Lake 


City, Utah; David A. North, New 
Haven, Conn.; Thomas G. Redden, 
Greensboro, N. C.; Terrell Woosley, 


Lake Charles, La., 
Tell City, Ind. 


and Chris Zoercher, 


Secretaries Choose Hildebrand 


Kansas City, Oct. 13-—Waldo ©. Hil 
Michigan 
association, was elected chairman of the 
state 


session which continued until near mid- 
night as problems were discussed, 
Eric C. Gambrell, president, Texas 
association, was principal speaker, His 
talk is reviewed in this issue, i 
The failure of capital stock companies 
and their bureaus always to take the 
local agent into the picture and their 
failure to properly appeal to Prospective 
insurance buyers in their paid advertise. 
ments were criticized kindly but firmly 
Cases were cited where local banker 
and other business men were contacted 
by company organizations when local 
agents should have been considered. 


debrand, secretary - manager, 


paid secretary and managers of 
and local associations at the annual din- 
ner in the Muehlebach Hotel tonight. 
Mrs. Lillian L. Herring, secretary of 
the Illinois association, was chosen sec- 
retary and the former secretary, Alfonso 
Johnson of the Dallas association, was 
made public relations director and was 
asked to continue his bulletin service. 
More than fifty secretaries attended the 





WOLFF HAS VISIT FROM SON 

Allan I. Wolff of Chicago, past-presi- 
dent of the National Association, had a 
surprise visit from his son Sunday morn- 
ing. While he was eating breakfast in 
the Hotel Muehlebach his son, Private 
Hugh Wolff, stationed at Fort Leaven- 
worth near here, walked in and sat down 
with him, 


THREE FROM NATIONAL BOARD 
Kansas City, Oct. 13.—F. Schuyler 
Dauwalter, assistant general manager: 
Harry K. Schauffler, head of the public 
relations department, and John \ 
Francis, also of the public relations de- 
partment, are here from the National 
Board of Fire Underwriters in New 
York. 











UNITED STATE 


whi 


Aetna Insurance Co., Hartford, Conn. 
Agricultural Insurance Co., Watertown, 


Boston Insurance Co., Boston, Mass. 

Camden Fire Insurance Association, Car 
Fidelity & Guaranty Fire Corporation, 
Hartford Fire Insurance Co., Hartford, 
Insurance Company of North America, 
National Union Fire Insurance Co., Pit 


Aetna Casualty and Surety Co., Hartfor 
American Surety Company, 
Century Indemnity Co., Hartford, 
Hartford Accident & 
Maryland Casualty Co., 


Conn. 


Saltimore, Md. 


ASS 


Alliance Insurance Co. of Philadelphia, 
Anchor Insurance Company, Providence, 
Atlantic Fire Insurance Co., 
3irmingham Fire Insurance Co. 
Central States Fire Insurance Co., Wict 
Charter Oak Fire Insurance Co., 
Citizens Insurance Co. of New Jersey, J 


Empire State Insurance Co., Watertown, 
Equitable Fire & Marine Insurance Co., 
Granite State Fire Insurance Co., Ports 
Mercury Insurance Co., St. Paul, Minn. 


United States Casualty Company, 


WE TAKE PLEASURE IN ANNOUNCING THAT EFFECTIVE JANUARY 1, 1942 


CAMDEN FIRE INSURANCE ASSOCIATION 


NEW HAMPSHIRE FIRE INSURANCE COMPANY 


GRANITE STATE FIRE INSURANCE COMPANY 


Automobile Insurance Co., Hartford, Conn. 


New York, N. Y 


Indemnity Co., Hartford, Conn. 
af 


Raleigh, N. 
of Pittsburgh, 
Central Insurance Co. of Baltimore, Baltimore, Md. 
Hartford, Conn. 


Connecticut Fire Insurance Co., Hartford, Conn. 


ASSOCIATE CASUALTY 


New York, 


CAMDEN, N. J. 


MANCHESTER, N. H. 


will become Members and the 





PORTSMOUTH, N. H. 


will become an Associate Company of the 


S AIRCRAFT INSURANCE GROUP 


ch will then be composed of the following companies: 


FIRE MEMBERS “wer 
New Hampshire Fire Insurance Co., Manchester, N. H. 
North River Insurance Co., New York, N. Y. 
Phoenix Insurance Co., Hartford, Conn. 
Providence Washington Insurance Co., Providence, R. I. 


Si 








nden, N. J. St. Paul Fire & Marine Insurance Co., St. Paul, Minn. 
Baltimore, Md. Springfield Fire & Marine Insurance Co., Hartford, Conn. 
Conn. Travelers Fire Insurance Co., Hartford, Conn. 
Philadelphia, Pa. United States Fire Insurance Co., New York, N. Y. 


tsburgh, Pa. Westchester Fire Insurance Co., New York, N. ¥ 


CASUALTY MEMBERS 


Massachusetts Bonding & Insurance Company, 
New Amsterdam Casualty Co., Baltimore, Md. 
Travelers Insurance Co., Hartford, Conn. 
Travelers Indemnity Co., Hartford, Conn. 
United States Fidelity & Guaranty Co., 


OMPANIES 


d, Conn. Boston, Mass. 


Saltimore, Md. 


OCLATE FPRE 
Pa. Michigan Fire & Marine Insurance Co., Detroit, Mich. 
m.. Minneapolis Fire & Marine Insurance Co., Minneapolis, Minn. 
=. National Security Insurance Co., Omaha, Neb. 
Pa. New England Fire Insurance Co., Pittsfield, Mass. 
New York Underwriters Insurance Co., New York, N.Y. 
Northwestern Fire & Marine Insurance Co., Minneapolis, Minn. 
Old Colony Insurance Co., Boston, Mass. 
Philadelphia Fire & Marine Insurance Co., Philadelphia, Va. 
Piedmont Fire Insurance Co., Charlotte, N. C. 
i. ae F Sentinel Fire Insurance Co., Springfield, Mass. 
Providence, Rt. I. Standard Fire Insurance Co., Hartford, Conn. 
mouth, N. H. Twin City Fire Insurance Co., Minneapolis, Minn. 
World Fire & Marine Insurance Co., Hartford, Conn. 


COMPANIES 


New York Casualty Company, New York, N. Y. 


iita, Kan. 


ersey City, N. J. 


Me Xe 





1) 


(b) We will operate nationwide thro 
authority to meet all the needs 


Henry N. Beers, Mor. 


Maine Connecticut 


New Hampshire New York 
Vermont Pennsylvania 
Massachusetts New Jersey 


Rhode Island 


James R. Graham, Mor. 


North Dakota 





WE ALSO TAKE PLEASURE IN ANNOUNCING THAT EFFECTIVE OCTOBER 15, 
(a) We are opening two new departments, namely, the Eastern and Southern Departments. 


EASTERN DEPARTMENT 
UNITED STATES AVIATION UNDERWRITERS, 
(Ground Floor) 80 John St., New York, N. Y. 


WESTERN DEPARTMENT 
UNITED STATES AVIATION UNDERWRITERS, INC. 
175 W. Jackson Boulevard, Chicago, 


1941: 


ugh four departments, described below, equipped with complete underwriting 
of agents and brokers. 


SOUTHERN DEPARTMENT 
UNITED STATES AVIATION UNDERWRITERS, INC. 
Trust Company of Georgia Bldg., Atlanta, Georgia 
H. Cecil Wasson, Mor. 


INC. 


Delaware North Carolina Florida Oklahoma 
Maryland South Carolina Louisiana Texas 
District of Columbia Tennessee Arkansas Alabama 
Virginia Georgia Mississippi 


West Virginia 


PACIFIC COAST DEPARTMENT 
UNITED STATES AVIATION UNDERWRITERS, INC. 
724 S. Spring Street, Los Angeles, Cal. 
Frank C. Treadwell, Mor. 


Iinois 


Ohio Michigan South Dakota Washington Arizona Montana 
Indiana Wisconsin Kansas Oregon Nevada Wyoming 
Kentucky Iowa Nebraska California Idaho Colorado 
Illinois Missouri Minnesota New Mexico Utah 


Ke 
UNITED SIATES AVLATION UNDERWRITERS 


INCORPORATED 
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Councillors 


(Continued from Page 23) 
all the agents’ association. In the East 
there are separate company rating asso- 
cations in New England, New York, 
New Jersey and Pennsylvania. 


Suggest Meetings in N. Y. 


It is Mr. Bair’s opinion that the na- 

tional association executive committee 
should meet at each national convention 
following the council meeting to give 
specific consideration to whatever rec- 
ommendation the councillors may pass 
on. This would, he believes, give the 
council the right to feel it has some 
importance. He also strongly suggested 
periodical meetings in New York City 
of the Eastern agents to consider and 
act on common problems. Holding meet- 
ing only twice a year at national con- 
ventions is not enough to produce effec- 
tiveness, he said. In his opinion the 
national council groups should become 
definitely active and constructive factors 
or cease to exist. Just sitting and talk- 
ing, with no follow-up, is a waste of 
time he said. Mr. Cole and J. W. Rose 
of Buffalo, N. Y., strongly supported Mr. 
Bair’s viewpoint. 

Turning next to problems in the EUA 
feld, Harold W. Hatch, New Britain, 
Conn., reported that a committee of the 
New England Advisory Board will meet 
soon with the New England Rating As- 
sociation, at which time ideas will be ex- 
changed. He gave this as an illustration 
of cooperative action. It was then ad- 
mitted that the New England agents 
are strongly united, but this coordination 
should be extended to all EUA states. 

Classification of Agents 

Speaking for the New York Associa- 
tion Mr. Rose said the agents are not in 
sympathy with the suggestion made by 
the president of the National Association 
at numerous state association conven- 
tions this year that agents be classified 
according to the work they do and com- 
pensated accordingly. He said he did 
not think producers representing com- 
pany service offices should be classified 
as agents, nor should solicitors and 
brokers be so classified, even at a re- 
duced rate of commission. 

Mr. Rose admitted there exists classi- 
fication of agents, with differentials in 
commissions, in the casualty field but he 
did not want that practice extended to 
fire insurance. Mr. Cole, while claiming 
to see some merit in the general pro- 
posal for classification of agents, said 
he did not see how it could be made to 
work, 

The matter of a proposed uniform 
filing face for fire insurance policies was 
thrown out for consideration, but the 
meeting showed no interest, several 
agents saying it is inconsequential 
whether there is uniformity in the ar- 
rangement of the wording on the front 
pages of policies. 

_ Before the meeting concluded Mr. 
Carson was reelected chairman for the 
coming year and Thomas Sturgess, New 
Haven, Conn., was elected secretary- 
treasurer. He acted in that position 
today by appointment by Mr. Carson. 

Personal Property Foater 

While the subject of legalizing the 
personal property floater, or household- 
ers comprehensive form, in EUA states, 
did not come up on the floor there was 
considerable corridor discussion of it 
among agents. A hearing on a proposal 
to grant permission for writing this form 
was held recently in Rhode Island and 
the agents of that state are hopeful of 
4 favorable decision soon from the In- 
surance Commissioner. If it is legalized 
in Rhode Island several other New Eng- 
land agents’ associations, other than 
New Hampshire, are going to their In- 
surance Commissioners with similar pro- 
posals, 

This general movement may lead to 
opening up the Eastern states to the 
underwriting of the personal property 
floater, which is now legal in over thirty 
States, but is not being written anywhere 





Mm the EUA field. 


The New England 


George Carter Conducts Westerners 


Kansas City, Oct. 13.—With every state 
in the territory represented at the Mid- 
dle Western councillors’ meeting today, 
George Carter, Detroit, reporting on the 
committee on graded expense loadings, 
strongly recommended that the produc- 
ing agents employ a full-time actuary to 
represent them in their negotiations with 
the companies. He said the local agent 
knows little of the actuarial 
forecasting experience. 

Urging agents to be patient with de- 
fects of the present standard fire policy 
Mr. Carter said a revised standard fire 
policy is in the making and it is hoped 
will be released by January 1. He said 
that so far the subscribers’ actuarial 
committee has not taken action on the 
term rule of mercantile contents, superior 
treatment on improved risks, U. & O. 
gross earning sheets which were now on 
the press, the plate glass pro-rata dis- 
tribution clause, off-premise explosion 
coverage, uniform broker-of-record let- 
ter and the non-partisan rating bureaus. 

Mr. Carter emphatically denounced 
companies that are appointing non-policy 
writing agents in Detroit and giving 
them the same commissions as allowed 
policy writing agents who render full 
service to assureds. He said such action 


science in 





agents argue that it is the interest of 
the public to have available this broad 
coverage and apparently they are receiv- 
ing a favorable ear from some of the in- 
surance commissioners. 

In New York State the agents have 
taken no position on this whole question, 
it being assumed that laws governing 
charter powers of fire and casualty com- 


is grossly unfair to the loyal producing 
agents and also added to the companies’ 
acquisition costs. This statement met 
with applause as did his comments on 
high ranking company and bureau offi- 
cials who talk about excess covers and 
stop-loss policies, which the companies 
later deny. 

Recommending a “homey” type of ad- 
vertising similar to that of the American 
Telephone & Telegraph Co., Mr. Carter 
said that much of the money spent by 
capital stock companies and their vari- 
ous bureaus was wasted as it appeals to 
local agents rather than to prospective 
insurance buyers. He told of his own 
publicity methods which attempt to per- 
sonalize some of its best assureds and 
their businesses. 


Alex Case Talk 


Fearing that the Government might 
resort to self-insurance for permanent 
policies to protect its R.E.A. lines, Alex 
Case, Marion, Kan., expressed the hope 
that the capital stock companies would 
provide the proper coverage. If self- 
insurance becomes necessary to protect 
the lines the Government will extend 
self-insurance to other coverages, Mr. 
Case predicted. 

Explaining that he did not want his 
companies to meet the rates of non- 
standard carriers but that he did want 
his companies to write the 20-80 colli- 
sion policy, F. S. Preston, Minneapolis, 
reported that he had asked the National 
Automobile Underwriters Association to 
write that type of coverage. 

The educational department of the 
N.A.I.A. was thanked by resolution for 
its progress and the insurance press 
was also praised for its efficiency in 
keeping the producing agents informed 


panies prohibit overlapping of under- of new developments and the family 
writing functions. presenting all insurance news. 
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Agency and Company facilities 


—or, if you prefer, just “pass 


MAY WE EXPECT YOU? 





We at R. B. Jones & Sons invite 


you to drop in and see us when 
you’re in Kansas City for the 
We'd like to 


over both our 
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| the time of day.” 
| 
) 





R. B. JONES & SONS unc. 
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KANSAS CITY Fite cud Marine 
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301 WEST llth STREET 
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” ANNIVERSARY 


25th 
ANNIVERSARY 


%& 1941 marks a double 
Anniversary for Camden 
Fire! 


% Our 100th Birthday 
has been appropriately 
celebrated since January 
12th—the date of our 
founding. 


% Now we proclaim the 
25th Anniversary of our 
Automobile Department 
which started in a humble 
(almost accidental) manner 
in 1916.* That year total 
premiums were only $635 
but it wasn’t long before the 
third of a million mark was 
reached. In 1939 a high 
level of $2,400,000 in Auto 
premiums was written. Today 
our auto income is over 
25% of the total. And all 
this without running mates 
or Group connections. Our 
agents, too, have cause to 
celebrate this Double Fea- 
ture Anniversary! 





“AD 1841 
100th ANNIVERSARY 


CAMDEN FIRE 
INSURANCE ASSOCIATION 
HOME OFFICE, CAMDEN, N. J. 
+ The Leading American Sols Capital Stock Company - 


*See ‘Cavalcade of Camden Fire”’ 
eighth decade. Copies on request. 











Agents from New York 

Kansas City, Oct. 13—The New York 
State Association is represented here by 
three of its officers and two officers of 
the New York City Association. These 
are Vice-President Augustus Wallace, 
Goshen, of the state body; Secretary J. 
W. Rose, Buffalo, and National Council- 
lor Russell M. L. Carson, Glens Falls. 
President Thomas A. Sharp, Rochester, 
could not come because of a slight ill- 
ness. 

New York City has President A. J. 
Smith and Secretary Stanley Jarvis as 
its representatives. 
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Consistent Progress Reported in 
Solving Rural Agents’ Problems 


Steady and consistent progress toward 
problems con- 
the 


solution of a number of 


rural members of 
Association has been made in 
year according to Alex H. 
Marion, Kan., chairman of the 
committee. In presenting 
the report of his committee to the an- 
nual convention this week Mr. Case said 
that this progress contrasts with more 
or less spectacular results obtained in 
the first few years of the life of the 
committee. With nine members on the 
committee, instead of five, it has been 
a purpose to lend further assistance and 
encouragement to rural agent activities 
as undertaken by most of the state as- 
sociations. At the same time committee 
members have attempted to establish 


fronting agent 
National 
last 


Case of 


the 


rural agents’ 


facts regarding particular subjects as- 
signed to each of them at the start of 
the year. 

Serving on the committee with Mr. 
Case are Hamilton C. Arnall, Newnan, 
Ga.; Howard Bradshaw, Delphi, Ind.; 
William F. Flautt, Tutwiler, Miss.; 
Fred J. Marshall, East Aurora, N. Y.; 
A. J. Peters, Issaquah, Wash.; Arthur 

and H. 


T. Riedel, Pompton Lakes, N. I, 
|. Thielen, Sacramento, Calif, 
Contacts With Company Organizations 

“A study has developed the fact that 
problems differ in the various rating ter- 
ritories, although many are common to 
all territories,” said Mr. Case. “In an 
honest attempt to solve many of these 
problems the individual committee mem- 
bers have been corresponding with 
company organizations seeking their co- 
operation in meeting the needs for ad- 
ditional coverages, amended rules and 
broadened forms. As more and more 
tacts are compiled, it is our sincere hope 
that it will be possible to sit in con- 
ference with our company officials to 
discuss the various problems and _ to 
seek methods of uniformity and cor- 
rective measures that will make, not 
meet, competition in the rural areas. 

“On the subject of cooperative ten- 
dencies of farm organizations, Commit- 
teeman Dwight R. Peel (recently re- 
signed to accept an important position 
with the Kentucky Insurance Depart- 
ment), received fourteen fully answered 
questionnaires and some. excellent 
thoughts and suggestions on the sub- 
ject. Member Howard Bradshaw’s ques- 
tionnaire treated Rural Casualty Insur- 
ance, and he received replies from thirty 
states, some giving very pertinent in- 
formation on the problems in this field. 
With the information received on these 
wo subjects alone, we are certain that 
real good can be accomplished in fol- 
lowing through on conferences with 
company organizations. 

“Hamilton C. Arnall has been in close 
touch with Assistant Counsel William 
T. Reed in our Washington office on 
governmental problems affecting the 
rural agent. Arthur Reidel is cooperat- 
ing with Educational Director George 
W. Scott in working out details for an 


educational program aimed at and for 
rural agents. Member William Flautt 
has been conducting a survey on mer- 
cantile rates, rules and forms and will 
have some very interesting information 
when he has summarized his efforts. In 
New York State Fred Marshall has seen 
the results of his many years of active 


work materialize in the form of some 
very advantageous changes in rules and 


rates Prevented from engaging in 
agency work since shortly after the 
Buffalo convention as the result of a 
serious automobile accident he is not 
at this time able to give a comprehen- 
sive report on his subject of suburban 
risks , 
Rural Fire Equipment 

“Al. J. Peters has originated some 

verv original thinking in his subject of 


control, 
fire pre- 


and 
given 


prevention, 
with the 


protection 
impetus 


fire 
and 


vention work by our national defense 
program, I am certain that some real 
strides will be taken in this work. At 
the present time he is working out the 
details of a questionnaire which will 
shortly go forward to state chairmen. 
Along this line it is satisfactory to re- 
port an increased interest being taken 
by rural agents in many sections of the 
country in promoting rural fire depart- 
ments and in working out plans for 
their successful operation. It is our de- 
sire shortly to have available a pamph- 
let, now being prepared, giving adequate 


information for the further promotion 
of rural fire equipment. 
“This year has continued to reflect 


progress as a result of the joint efforts 
of the stock fire company organizations 
sitting around the conference table with 
many of our state rural agent committee 
chairmen and members of this commit- 
tee. These conferences between the 
agents on the firing line and company 
officials have done more than any one 
thing to bring coverages up to date to 
meet the rapidly changing conditions 
in our rural areas. 

“In announcing recently the scholar- 
ships to be awarded to sixty-two farm 
boys and girls in 4-H Club, Rural 
Scouts and Future Farmers of America 
organizations, the Farm Underwriters 
Association has taken what we believe 
to be a long stride forward in paving 
the way for the rural agent to secure a 
sympathetic hearing from agricultural 
organizations and farmers in particular. 
May we urge, even insist, that every 
rural agent avail himself of the oppor- 
tunity now afforded to tell of the valu- 
able work of the National Board of 
Fire Underwriters, Underwriters’ Labo- 
ratories, the rating and inspection ser- 
vices of capital stock insurance, and the 
services which the local agent can 
render his farmer clients.” 


Stewart’s Surety Committee Holds 


To Joint Contribution Principle 


W. Herbert Stewart, Chicago, chair- 
man of the surety committee, expressed 
unwillingness to enter into any plan, even 
though it is an emergency, which does 
the principle of joint con- 
for the annual 


follow 
in his 


not 
tribution, 
meeting in Kansas City. 

before his committee, 
deferred awaiting 


report 


matters 
he said, have been 
conferences of other committees. 

commercial 


Many 


In connection with and 


position blanket bonds, he said, the com- 
satedly contended that 
these bonds should bear the standard 
fidelity commissions as set up by the 
Acquisition Cost Conference. He said 
his committee had suggested a graded 
commission on these bonds, but some 
uncertainty had arisen as to what should 
be the breaking points of such graded 
commissions. The Acquisition Cost 
Conference had agreed to prepare sta- 
tistical information, but advised Mr. 
Stewart that the figures were incom- 
pleted and unusual. Mr. Stewart said 
that he was then advised that the grada- 
tion plan for these contracts could not 
be considered separate and apart from 


mittee has rep 


the general program now before the 
special committees of the National As- 
sociation and the Association of Casu- 


& Surety Executives. 


Request Was Refused 


alty 


Mr. Stewart then requested that the 
commission be fixed at the standard 
rate, pending adoption of some definite 
plan, but this request was refused. 

“We believe” he said, “that our re- 
quest was fully justified in the light of 
the subsequent reduction in the rates 
on these bonds effective in March of 
this year. This reduction indicates that 


Budget Totals $92,713 for Year; 
Per Capita Tax Again Is Reduced 


The finance committee of the Na- 
tional Association has prepared a 
budget of operating expenses for the 


fiscal years beginning September 1, 1941, 
amounting to $92,713, Chairman C. Stan- 
ley Stults of Hightstown, N. J., reported 
to the convention this This is 
only $1,155 more than for the preceding 
year and includes an item of $2,000 for 


week. 


the educational division of the associa- 
tion, not heretofore included in any 
budget. 


In the fiscal year which closed August 
31 the total income of the association 
exceeded disbursements by $1,275. Total 
receipts were $3,031 more than the year 
before and expenditures were up $2,821. 
The added expenses were brought about 
by increased operations. 

Allocation of Levy 

“The allocation for the new fiscal year 
beginning September 1, 1941; has been 
based on the new equitable theory of 
spreading the operating cost,” said Mr. 
Stults. Prior to four years ago, it had 
been based upon a charge of fifty cents 
per month per member or $6 per year 
for the number of members carried on 
the rolls of the National Association for 
the preceding fiscal year. Prior to 1932- 
3, the levy was $7.20 per member per 
annum. Growing out of an extensive 
survey and study by the national execu- 
tive committee, this universal per capita 
tax was abolished four years ago and a 
new system set up, based upon a classi- 
fication of the respective state associa- 
tions and a graded tax based upon the 
number of members in each Association. 


“In setting up a classification of state 
associations it was revealed that state 
association strength has, or ought to 
have, some relation to insurance pre- 
miums therein written. Accordingly, 
all state associations have been segre- 
gated into seven classes, running from 
the highest to the lowest premium in- 
come in the states. Then there was set 
up a graduated scale of per capita tax- 
ation in each class running from $6 to 
$2.50. The number of required members 
in each of these tax brackets depends 
on the state classification. The new plan 
requires a co-extensive membership be- 
tween a state association and the na- 
tional body. It produced an average tax 
on all members for 1941-2, of $5.48 per 
annum. 

“Reviewing this 
years, we find that prior to 1932 the 
National Association levy was $7.20 per 
member per annum. In 1933 it was re- 
duced to $6. In 1935 an additional $1 
was added to establish the Washington 
Office, making it $7. In 1936 it was 
again reduced to $6. In 1937 it was 
further reduced to $5.68. In 1938 it was 
further reduced to $5.60. In 1939 it was 
further reduced to $5.57. In 1940 it was 
further reduced to $5.49. In 1941, for 
the new fiscal year, further reduced to 


situation over the 


an average of $5.48, per annum per 
member. 
“This gradual reduction in the per 


capita tax to state associations must be 
further evidence of satisfactory financial 
management of the affairs of the Na- 
tional Association. Since 1935 the above 
levies have included, of course, the op- 
erating cost of the W ashington office.” 


W. HERBERT 


these bonds have been 
able to the companies 
rates were adjusted in 


agents that they 
justed with the 
fidelity commission 
your committee.” 


loading of 


Practically the same conditions apply 
to large construction contract bonds, Mr. 
holds in- 
equalities exist in rates and commissions 
on contracts of $2,000,000 to $2,499,000. 
Again the companies were to have pro- 
vided statistics, and again declined pend- 
ing agreement on basic principles by the 


Stewart said, on which he 


special committees. 


The committee has discussed the com- 
prehensive dishonesty, disappearance and 
that as 
1 of this bond provides 
substantially the same protection as the 
primary commercial bond, the same rate 
The com- 
mittee has recommended that the mini- 
minimum 
can now be written under 


destruction bond, believing 


Agreement No. 


of commission should apply. 


mum bond should be the 
amount that 
the commercial blanket bond. 


cision has been made. 


Federal Indemnity Funds 


On the subject of 
Mr. Stewart said: 


“This condition is still prevalent to- 
gether with the desire on the part of the 
state, 
to establish these funds or to 


Government, both Federal, 
and city 
become self-insurers to replace 
and surety bonds on the theory 
ening the cost, 


at cost, 


rally places the Government 


position of a self insurer, and while this 
has deprived the companies and their 
business, 


considerable 
feels that it 


agents of 


committee cannot 


this condition at this time owing to the 
We are 


national defense _ situation. 


fearful that it might continue w 
tional defense conditions are lessened. 

Mr. Stewart said the companies have 
mostly discontinued the writing of quali- 
fying bonds for non-stock carriers an 
there has been little change in the bonds 
previously executed and still carried by 
committee 
is not now considering further action 


the stock companies. The 


this connection. 


Shipbuilding and Airplanes 


“There was one important matter de- 


veloped since our last report, 
(Continued on Page 37) 





STEWART 


extremely profit- 
and when these 
accordance with 
experience, we believed in justice to the 
should have been ad- 
standard 
recommended by 


indemnity 


or providing protection 
thus eliminating the private en- 
terprise of fidelity and surety companies. 

“The waiving of surety bonds by the 
Federal Government on contracts natu- 


No de- 


funds, 
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FEDERAL INSURANCE COMPANY 
CHUBB & SON, Managers 


SEMI-ANNUAL STATEMENT AS OF JUNE 30. 1941 


























Assets —_—_————— Liabilities 
Bonds and Stocks......... $18,822,187.83 | Reserves for: 
| Outstanding Losses ..... $ 1,912,468.00 
Cash. iti Banks. «..-ic0e.0% 4,768,344.07 | Unearned Premiums .... 3,434,557.62 
Taxes and Expenses... .. 547,000.00 
Net Premiums Not Overdue 53,329.16 Dividends Declared .... 280,000.00 
ART | Liability to Reinsurers. . . 349,979.78 
Interest Due and Accrued. . 49,111.12 | Security Fluctuations .... 500,000.00 
als oe a. — 
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Mann, Sidney Smith, Forshay Lead 


Simultaneous Forum Discussions 


Kansas City, Oct. 15.—Three simultaneous forum discussions occupied the atten- 


tion of the convention this afternoon. 


Harold N. Mann, Tacoma, Wash., conducted 


the discussion on comprehensive liability, assisted by John H. Eglof, Travelers; 


Frank McGee, Kansas City, and Attorney E. 


Casualty & Surety Underwriters. 


W. Sawyer, National Bureau of 


Sidney O. Smith, Gainesville, Ga., chairman, executive committee, presided over 


the forum on fire and allied lines. 


He was assisted by Leo E. Kietzman, American 


Insurance Co.; William E. Hill, Fire Companies’ Adjustment Bureau, W. M. Sheldon, 
Chicago, and Charles W. Bollinger, Newark. 
A joint session on accident and health and fidelity blanket bonds was conducted 


by Vice-President R. W. Forshay. 


W. F 


. White, Eagle, Globe & Royal Indemnity 


Cos., was leader of the A. & H. section, his aides being Hunter Brown, Pensacola, 


and George W. Carter, Detroit. 


W. Herbert Stewart, Chicago, chairman of the 


surety committee, presided over the fidelity blanket bond session, assisted by Edgar 
F. Foster, Fidelity & Deposit Co.; Edwin S. Nellis, Topeka, Kan., and Boyle O. 


Rodes, St. Louis. 


Some of the forum talks are reviewed on this page. 


Eglof on Comprehensive Policy 


John H. Eglof, supervisor, casualty di- 
vision of the Travelers’ agency field serv- 
ice, contributed to the comprehensive 
liability forum nine principal advantages 
of this coverage which, he said, a pro- 
ducer should point out to prospects. The 
speaker described the comprehensive 
policy as “a modern, streamlined insur- 
ance program keyed to a modern age,” 
and listed its advantages as follows: 

(1) Policies are contracts 
with underwriting qualifications in the way of 


broad inclusive 


exclusions reduced to a minimum. 
(2) Dividing lines between specific peril cov- 


erages are eliminated. The insured doesn’t have 


to wonder where one coverage begins and an- 
other leaves off. 
(3) Possible loopholes between specific cov- 


erages afforded by one company and other spe- 
cific coverages afforded by another company are 
avoided. 

(4) Policies are completely automatic in their 
application to additional hazards and exposures 
during the policy with respect 
to certain uses of automobiles and certain forms 
of contractual liability. 

Broad, Inclusive Coverage 

(5) The coverage being broad and inclusive, 
statement of coverage is correspondingly simple. 

(6) The policies enable the insured to buy 
liability insurance instead of insurance on spe- 
cific hazards which may not be the 
cause of subsequent loss. 

(7) The use of the policies enables the in- 
sured to review his liability needs at one time 
and in their entirety, Having done this he 
doesn’t have to be bothered during the 
year in further review of his insurance needs. 


period, except 


may or 


again 


(8) There are a great many different rules 
and coverages in the various manuals. The 
producer is protected against overlooking any 


Sawyer Explains 


Contrasting the development of the 
separate cover plan in liability insurance 
with the progress to date of comprehen- 
sive liability insurance, Judge E. W. 
Sawyer, attorney, National Bureau of 
Casualty & Surety Underwriters, told 
the comprehensive liability forum of the 
NAIA convention that “it is our fortune, 
be it good or ill, to witness a climacteric 
of liability insurance.” Succinctly Mr. 
Sawyer sketched the origin and develop- 
ment of the comprehensive movement, 
refreshing the recollections of those 
present with certain results of the sepa- 
rate cover plan which, he said, “func- 
tioned for many years with reasonable 


efficiency.” But he observed that with 
the acceleration in the tempo of trans- 
portation and communication, with ter- 
ritorial extent of thousands of busi- 
nesses, with acquisition of affiliates, 
opening of branches, and with decisions 
creating liability being made at many 


different points, an insured could no 
longer anticipate and select the separate 
covers needed for protection. Thus arose 
the need for comprehensive liability 


when he offers 


The insured is 


of these rules and coverages 
comprehensive liability policies. 
accordingly protected against any oversight on 
the part of the The survey is to 


assist the producer and the company in obtain- 


producer. 


ing a complete record of all exposures. 

(9) The insured can fix responsibility on one 
producer in connection with his liability insur- 
ance. The comprehensive policies give the pro- 
ducer that opportunity. 

Don’t Criticize Schedule Policies 

Mr. Eglof offered a word of advice to 
his audience which was that “in our 
eagerness to praise the comprehensive 
policies we should not criticize the sched- 
ule policies.” He described them as “all 
right as far as they go, or, I should say, 
they’re all right as far as the producer 
takes them. If there is a meeting of 
minds between the buyer, the producer 
and the carrier as to the coverage re- 
quired to take care of a risk’s liability 
needs, schedule policies can be written 
in one company which will provide al- 
most the same coverage as comprehen- 
sive policies. 

“It is well to keep this point in mind: 
All we do under comprehensive policies 
is to look at the risk’s liability insurance 
needs individually and then tie them in 
a package through the use of the ‘one 
per cent’ string. It is this survey plan 
that ferrets out a risk’s needs and in 
combination with the ‘one per cent’ 
string does the job as it should be done. 
There is still a field for schedule policies 
but they should be sold to fit a risk’s 
liability insurance needs and not for the 
purpose of giving some protection when 
comprehensive coverage should have 
been recommended.” 


Some Principles 


coverage to “keep pace with modern re- 
quirements.” 
Drafted First Policy in 1930 

Interestingly, Mr. Sawyer pointed out 
that the first comprehensive policy which 
he drafted was about 1930 and for an in- 
sured located in Kansas City. It fol- 
lowed an early popular approach, having 
several separate covers which were sup- 
plemented with automatic coverage and 
by blanket coverage against certain 
hazards not within the prescribed covers. 
Premium was computed upon units of 
payroll, the rate being one which, when 
applied to the normal annual payroll of 
the insured, would produce sufficient 
funds to cover the which past 
experience had shown could be expected, 
plus expenses and profit. 

This policy was typical of the early 
experimentation, major obstacle being 
that in states having rate regulatory 
powers such policies could not be used 
because of the absence of adequate sup- 
porting data. This led Mr. Sawyer to 
remark that “the nature of comprehen- 

(Continued on Page 45) 


losses 


—— 


W.F.White Leads A.QH. Symposium 


The accident and health forum dis- 
cussion on Wednesday was under the 
leadership of W. Franklyn White, A. 
& H. superintendent, Eagle, Globe and 
Royal Indemnity companies, who is also 
this year’s governing committee chair- 
man of the Bureau of Personal Acci- 
dent & Health Underwriters. In opening 
the discussion Mr. White emphasized 
that personal accident insurance is 
needed today more than ever before be- 
cause of the swift, dangerous pace of 
every day living. 

Stating that he has 
health insurance is an absolute neces- 
sity, Mr. White confined most of his 
discussion to personal accident. In this 
connection he said: “We have a certain 
amount of control over our health but 
accidents are accidents because they are 
unexpected, unforeseen and usually find 
us wholly unprepared. In addition, acci- 
dental injuries more often cause a long 
period of disability with the resultant 
loss of income.” 


never felt that 


When Earning Power is Lost 

Setting the stage for the talks which 
were to come in the A. & H. symposium 
Mr. White further said: “All that you 
are, all that vou hope to be and all the 
pleasures and necessities which you pro- 
vide and will continue to provide for 
yourself and family can only be achieved 


if you are able to work and earn. Few 
of us could stop work tomorrow and 
still be able to have and to enjoy all the 
requisites of a well ordered life. Ye 
we might be forced into such a situation 
long before we expect it because thoy. 
sands of people every day are faced with 
this problem on account of some yp. 
fortunate accident. 

“You didn’t’ run fast enough,’ said 
the ticket agent at a railroad station as 
the puffing traveler gazed at the depart- 
ing train. ‘I ran fast enough, but | 
didn’t start soon enough,’ was the reply, 

“So it is with most people, they don't 
start soon enough to provide for the 
time when they are disabled and pre. 
vented from working. It has been said 
that there are three things which we 
defer—always believing there will be 
plenty of time to act—making peace with 
God, making a will, and purchasing in- 
surance. And personal accident insur- 
ance is the worst offender with most of 
us. We will protect our property with 
fire insurance, windstorm insurance; we 
will protect our valuable possessions with 
a wide assortment of policies; we will 
insure our automobile and we will even 
insure the public, but we won't insure 
ourselves. 

“Do we lead a charmed life? Do we 
carry a rabbit’s foot? Well, it didn't 
save the rabbit.” 


Foster on Blanket Position Bonds 


Edgar F. Foster, assistant manager 
of the home office fidelity department, 
Fidelity & Deposit, followed W. Herbert 
Stewart of Chicago on the fidelity blan- 
ket bond symposium program, and in an 
informative talk he discussed the advan- 
tages of commercial blanket and blanket 
position bonds and their application to 
the requirements of the agent’s custom- 
ers. Mr. Foster approached his subject 
with the thought in mind that the aver- 
age agent, confronted with so many dif- 
ferent kinds of insurance problems, does 
not have the time to explore all the 
technical possibilities of every coverage 
he sells. Therefore, the speaker made a 
simple presentation of the merits of 
blanket fidelity coverages which was ap- 
preciated by his audience. 

First of all, Mr. Foster told why the 
individual and schedule fidelity bond 
form is outmoded. He pointed out: 

1. Because of the resistance on the 
part of the employer of thinking of any 
of his employes as dishonesty hazards; 

2. Because the employer must through 
guess-work alone select what employes 
to bond and how much to bond them for; 

3. Because he is not automatically 
covered at all times in case an unbonded 
employe is given added responsibilities 
which require him to be bonded, or an 
already bonded employe who might be 
covered for a nominal amount is pro- 
moted to a position of greater responsi- 
bility which would require him to be 
bonded for a much larger amount; 

4. Because to recover a loss caused 
through dishonesty of a bonded emplove, 
the employer must identify the specific 
emplove causing the loss; 

5. Because the employer is more pre- 
mium conscious than protection con- 
scious when fixing the amounts for which 
certain of his employes selected by him 
are to be bonded. 

Blanket Position Bonds Modern 

The speaker then presented five salient 
reasons why blanket position bonds are 
modern fidelity or dishonesty coverages. 
and these reasons are well summarized 
in the following: 

“1, Because all the employes are bonded 
alike so that the employer will not feel that he 
is discriminating among his employes by re- 
quiring only a certain few of them to furnish 
The blanket of fidelity coverage 


bond, form 


is more of an impersonal contract into which 
the employer is entering to protect him against 
the possible dishonesty of any and all employes 
in the same manner as he would buy any other 
kind of insurance for his economic protection; 

“2, Because there is no guess-work involved 
on the part of the employer in first selecting 
which employes should be bonded and _ then at- 
tempting to decide the separate amoufits for 
which such employes should be covered. All 
employes are covered in ‘the same amount and 
at a very reasonable, comparatively speaking, 
premium cost. 

“3. Because the Blanket Fidelity forms au 
tomatically cover not only the employes of the 
employer at the tmie the bond is written, but 
thereafter cover all employes who subsequently 
enter the employer’s service. There is no form 
of notice required on the part of the employer. 
Applications can be taken or waived from either 
old or new employes, but whether an application 
for the bond is taken or not every employe is 
nevertheless covered automatically by the bond. 

In this connection, my company always rec 
ommends to an employer that applications be 
taken from his employes and we will investigate 
particularly those applications covering employes 
who occupy key positions; or, if the employer 
wishes us to investigate other groups of em- 
ployes we will do so. I think all the surety 
companies recommend alike the requiring of 
applications by the employer of his employes. 

“4. Because the employer is not required 
to identify the particular employe who may 
have caused the dishonesty loss. If reasonable 
evidence is presented showing that the alleged 
loss was caused through the dishonesty of one 
of his employes, the bonds is liable and this 
position is taken because of the fact that all of 
the employes of the employer are covered under 
the bond. It is always desirable, however, to 
identify ‘the guilty employe if it is at all pos 
sible to do so if for no other reason than to 
enable the employer to dispense with the services 
of this unfaithful employe. And, too, the em 
ployer should make an example of a dishonest 
employe by prosecuting him if the circumstances 
justify such drastic action being taken. 

“5. Because under the blanket forms of bond 
the employer is more apt to be protection cot- 
scious than premium conscious. This is because 
of the fixed basic charges of the blanket fidelity 
coverages and the employer does not have the 
choice of cutting down on an employe’s bond 
to save a few dollars in premium, The pre 
miums are fixed for him and all he has to com 
sider is whether the protection afforded is worth 
the premium charged for it.” 
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A TSifticth Anni Message t 
tyite nnwersary essage Oo 
STOCK INSURANCE AGENTS and COMPANIES 
from 
Ww. B. JOYCE 
N THIS—MY FIFTIETH ANNIVERSARY message which later became 
to the National Association of Insurance Agents— the National Surety 
confidence in yourselves and your great business is the of Missouri (prede- 
. f Nati ] 
keynote. “Onward to the battle” with heads high, ee 
Surety of New York) 
shoulders square. oe 
competition was un- 
restrained. Cut-throat 
Yours is a great opportunity in a hectic period of ailiente of theese 
our history to sell more stock fire, casualty and surety- early days are a far 
— bitin d ‘ cry from today’s well 
i roperty 
ship coverage to American industries and property contseled handling 
owners. of business and sound 
rate-making. 
But you must be vigilantly aggressive! No more 
smug complacency and no sluggishness these days on I WAS ONE OF YOU THEN—I AM TODAY! I 
: ; ADMITTED NO LEADERSHIP BUT MY OWN! 
the part of companies or agents can be allowed if you WITH EQUAL ALERTNESS YOU MUST PROTECT 
are to succeed. You have real competition, plenty of it, THAT WHICH RIGHTLY BELONGS TO THE 
a STOCK CASUALTY-SURETY AND FIRE COM- 
to contend with from the mutuals. Their inroads are 
PANIES. 
downright serious. You must demonstrate the superior- 
; ae This calls Remember always, the Stock Companies were tried 
ity of stock company service In many ways. sia in adversity and not found wanting. You are important 
for sales alertness, ingenuity, resourcefulness. Lead in factors in advancing the insurance business to tremend- 
; , “i 1” leader! ous stature. Your American Agency System is powerful 
Age EE OE and will so remain only so long as it has strong leader- 
ship, membership and a fighting spirit. Unless you 
fight now, some day you may find the American Agency 
When I started my insurance career as an agent for System only a remnant of its present greatness, and the 
the old Missouri, Kansas & Texas Trust Co. in 1891, Stock Companies laggards. 
O, HERE’S my salute, in this Golden Anniversary Year of my insurance career, to a fine organization of 
Stock Insurance Producers—and to the companies. Thank you all for your friendship, and support during 
many happy, hectic years. With a parting word about success: “Whatever work you have to do, do it better 
than anyone else—that’s success!” 
115 BROADWAY, NEW YORK CITY 
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Agents’ V-Plan 


(Continued from Page 1) 
lic and the Federal Government must fol- 
low eventually, 

Following the keynote address of Gen- 
eral Counsel Bennett—published elsewhere 
in this issue—in which he declared that 
the insurance business must be fully pre- 
pared and equipped to play its vital role 
in American life, or else lose its high 
position, there followed immediately the 
visual presentation of the idea designed to 
translate the basic conception of the V-plan 
into terms of dollars and cents values and 
practical working aids to insurance pro- 
ducers and workers. Lights in the large 
auditorium were put out and as Mr. Van 
Wiseman spoke from one side of the stage 
there were thrown onto a large screen 
colored slides with symbolic, and also prac- 
tical, illustrations of how the selling ideas 
can be carried out in actual contact with 
the public. 

Call for Vision 

Starting with a call for vision on the 
part of producers Mr. Van Wiseman rec- 
ommended market research of buying hab- 
its and also a coverage laboratory for the 
insurance business. He visualized and 
called necessary an insurance information 
bureau which could furnish quickly to local 
agents answers to such questions from 
the public as they could not reply to im- 
mediately. He urged insurance speakers’ 
bureaus, by sections of the country, which 
could supply speakers on insurance to 
meetings both outside and inside the busi- 
ness. He asked that means be found to 
keep public servants intelligently informed 
so that the governmental relations of in- 
surance can be kept on a sound basis. The 
plan suggests a Washington listening post 
for the insurance industry. 

Education for agents and ideas on pro- 
duction management are included in the 
plan. The National Association will offer 
definite suggestions on these subjects. Vis- 
ual sales presentation, in addition to the 
straight conversational method, was urged 
as something which has gained much suc- 


cess in other lines of business. More use 

of the radio, motion pictures and outdoor 

posters was suggested for advertising. 
Public Opinion Controls 

Stating that public opinion controls the 
forces that can aid or harm insurance, Mr. 
Van Wiseman emphasized the necessity of 
all in the business working in a deter- 
mined manner to strengthen the industry. 

In conclusion he said that it is up to 
each man in the business to decide whether 
he will join with his fellow producers and 
company men to achieve the objects listed 
in the “V-plan.” 

While the V-Plan is regarded by those 
who heard it outlined today as having 
much to commend it, many people here 
are wondering how it can be applied 
without forceful and dynamic leadership 
from the National Association official 
staff itself. The artistic presentation in 
the auditorium this morning was a real 
show and a dramatic way in which to 
spotlight attention on the problem of 
insurance producers improving various 
aspects of production and public rela- 
tions. 

Want Definite Help 

But many agents here, who are not 
leaders in themselves, are asking how 
these various bureaus suggested are go- 
ing to be formed, and by whom, and 
where will the definite advertising sales 
help for use over the radio, in motion 
pictures, in newspapers, come from. 

There is no denying that the V-Plan 
centers upon a lot of particular items in 
insurance which can stand modernizing 


and improvement. Mr. Van Wiseman 
correctly stated that development of 
market research and consumer survey 


plans in other lines of business have 
succeeded well and can also in insur- 
ance if fully developed. The same is 
true with respect to production manage- 
ment within an agency, of agency in- 
formation and consultation services, of 
insurance coverage laboratories. 
Looking for Leadership 
Now the members of the National As- 
sociation are looking for leadership to 
bring some of these suggestions out of 


the idea class into reality. Whether 
such leadership will come from the more 
active and alert agents in the communi- 
ties of this country or from the National 
Association, or not come at all, remains 
to be seen. 

Several Eastern agents interviewed 
late today, who are favorably impressed 
with the new plan, hailed it as a move 
to stir up agents to seek solutions them- 
selves for some of their public relations 
problems before less satisfactory “reme- 
dies” are applied from without the busi- 
ness by persons not so sympathetic with 
stock insurance and the American Agen- 
cy System. 

These agents hailed the plan as a 
means for getting agents to appreciate 
their own significance and importance in 
the business picture, as an offset to the 
continual flood of criticism which comes 
from so many sources and tends in time 
to undermine the self-confidence of the 
producer in his own work. If this plan 
can serve as a psychological stimulus 
alone, it will have been justified, these 
agents told the writer. 





COMPANIES GIVE SOUVENIRS 





Many Companies Distribute Gifts to 
Convention Guests at 
Kansas City 

Kansas City, Oct. 13—As has been 
the custom for years at national conven- 
tions some of the insurance companies 
and organizations are distributing small 
favors to those registered for the meet- 
ing. 

The Standard Accident has presented 
everyone here with an automatic pencil 
and 1941 football schedules. The U. S. 
F. & G. is also giving automatic pencils. 
Aero Insurance Underwriters is giving 
an airplane and automobile speed calcu- 
lator which will intrigue those mathe- 
matically inclined. Gift of the Spring- 
field Fire & Marine is two stamped and 
ready-to-mail postcards carrying a pic- 
ture of the covered wagon, copyrighted 
trademark of the company. 

The Royal-Liverpool Groups are dis- 


——— 


Many Hotels Being Used 


Kansas City, Oct. 13—Because there 
is no single large hotel here comparable 
to some of thosesin New York, Boston 
Buffalo and a few other cities which can 
house a national convention within jt. 


‘self, delegates to this convention are 


staying at a dozen or more of the local 
hotels, nearly all of them, however, cop. 
venient to the Municipal Auditoriym 
where convention sessions are held. 

The Hotel Muehlebach is official head. 
quarters of the National Association and 
several hundred delegates are housed 
there. In addition the hotels being used 
include the Phillips, the President, the 
Continental, the Robert E. Lee, the 
Dixon, the State, the Aladdin, the Bray. 
the Commonwealth, the Hyde Park and 
others. 

CONNECTICUT DELEGATION 

Kansas City, Oct. 13—The Connegti- 
cut association is represented by a dele- 
gation of five agents including the fol- 
lowing: President Edwin S. Cowles, ies 
Hartford; Vice-President David “A. 
North, New Haven; Secretary-Treasurer 
Paul H. Taylor, New Haven; National 
Councillor Thomas A. Sturgess, New 
Haven, and Harold Hatch, past-presi- 
dent, New Britain. Mr. North is also a 
member of the national executive com- 
mittee. 


tributing their well known memoranda 
pads while the Fidelity & Deposit and 
American Bonding are giving copies of 
a morning newspaper. Garrett, Inc, 
general agency here at Kansas City, is 
presenting at attractive letter opener. 

Pretty girls attired in colorful West- 
ern costumes hung trick pencils, gifts of 
the London & Lancashire Group, on the 
buttonholes of delegates as they went 
into the convention this morning. The 
trick was to get the pencils off without 
breaking or cutting the string. 

The America Fore Group is_ giving 
away bridge scoring pads and the Nor- 
wich Union Companies memorandum 
pads. 
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ALERTNESS 


to the welfare and progress of the American Agency System 
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THE UNITED STATES CASUALTY COMPANY pledges its con- 
tinued friendly support to the National Association of Insurance 
Agents and joins with your leaders in urging insurance agents 
throughout the land to join and become active in their State Associa- 


tions and the National Association. 


60 JOHN STREET 


UNITED STATES CASUALTY COMPANY 


NEW YORK CITY 
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Stewart Report 


(Continued from Page 32) 


the subject of acquisition cost (com- 
mission) on shipbuilding, airplanes, sup- 
and advance payment bonds,” Mr. 
Sewart said. “During the Buffalo con- 
vention your surety committee had sev- 
eral conferences on this subject and 
immediately following, Messrs. Harold 
W. McGee and Fred A. Moreton repre- 
senting your committee joined In a con- 
ference in New York at which meeting 
there was a thorough discussion of this 
important matter. There was no con- 
clusion reached at this session as to any 
plan to be pursued, e 
“Rollowing this meeting, the Acquisi- 
tion Cost Conference (fidelity and 
surety) advised your chairman that they 
were considering applying the formula 
jor large construction contracts without 
any reduction in the rate of the pre- 
mium, which would have resulted in an 
increase in the net to the companies. 
This increase would have been con- 
tributed by the agents on the theory 
that the rate then established was too 
low. Agents would be sacrificing a large 
part of their commission in order that 
the companies could receive an increase 
in their net and thus increase the rate 
at the expense of their agents. 


ply 


Giant Contract Commissions 


“Your committee took the position 
that on these very large or giant con- 
tracts, there was some justification for 
both companies and agents making a 
ratable contribution toward a reduction 
in the rate on all premiums in excess of 
a primary fixed amount, otherwise 
known as the first bracket. 

“We are willing to discuss with the 
companies at any time the principle of 
joint contribution, whether an emer- 
gency exists or not, where the company 
and the agent contribute an equal per- 
centage from their loadings for over- 
head and acquisition (commission) which 
contributions are to be reflected in the 
rate. 

“Your committee is definitely opposed 
to any reduction in only acquisition 
(commission) for the purpose of reduc- 
ing the rate and leaving the same net 
to the companies, which would mean 
that the companies would be making no 
contribution toward the reduction in 
rate. We are unwilling to enter in any 
such plan, even though it is an emer- 
gency, which does not follow the prin- 
ciple of joint contribution. 


Emergency Plans Continue 


“Our previous experience has shown 
that these emergency plans continue in- 
definitely; it being extremely difficult 
to have the companies subsequently 
amend them.” 

He said that following a conference 
last October on this subject, a resolution 
was passed fixing the acquisition on 
these bonds in accordance with a graded 
formula, as an emergency matter, to be 
reviewed at the end of eighteen months. 
The resolution provided that it should 
not be construed as establishing any 
precedent. 

, “This resolution,” Mr. Stewart said, 
resulted in the reduction in the acquisi- 
tion (commission) which was reflected 
in the rate, leaving the companies the 
same net premium. This plan did not 
provide for any contribution by the com- 
pany, and the agents’ contribution was 
the sole contribution reflected in the 
rate,” 

Bound by Principle 


Mr. Stewart said his committee was 
asked by the companies to recommend 
to the executive committee approval of 
this resolution, but was advised by the 
committee that it was bound by the 
Principle of joint contribution, and could 
approach the subject only on the basis 
of joint undertaking. The executive 
committee sustained this position. 

As this is an emergency program 
and subject to a review of eighteen 
months,” Mr. Stewart concluded, “your 
committee has taken no further action 
but recommends that the matter be re- 
opened at the end of eighteen months.” 


Progress Made in Fire Prevention 


“In addition to this effort, members of 
the National Association have cooper- 
ated with other organizations similarly 
engaged in fire prevention activities, 
such as the National Fire Protection 
Association, the United States Chamber 
of Commerce, Fire Waste Council, and 
the Junior Chamber of Commerce. 

“During the past few months the de- 
mand for conservation of our material 
resources has been effectively impressed 
upon us. Shortages in many essential 
materials make existing facilities and 
materials doubly valuable as production 
units. Serious fires result in delayed 
repairs, with probable unemployed work- 
ers, so that labor also has a vital inter- 
est in fire prevention. Whenever rapid 
plant expansion takes place and all ef- 
forts are directed to increased produc- 
tion, it frequently follows that precau- 
tionary measures are neglected. This 
is especially true according to reports in 
some of our vital defense industries. It, 
therefore, has become the patriotic duty 
as well as the normal function of every 
agent to take a more active part in 
inspecting clients’ property and making 
recommendations for the reduction of 
fire risks.” 


Members of the National Association 
have put forth a genuine effort in the 
field of fire prevention during the last 
year, Charles W. Schoelzel of Denver, 
chairman, of the fire prevention com- 
mittee, stated in his report to the con- 
vention. This was best demonstrated, 
he said, by the tremendous response in 
the campaign to adopt a model fire pre- 
vention code or ordinance for cities. 
Considerable success has resulted be- 
cause this movement was placed in the 
hands of local and state associations, 
working in cooperation with the Na- 
tional Board of Fire Underwriters. 

“In the first sixty days following the 
launching of this program, officers of 
twenty-four of the forty-eight state 
associations requested material and in- 
formation and officers of 108 local 
boards joined in this effort to help pre- 
serve the country’s material wealth 
against destruction by fire,” Mr. Schoel- 
zel said. “Even agents in towns where 
there are no local boards are partici- 
pating in the activity, and a total of 
nearly 600 specific requests for materials 
and information have been received from 
forty-four of the forty-eight states, 
demonstrating the wide-spread activity 
along this line. 


Bennett Speech 


(Continued from Page 24) 
ciency concerning its objects and pur- 
poses. 

“In order to turn the thinking not only 
of the members of the National Associa- 
tion, but all other interests as well, into 
a constructive and forward-looking chan- 
nel this convention theme is believed to 
be the key that will unlock a vast store- 
house in which will be found an arsenal 
for a great forward movement in which 
all the friends of insurance can partici- 
pate. 

“There is now ready and waiting this 
arsenal for production, this public in- 
terest movement, this program for a 
forward march, all gathered together 
under the V-Plan for insurance, so that 
whosoever will may come and partake 
freely of the elixir of a more abundant 
insurance life.” 





Calhoun Leads in Singing 

Kansas City, Oct. 13—William B. Cal- 
houn of Milwaukee, genial, rotund and 
perennial singing past-president of the 
National Association, led in the singing 
of “America” and “God Bless America” 
at the opening of the convention this 
morning. No national gathering would 
really be complete without Bill Calhoun’s 
singing to lead off and pep up sessions. 
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our cooperation 


In its Forty-Sixth Year, the National 


ciation of Insurance Agents will face 


Asso- 


many 


problems. We pledge our cooperation in their 


solution. 


One important and immediate task for each 


Agent is to see that his clients’ coverage 
pace with sharply rising replacement costs. 


fieldmen will assist you. 
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COMPANY GROUPS ENTERTAIN 





Headquarters in at Least Four—Hotels 
Maintained by Fire, Casualty 
Surety Carriers 
Kansas City, Oct. 13—Company head- 
quarters for visiting local agents are 
plentiful here, but as they are divided 
among at least four hotels it does not 
seem as though there are as many as 
in other years. Following are the groups 
and non-group companies maintaining 

headquarters here: 

Aetna Life, Aetna Fire, Agricultural, 
America Fore, American Automobile, 
American of Newark, American Surety, 
Anchor Casualty, Appleton & Cox, Inc., 
Central Surety, Chubb & Son, Contin- 
ental Casualty, Corroon & Reynolds, 
Commercial Union, Crum & Forster, 
Employers Reinsurance, Eagle Star, 
Fidelity & Deposit, Fireman’s Fund, 
Hartford Fire, Home of New York 
Fleet, Insurance Co. of North America, 
London & Lancashire. 

Also Meserole Group, National Union 
Fire, New Amsterdam Casualty, New 
York Underwriters, North British & 
Mercantile, Norwich Union, National 
Surety Corp., Pacific National Fire, 
Kansas City Fire & Marine, Royal- 
Liverpool Groups, Springfield Fire & 
Marine, Security, Travelers and Zurich. 

Also Insurance Underwriters, Atlas, 
Boston, Phoenix of Hartford, Preferred 
Accident, Royal Exchange, Standard Ac- 
cident, General Accident and United 
States Fidelity & Guaranty. 





AMERICA FORE DIRECTORY 

Kansas City, Oct. 14—The America 
Fore Group today issued its valuable 
directory of delegates and guests. This 
booklet, prepared by Advertising Man- 
ager Frank S. Ennis, is eagerly picked 
up by everyone here. 





PAPERS SENT BY PLANE 
Kansas City, Oct. 14—The New York 
Journal of Commerce is bringing its con- 
vention isues here by airplane and has 
them distributed early in the morning. 





PEARL QUITTING BAY STATE 





Manager Carlsson’s Announcement to 
Massachusetts Agents After U. S. Su- 
preme Court Ruling on Rehearing 

The Pearl is quitting Massachusetts. 
In 1922 a law was passed in that state 
to the effect that a U. S. manager of a 
foreign company must be a citizen of 
this country. Oscar H. Carlsson, U. S. 
manager of Pearl, is a British citizen. 
Commissioner Harrington insisted that 
an American citizen be appointed. Pearl 
fought the order and finally the litigation 
reached U. S. Supreme Court which has 
denied Pearl’s application for rehearing. 
Manager Carlsson in his letter to Mas- 
sachusetts agents said in part: 

“This litigation was undertaken by us 
in good faith because of the fundamental 
conviction that it was essential for us 
to know whether or not we had to 
change the entire structure and organi- 
zation of our management throughout 
the U. S. or be deprived of right to do 
business in Massachusetts. We felt that 
under the Federal constitution and treat- 
ies with Great Britain the Supreme Court 
of the United States would hold that 
such a statute violated the Federal con- 
stitution and the obligations imposed by 
the treaties. It has ruled otherwise and 
we, of course, are bound by its decision.” 





FIRST WAGE-HOUR CASE 


First court action against an insurance 
company under the Federal Wage and 
Hour Law was decided in U. S. District 
Court at Newark, N. J., this week when 
American Insurance Co. agreed to abide 
by the act. In common with other in- 
surance companies in all branches of the 
business the American of Newark con- 
tended. that it did not come under the 
law because it is not engaged in inter- 
state commerce. Conferences have been 
held between insurance groups and rep- 
resentatives of the wage-hour division at 
which some understanding has been 
reached as to employe classification. 
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OLD IN EXPERIENCE . . coSTRONG IN-ASSETS ..... EFFICIENT IN: SERVICE 


Backing the Local Agent 
—for 220 Years! 


‘Recocxranc the importance of the local Agent’s service in the 
community—even as early as 1721—the Royal Exchange was 
first to go indefinitely on record as an Agency Company by 
establishing a rule for itself that all insurance written in 
America must be cleared through the Agent in the community. 
This rule as written into the minute book of the Court of 


Directors in February, 1721, reads: 


“Resolved that no houses or goods be insured in 
America unless the Company has an Agent in 


the place.” 


Loyal to the interests of the American Agency System, 
the Companies of the Royal Exchange Group do not compete 
with their Agents but, adhering to the principles of an age-old 
tradition, render service and cooperation which makes each 


Agent of value to the assured. 





Through Peace and Wars 
Since 1720 


Boyal Exchange Group 


ROYAL EXCHANGE ASSURANCE 
PROVIDENT FIRE INSURANCE CO. 

The STATE ASSURANCE COMPANY, Ltd. 

CAR & GENERAL INSURANCE CORP., Ltd. 


111 JOHN STREET, NEW YORK 
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Camden and N. H. Fire 
Join the USAIG Pool 


AVIATION INSURANCE MANAGERS 





Open New Eastern and Southern De- 
partments; Granite State Fire 
New Associate Member 





United States Aviation Underwriters, 
Inc, announced this week the election 
into its membership of the Camden Fire 
Insurance Association, the New Hamp- 
shire Fire, and the latter’s affiliate— 
Granite State, as an associate member. 
Election of all three companies becomes 
effective on next January 1 with re- 
spect to new and renewal business, and 
their respective field forces have been 
advised of the new arrangement with 
USAIG as aviation insurance managers. 
It is expected that by next January 1 
or shortly thereafter USAIG will be 
equipped to issue policies in the names 
of the new members covering hull busi- 
ness produced by their agents. 

Addition of three new members brings 
total USAIG membership up to fifty- 
six companies, making it the largest 
aviation underwriting pool in the coun- 
try. Fourteen years ago last July the 
organization was formed with eight 
pioneering member companies under the 
management of David C. Beebe and 
Reed M. Chambers, respectively presi- 
dent and vice-president of United States 
Aviation Underwriters, Inc. 

New Eastern and Southern Depts. 

Simultaneous with announcement of 
the new members USAIG also made 
effective October 15 a readjustment of 
territorial supervision and the opening 
of two new departments—Eastern and 
Southern. In all there will be four de- 
partments, operating on their own. 

The new Eastern department, which 
had its formal opening this week at 
80 John Street, New York, is under the 
management of Henry W. Beers with 
Charles C. Compton as assistant man- 
ager. Both have been associated with 
USAIG since January, 1935. Leigh 
Lynch, a pilot and former special agent 
of a member company, is field super- 
visor of the Eastern department. 

The Southern department, which also 
opened this week, has as its manager 
H. Cecil Wasson with Caspar S. Whit- 
ner, Jr, as assistant manager. Mr. 
Wasson, who has been associated with 
USAIG for more than twelve years in 
Posts of responsibility is widely known 
M aviation and aviation insurance circles 
around the country. Mr. Whitner, resi- 
dent of Atlanta, joined USAIG last 
Spring and has been in the home office 
until recently. 

New Territorial Setup Explained 
Speaking of the new territorial ar- 
rangement President Beebe and Vice- 
President Chambers said in a field letter 
this week: 

Until recently part of the country was 
Supervised directly from the home office. 
- — to improve the service rendered 
th gents and brokers in the territory 
at would otherwise have continued to 
eee one from the home office, we 
an E esirable to not only create 
“astern department but to effect a 
devartayescParation between the Eastern 
heckes anh and the home office. As a 

. venience to producers who 

occasion to call on us in New 





Charles Liebowitz Will 
Observe Fiftieth Birthday 


Charles Liebowitz, president of Charles 
Liebowitz & Co., New York City, will 
celebrate his fiftieth birthday on October 
20. He has been in the insurance busi- 
ness for thirty-six years, having started 
as an office boy. Today he heads his 
own organization. 

Aside from insurance, Mr. Liebowitz is 
actively engaged in philanthropic and 
patriotic work. His friends in the in- 
surance business will celebrate his birth- 
day fittingly. 





York City, we have taken space for the 
Eastern department on the street level 
floor of 80 John Street in the same build- 
ing where the home office has been and 
will continue to be located. 

“On July 1 last we commenced our 
fourteenth year as managers of the 
USAIG and, as we look back over the 
years that have passed and all the amaz- 
ing changes that have taken place in 
aviation and aviation insurance, we feel 
a deep debt of gratitude to the many 
agents and brokers whose confidence we 
have enjoyed throughout and who have 
patiently and wholeheartedly cooperated 
with us in the pioneering of a new line 
of insurance.” 


driving privileges. 


lines placed through our office. 





The Answer to the Problem 


The Motor Vehicle Financial Responsibility Act, effective Janu- 
ary |, 1942, is New York State's answer to the problem of the 
financially irresponsible automobile owner or operator. After that 
date, those failing to meet accident obligations, will forfeit their 





Why not sell... 


the PAY-AS-YOU-RIDE idea? 


by using 


THE DEL MAR FINANCE PLAN 
How? 


By placing your automobile business with our office and 


deducting your FULL COMMISSION from the first payment. 
The DEL MAR PLAN applies to automobile and all other 


WHITE & CAMBY, INc. 


Edward |. White, President 
INSURANCE UNDERWRITERS 


41 East 42nd St., New York 


Midtown’s Leading Agency 


BROKERS TO HEAR MEALEY 





Motor Vehicle Chief Guest Speaker at 
Annual Dinner Oct. 22; Van Schaick 
to Preside; Pink to Speak 
Featured speaker at General Brokers’ 
Association’s sixteenth annual dinner 
October 22 at Hotel Astor, N. Y., will 
be Carroll E. Mealey. state commissioner 
of motor vehicles. He will speak on the 
new Page-Anderson financial responsi- 
bility law which becomes effective next 

January 1. 

Toastmaster of the dinner will be 
George S. Van Schaick, New York Life 
vice-president, one-time Superintendent 
of Insurance, and an address will be 
made by Louis H. Pink, who was Mr. 
Van Schaick’s successor in the office of 
Superintendent. General chairman of 
the dinner committee is Nathan Green- 
baum, and the attendance is shaping un 
as well as last year. One absentee will 
be Julius A. Cohen who is in Florida. 





MISSOURI OFFICERS RE-ELECTED 

The Missouri Association of Insurance 
Agents held its annual meeting on Mon- 
day at Kansas City and re-elected the 
following officers: president, Basil U. 
Sparlin, Springfield; first vice-president, 
George D. Clayton, Hannibal; second 
vice-president, J. H. Ashton, Kansas 
City; third vice-president, W. B. Walk- 
er, Cape Girardeau; secretary-treasurer, 
John J. O’Toole, St. Louis; executive 
committee chairman, William B. Welsh, 
Kansas City. 





H. VANCE GODBOLD TO WED 


The engagement of Miss Marv Martha 
Nokely of Richmond, Va., to H. Vance 
Godbold, Jr., vice-president of the H. V. 
Godbold Company, local agency of that 
city, has been announced. Miss Nokely 
is a daughter of the late John W. 
Nokely, for many years general auditor 
of the Chesapeake & Ohio Railway 


Company. The wedding is set for 


December 11. 
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INSURANCE STOCKS 
BOUGHT ® SOLD @ QUOTED 


HALL & TURNBULL 


Insurance Stock Specialists 
42 BROADWAY NEW YORK 


Tel. BO. 9-7303 








Buffalo Board Plans 
For 100th Anniversary 


DINNER-MEETING OCTOBER 29 





Superintendent Pink, Agents’ Associa- 
tions’ Heads, Municipal Officials 
to Speak 





Program for the 100th anniversary 
celebration of the Buffalo Association of 
Fire Underwriters at the Hotel Statler, 
Buffalo, N. Y., October 29, is announced 
by Frederick E. Wheeler, general chair- 


man. 

Invited as guests of the association and 
expected to speak briefly at the banquet 
are the president of the National Asso- 
ciation, the president of the New York 
state association, the presidents of 
severat-local boards, State Superinten- 
dent of Insurance Louis Pink, Mayor 
Thomas L. Holling, Police Commissioner 
Austin J. Roche and Fire Commissioner 
William R. Castimore. 

Mr. Wheeler emphasized, however that 
talks would be brief and informal and 
most of the evening would be devoted to 
entertainment. A nationally - known 
humorist is being secured and five en- 
tertainment acts will be featured. Danc- 
ing will follow. 

Mr. Wheeler said invitations have been 
sent to the president of each company 
represented by a board member, to 
every board member, to every special 
agent representing any of these com- 
panies, to the presidents of all locai 
boards in this territory, to the Erie 
County Agents Association, to the presi- 
dent of every casualty and surety com- 
pany represented by board members and 
to many others. 

Mr. Wheeler also announced that the 
Buffalo association will take full-page 
advertisements in the Buffalo news- 
papers to tell the story of the associa- 
tion and its work to the public. “We 
intend to capitalize to the utmost on 
the publicity which this event will bring 
us,” he declared. 

The following complete committee ap- 
pointments were announced for the 
event: 

Invitations: Charles M. Epes, chair- 
man; Ward McPherson, John L. Tier- 
non, Jr., Richard L. Wood and Charles 
Goettleman. 

Program; Jay W. Rose, chairman; 
Joseph L. Ruh, Albert Dodge, F. N. 
Maichloss and Edward Schenk. 

Dinner: G. Edwin Spitzmiller, chair- 
man; Norman Butler, Willard Stephan, 
Edward Liebel and George W. Leyon- 
mark. 

Entertainment: Gleason Lapey, chair- 
man; Jack Young, Herman K. Heussler, 
Edward Schabacker and Caryl Newell. 

Publicity; John W. Baird, chairman; 
Charles Wilson, Emil Clauss, W. H. 
Smith and William Kimberly. 





Simpson Firm Celebrates 


Eightieth Anniversary 


The William A. Simpson & Son agency 
at Philadelphia has just celebrated its 
eightieth anniversary. It is said to be 
the oldest agency in Philadelphia. It 
was founded by William Anderson Simp- 
son in 1861 and his son, B. Mitchell 
Simpson, was soon admitted to partner- 
ship. 

Edwin M. Simpson, present head of 
the agency, is grandson of the founder 
and is himself celebrating his fifty-sev- 
enth year in the insurance business. B 
Mitchell Simpson II, a great-grandson of 
the founder, is a member of the firm. 
The other members are William L. M. 


Heys, S. S. Buckholtz and E. M. Vokel. 
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Accompanying cut is of a fully equipped ambulance presented to the Canadian 
Red Cross as a gift of employes of the Insurance Company of North America and 
its affiliated companies and of Canadian employes of those companies. 

The ambulance is now at a port on the Atlantic Ocean awaiting shipment over- 


seas. 


The representatives of the Insurance Company of North 


America and its 


affiliated companies were enthusiastic in making this contribution. 





ALLEN TO SPEAK IN OHIO 





Home Vice-President a Banquet Head- 
liner; Superintendent Lloyd on 
the Program 

George E. Allen, vice-president, Home 
Insurance Co., and Milo J. Warner, past 
commander of the American Legion, will 
be banquet speakers at the meeting of 
the Ohio Association of Insurance 
Agents at Toledo, October 20-22. The 
banquet will be on the evening of the 
twenty-first. At luncheon that same 
day, Insurance Superintendent John A. 
Lloyd will speak. 

In the afternoon, E. L. Stephenson, 
Chicago, mid-West manager of Asso- 
ciated Aviation Underwriters, will speak 
on aviation insurance, and Max M. 
Fulks, Chillicothe, will conduct a rural 
agents’ skit, with following fieldmen par- 
ticipating: Edward C. Knoop, Jr., Home 
Insurance Co.; Barrie S. Curran, Con- 
tinental Insurance Co.; Mrs. Ethel Rich- 
ardson, Ohio Farmers Insurance Co.; 
and Charles D. Sokol, Columbus, Aetna 
Insurance Co. 

On Wednesday morning, October 22, 
James C. O’Connor, editor of the F. S. & 
A. Bulletins will act as moderator at a 
question and answer forum. The con- 
sultants will be: fire, John L. Meyer, 
Hartford Fire Insurance Co.; casualty, 
E. W. Sawyer, counsel, National Bureau 
of Casualty & Surety Executives; A. 
& H., J. M. Smith, vice-president, Con- 


tinental Casualty Co.; surety, Edward F. 
Foster, assistant secretary, Fidelity & 
Deposit Co., and inland marine, J. R. 


Rogers of Chubb & Son, New York. 


National Board Presents 


Print to Pres. Roosevelt 


To commemorate the seventieth anni- 
versary of the start of the Chicago con- 
flagration on October 8, 1871, an original 
colored lithograph by Currier & Ives 
depicting that event was presented to 
President Franklin D. Roosevelt by the 
National Board of Fire Underwriters 
last week. 

Acting on behalf of the National Board 
W. E. Mallalieu, general manager, in a 
letter to the President, recalled that this 
year marked the twenty-first anniversary 
of the first fire prevention proclamation, 
which was issued by President Wilson 
in 1920. President Wilson had been 
impressed by the vital importance as- 
sumed by fire prevention in connection 
with the Rewind prosecution of a suc- 
cessful war and of the need of the civil- 
ized world for American products to re- 
place the ravages of that war. 

Mr. Mallalieu said the print was pre- 
sented to President Roosevelt as a token 
of appreciation for the support which 
has been accorded the National Board’s 
fire prevention efforts by public officials. 


GAINES TALKS TO EXAMINERS 


New York Anmaialian Holds First Fall 
Meeting; Hear Chemical Fire 
Prevention Expert 
The Fire Insurance Examiners Asso- 
ciation of New York City held its initial 
meeting of the current season yesterday. 
Guest speaker was Robert P. Gaines, 
chairman, fire prevention committee, 
Hudson County (N. J.) Safety Council 
and chemical consultant to the fire de- 

partment of Northern New Jersey. 

An analytical chemist, Mr. Gaines has 
devoted much time to the study of fire as 
a chemical process. He is city chemist 
to the department of public safety, city 
of Bayonne, N. 

While many members of the associa- 
tion are serving in the country’s armed 
forces, their names are retained on the 
active list, with dues paid until a year 
after they return to civilian life. 

A new feature of the meetings is the 
awarding of a door prize at each meet- 
ing. The prize is an insurance book, 
the winner taking his choice from a list 
prepared by the association. 





Speakers Announced For 
Rhode Island Meeting 


The Rhode Island Association of In- 
surance Agents will hold its annual meet- 
ing on Tuesday, October 21, at the Turks 
Head Club, Providence. There will be 
three clinics in the afternoon. One on 
riot and sabotage covers will be con- 
ducted by E. A. Cordes, manager, en- 
gineering department, America Fore 
Group; another on depositors’ forgery 
bonds by William J. Purcell, assistant 
secretary, National Surety Corp., and a 
third on personal property floater by 
Donald C. Bowersock, vice-president, 
Providence Washington. 

At the banquet speakers will include 
T. Alfred Fleming, director of conserva- 
tion, National Board of Fire Underwrit- 
ers, and FE. C. Stone, U. S. general man- 
ager and attorney, Employers’ Liability. 
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Elwell to Speak Before 
New Jersey Field Club 


Edward W. Elwell, United States 
manager, Royal Exchange Assurance, 
will speak on Europe at the meeting 
of the New Jersey Field Club at the 
Robert Treat Hotel, Newark, October 
20. It will be a luncheon meeting, be- 
ginning at 12:30 p.m. 

John H. Campbell, Jr., and Walter F. 
Ficke, both of the National Liberty In- 
surance Co., have applied for member- 
ship, and their applications will be voted 
on at that time. 


SPEAKERS FOR MASSACHUSETTS 








Steele Announces Program for Spring- 
field Meeting of Agents; Harring- 
ton Will Speak 
The program for the fortv-second an- 
nual convention of the Massachusetts 
Association of Insurance Agents at 
Springfield, October 29-30, announced by 
Carroll K. Steele, chairman, forecasts a 

productive meeting. 

Headquarters will be at Hotel Shera- 
ton, the convention opening with a get- 
to-gether dinner and_ official welcome 
from the mayor, Hon. Roger L. Out- 
man. Francis R. A. McGlynn, presi- 
dent of the association, will preside. 

Dr. Hugh P. Baker, president of 
Massachusetts State College and Jerome 
Van Wiseman, director of public rela- 
tions and publications, National Asso- 
ciation of Insurance Agents will make 
addresses. 

Two sessions will be held the following 
day, the convention closing with elec- 
tion of officers. The local board break- 
fast opening the morning session, is in 
charge of C. Conrad Parker, secretary, 
Worcester Protective Department. The 
following speakers will participate in 
the day’s program—Charles F. J. Har- 
rington, Insurance Commissioner; Rob- 
ert B. McGaw, president, Hampden Sav- 
ings Bank, Springfield; Robert E. 
Brown, Jr., president, Insurance Adver- 
tising Conference; C. W. Van Beynum, 
publicity department manager, the 
Travelers; Ralph A. Cartwright, special 
agent, Hartford Fire; Charles E. Free- 
man, vice-president, Insurance Advertis- 
ing Conference and John W. Downs, 
general counsel, Insurance Federation of 
Massachusetts. 





PITTSBURGH INSURANCE CLUB 
The annual meeting of the Insurance 
Club of Pittsburgh will be held October 
20. Thomas J. Beagan, London Assur- 
ance, is chairman of the committee in 
charge. 





New Jersey Women to Hear 
Christie and Livingston 


The October meeting of the Insurance 
Women of New Jersey will be held on 
October 23 in the Essex House, Newark. 
Alfred Christie, newly elected president 
of the New Jersey Association of In- 
surance Agents will be guest speaker 
and Alan V. Livingston will talk on 
“Office Management.” 


DUNNING NAMED DIRECTOR 

Charles A. Dunning, a member of the 
board of the Liverpool & London & 
Globe and associated companies in Can- 
ada has been elected a director of the 
3ell Telephone Co. of Canada. 
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Heads American Society 
Of Technical Appraiser, 


ROBERT W. STEVENS 


Robert W. Stevens of Chicago, recent- 
ly elected president of the American So- 
ciety of Technical Appraisers, is well 
known to fire insurance men in the Mid- 
dle West. Born in the State of Wash- 
ington and educated in Seattle, he isa 
graduate of the University of Washing. 
ton. He entered appraisal work shortly 
after the last World War with the Gen- 
eral Appraisal Co. in Seattle and later 
went to Los Angeles, where for ten 
years he was southern California man- 
ager of the company. 

Later Mr. Stevens joined Earl P. 
Marshall in forming the firm of Mar- 
shall and Stevens. He is now in charge 
of the Chicago office, handling all Mid- 
Western operations for the firm. He is 
the author of the Stevens Valuation 
Quarterly, an appraisal manual published 
by the firm. Mr. Stevens was the first 
president of the southern California 
chapter of the American Society of 
Technical Appraisers. 


STUDIES MISSOURI CASE 








U. S. Department of Justice May Move 
Into Rate Litigation; Arnold 
Has Records 

Washington, Oct. 13—T. J. Pender 
gast, former political boss of Kansas 
City, and R. Emmet O’Malley, former 
Missouri Superintendent of Insurance, 
today failed to obtain a Supreme Court 
review of their contempt conviction and 
two- -year penitentiary sentences in con- 
nection with the fire insurance settle- 
ment. The case will now go to the 
United States Circuit Court of Appeals. 





The United States Department of 
Justice may move into the Missouri fire 
insurance rate litigation and Attorney 
General Roy McKittrick’s anti-trust pro- 
ceedings against 134 stock fire insurance 
companies. 

Records of the hearings that have 
taken place in connection with General 
McKittrick’s efforts to oust the com- 
panies from Missouri are now in the 
hands of Thurman Arnold, Assistant 
United States Attorney General in 
charge of anti-trust prosecutions. 

General McKittrick’s fight against the 
companies is an outgrowth of the 
famous 80-20 compromise of the fire in 
surance rate case litigation effected in 
May, 1935. 

Last week, Robert L. Hyder, assistant! 
to Attorney General McKittrick, spent! 
several days in Washington conferring 
with Mr. Arnold and his aides. Hyder 
has been devoting most of his official 
time to the ouster proceedings. 

Should the Federal government step !® 
any action it might take would affect 
several additional companies. 





ot 17, 194) 
a 
iety 

PPraisers 





INS 


ZO, recent- 
1erican So- 
rs, is well 
n the Mid- 
of Wash- 
le, he isa 
~ Washing- 
ork shortly 
h the Gen- 

and later 
e for ten 
yrnia man- 


Earl P. 
1 of Mar- 
in charge 
g all Mid- 
rm. He is 
Valuation 
| published 
s the first 
California 
Society of 


ASE 
lay Move 


rnold 


. Pender- 
»f Kansas 
y, former 
Insurance, 
‘me Court 
iction and 
Ss in con- 
ce. settle- 
‘o to. the 
r Appeals. 


tment ol 
ssouri fire 
Attorney 
trust pro- 
insurance 


hat have 
1 General 
the com: 
w in the 
Assistant 
neral i 
ns. 
rainst the 
of the 
e fire in 
fected in 


assistan! 
ck, spent! 
onferring 
;. Hyder 
is official 


nt step 10 
tld affect 


October 17, 1941 














Page 41 











Auhow Wayne’s father was an Indian 
fighter and a member of the Provincial 
Assembly, and his grandfather a com- 
mander of dragoons at the battle of Boyne. 
Born in Chester County, Penna., on Janu- 
ary 1, 1745, Anthony early showed mili- 
tary leanings. “What he is best qualified 
for | know not,” his uncle remarked. “One 
thing I am certain of, he will never make 
a scholar. He may perhaps make a soldier. 
He has already distracted the brains of 
two-thirds of the boys under my charge 
by rehearsals of battles, sieges, etc. ... .” 

Anthony became a surveyor in his home 
town and at the age of twenty was sent 
to Nova Scotia at the recommendation of 
Benjamin Franklin to locate a parcel of 
land granted by the Crown toa group of 
Pennsylvanians. He then returned to his 
home, married and succeeded his father as 
a representative to the General Assembly. 


Military Exploits 
Wayne was an ardent patriot and in 
1775 raised a regiment of volunteers, re- 
ceiving appointment as its colonel from 
the Continental Congress. After being 
wounded at the battle of Three Rivers, he 
received a brigadier’s commission and took 
command at Ticonderoga, soon.after join- 
ing General Washington in New Jersey. 
He was distinguished for valor at Brandy- 
wine, Germantown and Monmouth but 


‘Where Wayne 


reached the peak of his career at the cap- 
ture of Stony Point. While Washington and 
his army were in winter quarters at Valley 
Forge, Wayne succeeded in driving several 
hundred head of cattle and many horses in- 
to camp under the very noses of the enemy. 





7 }, 
Comm \ 


It was at this time that the British Major 
Andre wrote some verses to the tune of 
“Yankee Doodle” which concluded with 


the following:— 


But now 7 end my lyric strain, 
7 tremble whilst J show it! 

Lest this same warrior-driver Wayne 
Should ever catch the poet. 


Strangely enough, Major Andre, upon his 





capture, was delivered into the hands of 
“Mad Anthony” Wayne. 


Distinction 

Wayne cooperated with Lafayette in Vir- 
ginia and conducted successful opera- 
tions in Georgia after the surrender of 
Cornwallis. During his activities in the 
South (1782) his forces annihilated a large 
body of Creek Indians, Wayne killing their 
bravest chief, Guistersigo, in a hand-to- 
hand encounter. Early in his career a 
popular saying developed,“Where Wayne 
goes there is always a fight”. When he 
died in December 1796, Major-General 
Wayne was commander-in-chief of the 
Army of the United States. 

Wayne believed that it was the business 
of a young man to be trained in law or 
arms and that a young lady should be 
accomplished in the drawing room. He 
desired the education of his children to 
follow these lines. Q The Home, through its 
agents and brokers, is America’s leading in- 
surance protector of American Homes and the 
Homes of American Industry. 
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“Dean” McCord Reports Progress in 
Development of College Program 


Kansas City, Oct. 16—L. P. “Dean” 
McCord of Jacksonville, Fla., chairman 
f the committee on publicity and edu- 
cation, stated in his report to the con- 
vention today that his committee ap- 
proves the proposed educational program 
of the National Association as presented 
to the convention by Educational Direc- 
tor George W. Scott. He reported also 
definite progress in the development of 
the proposed American College of Prop- 
erty and Casualty Insurance. Continu- 
ing, he said in parts: 

“There will be no conflict whatsoever 
between the programs which include the 
local study groups, the short course 
school, the round tables and other plans 
of intensive study and the program of 
the proposed American College. The 
former activities will certainly be an 
aid to the development of the latter. 
Both will aid the creation of a desire 
for professionalizing the business of 
insurance. Both will cultivate a greater 
desire for self-improvement on the part 
of insurance men and women. 

“Many members of the rank and file 
of our established agents and their em- 
ploves may never be able to avail them- 
selves of the college program but if we 
can bring them into some form of 
organized insurance educational activity, 
we will thereby render a service that 
will result in better informed insurance 
men and improve the relationship of the 
institution of insurance with the public. 

State Educational Programs 

“We are gratified that an increasing 
number of state associations are develop- 
ing educational programs in their re- 


North Tells How New High 
In Membership Was Made 


With an all-time high in membership 
of 16,237 member agencies reached in 
August, Chairman David A. North of the 
membership committee, devoted his brief 
report to the convention to citing rea- 
sons for the steady increase achieved, 
saying: 

“This achievement in numbers has 
proven to the satisfaction of your com- 
mittee, the premise which we have pre- 
viously given—that membership can be 
built more solidly and more surely 
through the continual functioning of a 
live unit, than through sporadic, hit-or- 
miss, or high-pressure campaign methods. 
There has been very little evidence dur- 
ing the past year of the latter methods. 

“Rather, there has been considerable 
evidence that more and more local 
boards are becoming co-extensive, fol- 
lowing the pattern developed last year, 
of the minimum standards program for 
local boards; that leaders of state asso- 
ciations have developed and maintained 
programs designed for lasting benefit to 
their members; that the national execu- 
tive officers, through their unceasing 
efforts, have brought about accomplish- 
ments which have been hailed country- 
wide as tremendous forward steps. 

“It is these things, whether they be 
of local or national import, which have 
combined to make the work of the mem- 
bership committee easier. With the bur- 
den so spread the men who have been 
responsible for the increase in our na- 
tional membership have found it possible 
to talk to their prospects in their own 
neighborhoods and, by pointing out what 
our associations have done for them, and 
are continuing to do for them, have 
found that selling memberships is a 
comparatively simple matter. 

“The attainment of this new high 
in membership is not, therefore, the 
achievement of the membership com- 
mittee, nor of any particular group of 
individuals. It is so far-reaching and 
*'l-inclusive in its scope that, in all fair- 
nm no one person, state or region can 
he ngled out for more commendation 
than another.” 





spective states. We believe that under 
the direction of a full time director 
these programs will soon be conducted 
in every state in the Union. 

“In the report last year we referred 
to the advantage of breaking down the 
short course school into several groups 


basis for the division. In at least one past four years, and with the acknowl. 
short course school the group was di- edgement that the American insurance 
vided according to grades, there being agents will always recognize the Rains 
a class for employes, another for those to be made from further education, your 
agents and company men who had not committee believes that the day ‘my 
been attending the schools regularly, come when the more aggressive state 
and another for advanced students who associations may decide to employ , 
had earned three or more certificates full time educational director whose go; 
at previous schools. The idea tended duty will be to develop study groups 
to improve the work done and was very short course schools, round tables, anj 
popular among those who attended. to promote interest in the American 

“In all of the educational work being College of Property and Casualty Ip. 
done of whatsoever nature, we earnestly surance. The program can then be car. 
recommend that the standards of accom-__ ried to the largest possible number oj 
plishments be kept high and inviolate. agents and employes. This step mus 


or classes. Further experiments have _ Suggests State Directors come if the program is to reach the las 
been made sucessfully with a different “After reviewing the results of the small agent.” 
mmr vera 
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Arnold W. Knauth, New York City 
attorney, discussed the problem of avia- 
tion salvage at sea before the meeting 
of the Section of Insurance Law of the 
American Bar Association at Indian- 
apolis recently. He presented the view- 
point of the committee on admiralty 
and maritime law of the A. B. A. After 
tracing briefly the history of maritime 
salvage, which now operates in such a 
way as to encourage the man on the 
spot to risk his life and property in 
order to effect a rescue with the feeling 
of assurance that his reward will be 
fixed suitably by an admiralty court, 
Mr. Knauth treated the salvage question 
as it involves aviation. 

“The Vestris disaster in 1928 revived 
all the issues of the Titanic case,” said 
Mr. Knauth. “A new Safety at Sea 
Conference soon met in London, and 
adopted an elaborated scheme for co- 
ordinated effort, by means of radio, to 
assure effective aid for vessels in dis- 
tress and at the same time avoiding 
general dislocation of all shipping in the 
vicinity. The scheme, in a few words, is 
this: The vessel in distress sends her 
SOS. Every ship within hearing replies 
and states where she is and what ,she 
could do to help. The vessel in disfréss 
then states who shall come to help her, 
and lets the others go. The vessels thus 
summoned are then bound to go to the 
rescue; failure is punishable. If the 
distressed vessel does not do more than 
send an SOS, every vessel that hears 
her is bound to go. This rarely happens 
in peace times. 

_ “This scheme has worked satisfactorily 
for the past decade. The 1929 Conven- 
tion, like the 1910 Convention, has 
been adopted by practically every nation 
possessing a merchant marine. The 
present number of ratifiers and adher- 
ents is forty-eight. The U. S. A. has 
ratified; and Congress has amended vari- 
ous shipping and navigation laws to cor- 
respond. But Congress has not enacted 
any new general bill in connection with 
the SOS article, 45 of the 1929 Conven- 
tion. It is apparently considered that 
the Act of 1912, found in 46 U. S. Code, 
728, covers the case. The treaty may not 
be _Self-executing, as it contains in 
Article 1 an undertaking to give effect 
to its terms. Perhaps the Constitution 
gives it such effect as ‘law of the land’ 
without any enabling act. In that view, 
it regulates the conduct of private per- 
Sons inter sese. 

_ ‘The 1929 Safety Convention is an 
interesting example of a mixed treaty 
dealing partly with inter-governmental 
relations as to standards of ship safety, 
Inspection, and the like, and partly with 
Private law, as in the SOS article 45. 

Seaplane Held Not a Vessel 


“The next event occurred in 1932. 
A privately owned seaplane with pas- 
sengers and valuable movie and_ radio 
equipment fell on the coasts of Green- 
land. The passengers and equipment 
were rescued by a Scotch fishing boat 
and carried to Aberdeen. The Scotch 
Court there held that the fisherman was 
hot entitled to any reward at all because 
@ seaplane is not a vessel. The court 
said that the law of maritime salvage is 
strictly limited to vessels and_ vessel 
Cargoes. This was of couse an invitation 
to Parliament to enact a statute specifi- 
tally extending salvage principles to air- 
craft and aircraft cargoes and passengers 
Mm peril and assisted at sea. Parliament 
Promptly did so in the Act of 1936. Con- 
gress has, however, remained indifferent 














Knauth Discusses Problems of 
Salvage as Applied to Aviation 


to the idea of doing for us what Parlia- 
ment has done for the shipping public 
in England. 

“We now come to the last and pending 


step in this history. The Citeja—the 
official inter-governmental conference for 
the study of new projects for aviation 
conventions relating to private law—has 
for some years been of the opinion that 
an aviation salvage convention is desir- 
able, not to say necessary. It there- 
fore elaborated a draft convention which 
was repeatedly discussed and debated at 
its meetings. The matter was finally 
deemed ripe for diplomatic action in 
1938, and a suitably empowered diplo- 
matic conference was convoked at Brus- 
sels. It was well attended by delegates 
accredited by thirty-two nations, with 
seyen more present as observers. The 
Citeja text was thoroughly overhauled, 
considerably amended, and __ finally 
adopted and signed by eighteen delega- 
tions as a diplomatic convention. 

“It is now in final form for ratifica- 
tion or adherence by such states as care 
to ratify or adhere. The roar of war 
has not unnaturally interfered with this 
matter. The Belgian Government, which 
has custody of the text, is in exile. The 
machinery of protocol and ratification 
is now out of gear. The status of rati- 
fication today is that Italy, Mexico and 
Guatemala have completed the needful 
domestic formalities authorizing their 
diplomatic officers to deposit ratifica- 
tions. 

“In January and February of 1941 the 
U. S. Department of State held three 
informal meetings in order to collect 
views and opinions on which to formu- 
late its policy in this matter and decide 
whether or not to send the convention 
to the Senate for ratification. Spokes- 
men for Pan-American Airways and for 
insurance liabiliy underwriter groups ap- 
peared. The upshot seems to be a feel- 
ing that action now is not timely. 


No Barrier to Legislation 

“It is, of course, perfectly true that 
the present dislocation of the apparatus 
of protocol in Belgium prevents pro- 
gress through the ratification of the 
convention. However, we should legis- 
late first; and there is no barrier to 
legislation. England and Ireland legis- 
lated in 1936; we are already five years 
behind them in attending to this prob- 
lem. When peace returns—perhaps be- 
fore—we expect our greatest ocean air 
routes to run to Ireland and England. 
Certainly the domestic laws of salvage 
at both ends of that great route should 
be harmonious. This can as well be 
accomplished by acts of the respective 
legislatures as by literal ratification ot 
the convention through deposit of ratifi- 
cations. 

“Our friends at the other end have 
legislated to extend salvage principles to 
aircraft and air cargoes and passengers. 
We should certainly do the same. 

“The strongest objection to the pro- 
posed technique of organizing salvage 
rescues through radio, with the duty of 
ships and planes to respond according 
to the plan of action, comes from the 
managers of the long-range overseas air- 
lines. They say emphatically that the 
safety of present-day long-range over- 
seas flight depends at the present time 
on strict discipline, the organization and 
performance. of a positive routine of 
procedure, the careful preparation of 
flight plans, and their rapid and un- 
deviating completion. 


“The mechanical ma- 


limits of the 


chines now available impose these re- 
strictions, which are essential to the 
safety which we all observe to have been 
achieved in practice. The idea of im- 
posing a duty on the flight commander 
to disturb that basic routine and flight 
practince on receiving an SOS call, it is 
authoritatively stated, threatens the 
safety of long-range overseas flying by 
introducing an uncalculable factor; once 
the plane has delayed, or left its course, 
or expended an unexpected quantity of 
fuel, the flight procedure vital to safety 
is disrupted. 

“These statements must be heeded; 
some day there will be machines and 
disciplines which will permit the long- 
range planes to take their part in the 
work of salvage and rescue at sea; but 
for the present it seems clear that they 
must be excused from the duty to be 
imposed on the ships and on the gen- 
erality of aircraft able to respond to the 
duty and to the call. 


What U. S. Bill Can Do 

the legislative stage, 
readily be accomplished by 
two devices: The bill can 
authorize the Civil Aeronautics Bureau 
to make orders exempting specified 
routes, aircraft or operators of air serv- 
ices from the obligation to respond to 
an SOS call; or the bill can contain a 
proviso that the duty shall not be im- 
posed on the commander of any aircraft 
which is in flight, in accordance with a 
flight plan calling for an overseas non- 
stop flight of over, say, 1,000 miles— 
if it is desired to include the U. S.- 
Bermuda, Caribbean, Manila-Hong Kong 
and other such runs in the salvage sys- 
tem, or over, say, 500 miles—if it is de- 
sired to exclude those routes and confine 
the system to definitely coastal areas. 
The first suggestion has the advantage 
of flexibility and seems preferable. 

“A bill—S. 7—in this 77th Congress— 
has been introduced which substantially 
reproduces or paraphrases the Conven- 
tion text. For it is important to note 
that the Convention promises, in the 
very first article that governments which 
ratify or adhere will do what is neces- 
sary to bring their local law into con- 
formity with the Convention. It would 
be unwise for the President and Senate 
to ratify the Convention until it is cer- 
tain that the House and Senate will pass 
Acts of Congress amending our laws in 
suitable manner. The cautious course 
is to have the House and Senate pass 


“As we are in 
this can 
either of 


the bill first; then the Senate and Presi- 
dent can safely ratify the Convention 
and make the promise of compliance, 
knowing that the promise has already 
been performed. 

“As to the obligation to answer an 
airplane’s SOS, the idea is that the 
somewhat leisurely scheme of Article 45 
of the 1928 Safety Convention is not 
adapted to aircraft in distress. Up to 
the present, aircraft in distress at sea 
have rarely had the chance to send out 
more than a single distress call announc- 
ing the supposed latitude and longitude. 
There has almost never been time for 
vessels to reply and for the aircraft 
commander to select which vessel shall 
come to his aid, and to release the 
others. Consequently the Aviation Sal- 
vage Convention provides that the ships 
and aircraft which hear an airplane’s 
SOS shall consult among themselves and 
decide who is in the best position to go 
to the rescue. When this decision is 
reached, those not thus self-selected are 
free to resume their voyages. 

Limits on the Search 

“Corollaries to this problem are some 
limit on the search, because the fallen 
airplane, even if it remains afloat, is 
usually silent; and a statement of the 
corresponding duty of an aircraft com- 
mander to heed an ocean SOS from a 
ship or airplane. The argument is that 
the whole group of ships and aircraft on 
or over the sea is, by radio, a unit for 
purposes of rescue and salvage; all are 
in similar constant peril from wind, 
weather and waves, and when anyone 
get into trouble, all are bound to help 
or consider what they can contribute, 
each according to his means, skill and 
ability. The risk is common and the 
duties are mutual and reciprocal. Ships 
will not be content to be nurses for air- 


craft; nor will aircraft be content to 
mother the ships. 
“In the present state of the art of 


aviation, planes can seldom spare time 
or gasoline to go hunting a wrecked 
plane or disabled vessel; the duty of the 
aircraft commander has therefore pur- 
posely been hedged about and weakened 
to the point of vagueness. It is indeed 
hardly more than the present purely 
moral obligation to assist those in dis- 
tress, but is tied into the radio network 
of interchange of ideas and information 
among all ships and planes near the 
scene. If and when overseas aircraft 
become technically able to play a greater 
part, their duties will correspondingly 
increase.” 





Court on Oral Agreement 
To Pay For Marine Covers 


In a suit in admiralty by the seller 
of a vessel to recover for supplies on 
the vessel when title was transferred to 
the purchaser, for the balance of ex- 
pense of shifting the vessel to the port 
requested by the purchaser and for al- 
leged marine insurance premiums, the 
Federal District Court for eastern New 
York, Munson Line, Inc., v. Vervliet, 
39 F. Supp. 945, held that an oral agree- 
ment by the purchaser’s attorney-in-fact 
that the purchaser would pay for the 
supplies on board and for insurance pre- 
miums for the protection of the purchas- 
er pending transfer, and that the seller 
should have a maritime lien therefor, 
constituted a new promise. So the seller 
was not estopped from recovering for 
the supplies and the insurance premiums 
by the provision in the agreement of sale 
that the purchaser would pay for the 
extension of the seller’s existing P. & I. 
and hull, machinery, etc., policies of in- 
surance, which were shortly to expire, 
up to the time of delivery, or such min- 
imum time as the underwriters cover 
at the best reasonable rates through 
seller’s brokers. 

The agreement to pay the cost of in- 
surance was held “within the duty and 
power of the attorney-in-fact to protect 
the respondent’s interest by having his 
interest protected by insurance. In fact, 
a failure to do so would have been a 
grievous fault on the part of the attor- 
ney in fact of the respondent.” 


Marine Floater Forms Not 
For Cars Used on Highways 


The Joint Committee on Interpretation 
and Complaint, answering an inquiry 
covering motor vehicles, has made the 
following interpretation: 

“Motor vehicles designed for highway 
use and the following may not be in- 
sured under a marine or inland marine 
floater form of policy. 

“Auto homes. 

“Railway station and dock trucks. 

“Trailers and except 
when hauled by tractors not designed 


semi - trailers 


for highway use. 

“Snow plows constructed exclusively 
for such use. 
“Tractors 

for highway use. 

“The above is not intended to 
brace special automotive equipment not 
designed for highway use but for opera- 
tions at points where work is being per- 
formed, nor automobiles being hauled 
for others by public or contract carriers 
or being driven for others by drive-away 
contractors. 

“It should be noted that the omission 
of reference to the various items enumer- 
ated in amended interpretative bulletir 
No. 21 dated June 29, 1938, which 
superseded by this bulletin, does 
imply approval of these items.’ 
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Pink’s Compensation 
Report Creates Stir 


FINES FOR FIFTEEN COMPANIES 


But Five Cos., Charged With Equity 
Rate Violations on Interstate Risks 
To Seek Court Review 


The long awaited results of the work- 
men’s compensation insurance investiga- 
tion conducted by the New York In- 
surance Department were made known 
on October 16. Superintendent of In- 
surance Louis H. Pink submitted the 
Department's report to Gov. Herbert 
H. Lehman on October 14 and in his 
letter of transmission said that “the re- 
port will undoubtedly be of great in- 
terest throughout the country and should 
prove helpful in a constructive way.” 
Deputy Edward McLoughlin was in gen- 
eral administrative charge of the in- 
vestigation; Bernard Botein advisory 
counsel and Irvin Waldman attorney in 
charge. The report created a stir. 

As a result of the investigation fifteen 
insurance companies, including stock and 
non-stock, have been fined for direct 
violations of the rating provisions gov- 
erning workmen’s compensation of the 
insurance law of New York State. These 
are Bankers Indemnity—$500; Butchers 
Mutual Casualty—$2,000; Eagle Indem- 
nity—$3,500; Glens Falls Indemnity— 
$3,500; Globe Indemnity—$2,000; Mary- 
land Casualty—$500; Standard Surety 
& Casualty—$500; Sun Indemnity — 
$3,500; United States Casualty—$2,000 
and Zurich General—$500. 


Equity Rating Violations 


In addition, the Royal Indemnity was 
fined $1,500 and the Aetna Casualty & 
Surety, the Indemnity Insurance Co. of 
North America, the Liberty Mutual and 
the Ocean Accident & Guarantee, $1,000 
each. In the case of these five com- 
panies the violations involve equity rat- 
ing in connection with interstate risks. 
The imposition of the fines on those 
companies has been suspended by Super- 
intendent Pink in order to give them an 
opportunity to seek appropriate court 
review. 

The companies strenuously urged that 
the acts complained of affect rating in 
states other than New York and are not 
subject to review by the New York De- 
partment. It is the belief of the Depart- 
ment, on the other hand, that while the 
rate violations did affect coverages in 
other states the purpose was to offer 
a rebate in New York. 1t was also urged 
by the five companies that consideration 
should be given to the fact that these 
equity rating practices are not confined 
to their companies alone but are gen- 
erally followed in the business. 


Objective of Investigation 


The objective of the investigation was 
to analyze the underwriting practices 
followed by the companies in order that 
illicit practices and abuses might be re- 
vealed, and to offer suggestions as to 
how they might be eliminated or at least 
curtailed. Approximately seventeen com- 
panies were examined. One channel of 
inquiry necessitated making audits of 
the books of various assureds. This 
resulted in the development of additional 
premiums aggregating $437,318 repre- 
senting audits of one hundred and six 
risks. Twenty-two showed no variances 
from the true payrolls, but the remain- 
ing eighty-four had not been reporting 
correctly. Over a period of 2.7 years 
they had concealed $6,553,351 of payroll 
by reporting $7,485,632 instead of $13,- 
938,983. Of the amount so concealed, 


$5,242,259 in payrolls involving aggregate 


premiums of $408,967 was withheld 
through the use by employers of a 
double set of payroll records or books 
of account. The difference of $1,311,092 


was due to collusion between the as- 
sured and either the carrier or its 
auditor. 


In their report to the Superintendent, 
Deputy Edward McLoughlin, Mr. Botein 
and Mr. Waldman have listed nine 
recommendations. They follow: 


Recommendations 
1. The Superintendent of Insurance should 
form unit either as a 
part of the Rating Bureau or independent there- 


and set up a_ special 


from, whose function it shall be to examine 
without limitation, into underwriting practices 
of all lines of insurance of all companies, 


domestic and foreign. 

2. The Compensation Insurance Rating Board 

should make intense and comprehensive 

test checks of audits throughout the state and 

should expand its facilities to effect the same. 
3. Rate making associations formed pursuant 


more 


to the provisions of the Insurance Law should 
be required to keep and maintain a record of 
all complaints filed or lodged with them relating 
to a violation of the Insurance the 
State of New York. 

4, The wilful withholding or giving of false 
or misleading information required by and _ to 
the Compensation Insurance Rating Board or 
any other rate making association formed pur- 
suant to the of the New York In- 
surance Law, or to the Insurance Department, 
affect the rate or pre- 
chargeable to any group of 
constitute a the 
and be thereunder. 
Wherever coverage is extended by a com- 


Laws of 


provisions 


which will in any way 


mium assured or 


assureds should violation of 


Insurance Law punishable 


pany to an assured which directly or indirectly 
carries on operations in the State of New York 
as well as elsewhere, it should be required to 
file with the Insurance Department a statement 
setting forth details of the coverage, including 
the rates, charges and the exposure. 


Non-Partisan National Body 
6. A non-partisan national body or organiza- 
tion of a representation of participating and 
non-participating companies and such others as 
may be interested therein should be formed for 
the purpose of making a study of the entire 
rate administration situation 


workmen’s 


rate making and 


compensation and 
regulation of 
Association 
invited 
and 


in all states in 


assist in the 
The National 
Commissioners should be 
the formation 


other lines and to 


rates in all states. 
of Insurance 
to assist and cooperate in 
functioning of the body. 

7. Carriers should exercise great care in the 
selection of their auditors, school them at the 
commencement of their employment, closely 
their work, and pay them a wage 
commensurate the responsibility assumed 
by them. 

8. The supervision should be entrusted to at 
least one responsible officer of the company and 
the audits carefully examined and checked. 

9. Auditors should be required to enumerate 
and give a list of each and every book, paper, 
record, and every document examined 
by them, and reveal in detail the basis of 
the information and payroll reported. The audit 
should be verified and attested as to accuracy 
by the employer in writing. 


W. B. Clarkson Starts His 
45th Year With Travelers 


W. B. Clarkson, Travelers casualty 
manager in Newark, N. J., started his 
forty-fifth year with the company Oc- 
tober 16. He has occupied his present 
post since 1907. 


supervise 
with 


other 








ACTUARIES TO MEET NOV. 14 


Annual meeting of the Casualty Ac- 
tuarial Society will be held Friday, 
November 14, at Hotel Biltmore, New 
York. Program will be ready soon. 

















General Buildings 





WHEREVER YOU DRIVE the General 
Accident’s continent-wide organization offers ser- 
vice and protection that excel—the best that there 


is in automobile liability insurance. 


GENERAL ACCIDENT 


FIRE AND LIFE 
ASSURANCE CORPORATION, LTD. 


Philadelphia 














| Elected to High Post 








WALLACE J. 


FALVEY 


Wallace J. Falvey, first vice-president, 
Massachusetts Bonding, is well fitted 
for his new post as vice-president of 
the International Association of (Cas. 
ualty & Surety Underwriters, to which 
he was elected at White Sulphur Springs 
last week. This is the second highest 
office, a stepping stone to presidency of 
the association. C. B. Morcom, Aetna’ 
vice-president, who is International's 
newly elected president, can count on 
Mr. Falvey’s constant support. Besides 
this post, Wallace Falvey is chairman 
of the company advisory committee to 
the National Conservation Bureau; sec- 
retary of Greater New York Safety 
Council and a member of its executive 
committee and board. 


J. P. Coffay, Jr. Has Joined 
Amer. Auto’s N. Y. Staff 


John P. Coffay, Jr. joined the New 
York office of American Automobile this 
week as underwriting manager, having 
resigned as casualty manager of Mary: 
land Casualty’s New York office after 
sixteen years with that company. 

A native of Baltimore and educated at 
Johns Hopkins University, Mr. Coffay’s 
insurance career began in Maryland’ 
home office where he served in various 
underwriting capacities for eleven years. 
He came to New York in 1937. He has 
actively participated in training school 
work of the Maryland and has traveled 
extensively. : 


J. W. MAUSER’S NEW POST 








Joins Maryland Casualty’s N. Y. Office 
as Comp. and Liability Dept. 
Head; His Career 
Joseph W. Mauser, who has _ had 
many years’ experience in handling 
compensation and liability lines, joined 
the New York City staff of Maryland 
Casualty this week as manager of its 
compensation and liability department. 
He formerly held a_ similar post ™ 

Standard Surety’s home office. 

Mr. Mauser’s first insurance job was 
with Metropolitan Casualty in 1928 and 
after two years there he joined Norwich 
Union Indemnity as a compensation an 
liability underwriter. Thereafter he 
served the Bankers Indemnity in_ its 
New York branch office and Standard 
Surety & Casualty. 


TO HEAR RAY MURPHY 


Members of the Casualty Underwnt 
ers Association of New Jersey are look 
ing forward to the appearance at thei! 
October luncheon meeting of Ray Mur 
phy, assistant general manager, Associa 
tion of C. & S. Executives, date to be 
selected by Mr. Murphy. John H. Nolat, 
Aetna C. & S. manager in Newark, 1s" 
charge of arrangements for the meeting: 
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E. W. Sawyer 


(Continued from Page 34) 


jve liability insurance requires auto- 
matic coverage of the insureds activities 
wherever such activities are undertaken. 
To provide such coverage a comprehen- 
ive program must be acceptable in all 
sates.” Emphasizing this point the 
speaker said : 

“Without a policy acceptable in all 
states We Cannot give the public the 
grvice it should have. Whether we like 
or not, such a policy must conform 
to the requirements of regulated states 
and can be modified only so fast as the 
regulated states agree. 

“Companies which depart from the national 
program in non-regulated territory will gain no 
advantage because the organization companies 
can and will meet such competition if it is de- 
sirable to do so. The only result of such de- 
partures is to weaken the value of experience 
and to delay the time when we shall have a 
single policy, acceptable in all states and rea- 
sonably uniform practices under which com- 
prehensive liability insurance may develop with 
assurance of adequate and reasonable rates for 
the protection given,” 

A Few Principles Explained 

Helpfully Mr. Sawyer gave his opinion 
on a few principles involved in the com- 
prehensive liability program, “reasons 
for which may be a bit obscure” to use 
his own words. He explained first why 
qutomobile insurance is written in a 
separate policy. Reason is that some 
companies believed that the joinder of 
automobile and general liability in one 
comprehensive policy would make less 
reliable the resulting automobile experi- 
ence. This view, he said, has some sup- 
fort from insurance departments. Other 
companies believed underwriting con- 
siderations required separation. 

The speaker then answered the ques- 
tion: Why “bodily injury ... caused by 
accident” and said: 

“The available experience had been accumu- 
lated for the most part under policies which 
insured against ‘bodily injuries’ as distinguished 
from ‘personal injuries,’ and although not all 
policies had used the words ‘caused by acci- 
dent,’ investigation disclosed that claims had 
been handled qn that basis. It is feasible to 
insure against liability for ‘personal injuries,’ 
which includes liability for slander, libel, false 
arrest, invasion of privacy and other torts 
which cause a ‘personal’ but not necessarily a 
‘bodily’ injury. It is also feasible to insure 
against liability whether or not the injury is 
caused by accident.” 

As to the question “Why minimum 
policy premiums?” he explained that 
proper control over rates requires care- 
ful surveys and audits for comprehensive 
policies. Unless the premium is suffi- 
ciently large to warrant expense of care- 
ful preliminary survey and careful audit 
alter expiration, the work is likely to 


A. F. McCARTHY IN NEW POST 


Joins Accident & Casualty as Agency 
Supervisor; Chicago Manager of Mas- 
sachusetts Bonding Since 1936 

A. F. McCarthy, former Chicago man- 
ager of Massachusetts Bonding since 
1936 and well known in mid-West casu- 
alty-surety circles, started new duties 
this week with Accident & Casualty Co. 
as agency supervisor. Planning to de- 
vote considerable of his time to develop- 
ment of that company’s fidelity and sure- 
ty business, Mr. McCarthy will make his 
headquarters at its Chicago branch of- 
fice for the next four or five months, 
and will travel the mid-Western terri- 
tory. He will then transfer to the head 
office of Accident & Casualty in N. Y. 

Mr. McCarthy, thirty-two years in the 
casualty -surety end of the business, 
made his initial Massachusetts Bonding 
connection in 1922 in Chicago, occupying 
the position of resident assistant secre- 
tary from 1922 to 1929. For the next 
three years thereafter he was connected 
with the Rollo, Webster & Co. Chicago 
agency. He returned to Massachusetts 
Bonding in 1932 as assistant manager, 
and was promoted to the branch mana- 
gership in Chicago when Ogden David- 
son resigned. 

Mr. McCarthy made his start as an 
office boy for Hugo Dalmar & Co. agen- 
cy of Chicago in 1909. Later he saw 
service with Ocean Accident and the 
Rollins-Burdick-Hunter Co. agency. He 
has served as secretary and as vice- 
president of Chicago Surety Association. 





be superficial. Hence, the requirement 
that there be sufficient premium to war- 
rant proper handling of underwriting, 
rating and statistical phases. 

Mr. Sawyer next discussed “detailed 
declarations” explaining that in rate- 
controlled states “it is necessary to in- 
clude in declarations of all policies the 
detail of exnosures for which premium 
is charged. Insurance departments need 
and require same degree of detail in 
comprehensive policies. 

Finally, he made clear “Why the 1% 
charge for comprehensive insurance” ex- 
plaining that it is not, as is popularly 
supposed, for coverage of the so-called 
unknown hazard. He said: 


“There were two major reasons for the 
charge. First, several companies believed that 
in rate-controlled states a differential in rate 
was advisable to avoid charges of unfair dis- 
crimination; and, second, many companies felt 
that, because certain exposures would not be- 
come known unless accidents occurred, even 
though no one was dishonest, an additional 
premium was necessary. The adoption of this 
charge does not necessarily mean that it will 
remain a permanent principle of rating.” 





F. R. Potter 


(Continued from Page 23) 

tugs and his wife some expensive jew- 
dry; that they went South in the Win- 
ter, the plumbing had been in over ten 
years, and there was a large glassed-in 
porch, 

“We then emphasized under the ‘com- 
bination residence’ policy the sports lia- 
bility clause, the very broad burglary 
and holdup clause, including vacancy for 
‘x months, the water damage clause 
covering all leaks and breaks in the 
plumbing even while the tenants are 
away, and the complete glass breakage 
cause. Everything clicked with the 
Prospect and we had a three year pre- 
mum of $280. Since then the agent 
has been careful of his pre-approach 
work and is one of our best salesmen 
on ‘combination residence’ today. 
Principle No. 4—To create interest at 
{he start of your interview, nothing is 
more effective than asking him one or 
more leading questions. This method 
'S particularly helpful with cold canvass 
and when calling upon prospects with 
wiom you have had little previous con- 
tact. Always make the question such 
that they create interest and usually of 
a type that only you know the answer. 
Take automobile insurance for example, I 
have sixteen leading questions on ‘his type of 
Mstrance, but it is unusual to go beyond the 





first four or five before the prospect presses a 
button and asks his secretary ‘to bring in his 
policies. After looking at his automobile policy 
for a few moments with a sort of blank look 
on his face, he tosses over his policy for you 
to find the answers. From there on it is up 
to you. You know now what your competition 
is, the expiration dates, limits, ete. What a 
golden opportunity for a salesman. 


“Principle No. 5—Sell the gadgets. I 
talked with the leading salesman of a 
certain make of automobile in a large 
Eastern city and asked him concerning 
his sales technique. He said: ‘It’s the 
little things about the car that help the 
sale.’ 

“We have some perfect gadgets that 
go with every insurance policy. Take 
contracts and list all the extras or gad- 
gets and you will be amazed at how 
interesting your sales talk can become. 

“Insurance is an intangible product, 
but if you sell an insurance contract 
right, the prospect can really see and 
feel it, as well as if it were a pair of 
shoes or a suit of clothes. It is your 
job to know your contracts and bring 
out the best that is in them.” 





TWO WIN DOOR PRIZES 
Kansas City, Oct. 14—Charles W. Bol- 
linger of Newark, N. J., drew first door 
prize at today’s session. Second prize 
went to W. R. Mizelle of Birmingham, 
Ala., both at N.A.I.A. meeting. 


Mealey Tells Agents About 


Popularizing the New Law 


Speaking Wednesday before a group 
of New York agents of the Insurance 
Co. of North America and affiliated com- 
panies, Carroll E. Mealey, state commis- 
sioner of motor vehicles, outlined an edu- 
cational program probably “unprecedent- 
ed in the administration of a new stat- 
ute” which is aimed to give the public a 
clear understanding of the Page-Ander- 
son financial responsibility law. Already 
Commissioner Mealey has given two 
radio addresses regarding the new law, 
effective next January 1, and will ad- 
dress the annual dinner of General Brok- 
ers Association next Wednesday evening 
on the same subject. He told the North 
America agents that the press, the radio 
and outdoor advertising agencies have 
been enlisted in the state-wide effort to 
popularize the law 

After enumerating steps already taken 
toward familiarizing the public with the 
law Mr. Mealey said that Outdoor Ad- 
vertising Association has given 2,000 bill- 
boards and that beginning November 1 
a twenty-four-sheet billboard message 
will be posted in every part of New York 
State. It will depict an inspector of 
the B. of M. V. calling attention to these 
words: “Study the New State Law... 
Don’t risk your license to drive , 
Booklet at Service Station.” Further 
steps in the educational program will 
include spot radio announcements, re- 


NEW OFFICES FOR TRAVELERS 


Chicago Branch to Occupy Remodeled 
Quarters in Insurance Exchange 
Building October 20 
The twentieth of October will mark 
the removal day for the Chicago branch 
office of Travelers Insurance Companies 
to their remodeled offices in the Insur- 
ance Exchange Building, 175 West Jack- 
son Boulevard. The new quarters, com- 
prising approximately 40,000 square feet, 
include the entire third floor and half 
of the fourth floor. The offices are 
modern in design. Elevators have been 
enclosed and public corridor eliminated. 
Double windows with motor-driven ven- 
tilators have been installed and special 
treatment applied to the ceiling, insur- 
ing well ventilated and quiet working 

quarters. 

Offices of the management, agents and 
members of the cashier’s department will 
be consolidated on the third floor, while 
service departments such as those de- 
voted to claim adjusting, engineering 
and inspection, payroll auditing, medical 
and physiotherapy, will be grouped on 
the fourth floor. 

The Travelers is a pioneer lessee in 
the Insurance Exchange Building, the 
companies having taken a thirty-year 
lease in 1912. In twenty-nine years the 
space occupied has been almost doubled. 


corded dramatizations and_ speeches, 
newspaper articles, personal appearances 
of Bureau officials. 








Golf Winners at 


Thomas W. Earls, vice-president of 
the Earls- Blain Co., Inc., Cincinnati, 
emerged from the golf tournament com- 
petition at White Sulphur Springs’ cas- 
ualty-surety convention last week as 
winner of the Charles R. Miller trophy. 
This is the coveted prize of the tourna- 
ment and annually goes to the golfer 
getting the best low gross score for two 
days’ play. It was Mr. Earls’ first par- 
ticipation in the White Sulphur compe- 
tition, and he and other winners—as 
follows—received their awards from Golf 
Chairman John G. Yost, F. & D., at the 
annual convention banquet. 

First Day’s Play 

For the first day’s play, October 7, 
low gross winner among company men 
was George D. Mead, executive vice- 
president, Glens Falls Indemnity. Best 
low net score was made by Ray McGin- 
nis, president, Central Surety; second, 
Fred Rice; third, J. D. Williams, United 
States F. & G.; fourth, Harold Warner, 
United States manager, Royal-Liverpool 
Groups; fifth, F. H. Strickland, vice- 
president, New Amsterdam Casualty, and 
sixth, D. Claude Handy, vice-president, 
Fidelity & Deposit. 

Among the agents the best low gross 
score for first day’s play was made by 
George Blossom, Jr., president of Fred 
S. James & Co., Chicago, who has won 
the C. R. Miller trophy several times. 
Best low net score was turned in C. A. 
Abrahamson of Omaha; second, Paul L. 
Sisk of Tulsa; third, William T. Cline 
of Chicago; fourth, R. R. Brown, El 
Dorado, Ark.; fifth, Robert C. Knox of 
Hartford, and sixth, William A. Earls of 
Cincinnati. 

Second Day’s Play 

Low gross winner among company 
men for the second day’s play was Muil- 
ton R. Johnson, president and general 
manager, Pacific Indemnity of Los 
Angeles. First low net prize was won 
by Francis X. Malley, vice-president, 
American Re-Insurance Co.; second, 
Donald Falvey, secretary-treasurer, Mas- 
sachusetts Bonding; third, Theodore L. 
Haff, United States manager, European 
General Reinsurance Co., Ltd.; fourth, 
Donald St. C. Moorhead, vice-president, 
Employers Reinsurance Corp.; fifth, J. 
P. Hacker, vice-president, Standard Ac- 
cident, and sixth, H. F. Witsell, Amer- 
ican Re-Insurance. 

Low gross winner among the agents 
for second day’s play was E. R. Led- 
better of Oklahoma City. First low net 


White Sulphur 


winner was J. J. O’Connell of Boston; 
second, H. L. Farish of Oklahoma City; 
third, Wade Fetzer of Chicago; fourth, 
Thomas E. Braniff of Oklahoma City; 
fifth, Ralph Seiler, New York, and Fran- 
cis S. Carnes of Boston. 

Among the guests the best two day 
low gross score was turned in by 
Northrup Dawson of New Canaan. Conn 
Low net winners among executives of 
affliated organizations were Ray Mur- 
phy, Association of Casualty & Surety 
Executives, and Scott Harris, executive 
vice-president Joseph Froggatt & Co. 

Women Prize Winners 

Best low gross score in the women’s 
tournament, two days’ play, was that of 
Mrs. Carl Daniel of St. Louis. For first 
day’s play the low net winner was Betty 
Welton, daughter of Spencer Welton, 
Massachusetts Bonding, vice-president; 
second day’s low net winner was Mrs. 
Albert E. Thyselius, wife of Hooper- 
Holmes Bureau supervisor. Putting con- 
test was won by Mrs. Northrup Dawson. 

Following is a list of the prize donors: 

Vincent J. Armstrong, Jacksonville, McCrory, 
Armstrong & Waters; Frank A. Bach, Balti- 
more, president, F. & D.; J. M. Barkdull, Cin- 
cinnati, Barkdull & Guckenberger, general 
agents, Massachusetts Bonding; Frank R. Bell, 
Charleston, W. Va., president, Paterson, Bell 
& Crane Co.; C. M. Bend, St .Paul, president, 
Joyce Insurance, Inc.; George W. Blossom, Jr., 
Chicago, president, Fred S. James & Co. 


E. H. Boles, New York, president, General 
Reinsurance Corp.; Edward J. Bond, Jr., presi- 
dent, Maryland Casualty; C. C. Bowen, Detroit, 


president, Standard Accident; M. B. Brainard, 
Hartford, president, Aetna Casualty & Surety; 
Charles H. Burras, Chicago, president, Joyce & 
Co.; Henry Collins, New York, Un'ted States 
manager, Accident & Guarantee; M. P. 
president, Continental Cas- 
Corson, Hartford, president, 


Ocean 
Cornelius, Chicago, 
ualty; W. R. C. 
Hartford Steam Boiler. 

Also Vincent Cullen, New York, 
National Surety Corp.; B. M. Culver, New York, 
president, Fidelity & Casualty; W. G. Curtis, 
Detroit, president, National Casualty; Carl P. 
Daniel, St. Louis, Daniel & Henry Co.; E. As 
bury Davis, Baltimore, president, United States 


president, 


F. & G.; John A. Diemand, Philadelphia, presi- 
dent, Indemnity Insurance Co. of North Ameri- 
ca; T. J. Falvey, Boston, president, Massachu- 
setts Bonding; Wade Fetzer, Chicago, presi 
dent, W. A, Alexander & Co. 

Howard Flagg, Kansas City, president, Em- 
ployers Reinsurance Corp.; John H. Grady, 


(Continued on Page 49) 
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Fidelity @ Deposit Celebrates 
C. R. Miller’s 50th Anniversary 


Charles R. Miller, chairman of the 
board of the Fidelity & Deposit Com- 
pany of Maryland, completed fifty years 


of active service with his company, 
October 6. 
Mr. Miller’s anniversary was recog- 


nized by his fellow workers 1n an unusual 
way. Unknown to him, specially-de- 
signed pages had been circulating for 
some weeks in the home office depart- 
ments and among the company’s branch 


offices. On these pages the approxi- 
mately 1,200 individuals who comprise 
the F. & D.’s organization had been af- 
fixing their signatures in the order in 
which they came with the company. 
When all these signatures had been ob- 
tained, the pages were bound into heavy 
leather covers. 


front cover was a 
a sculptured like- 


Recessed into the 
gold plaque bearing 
ness of Mr. Miller. Inside the book 
and preceding the signatures was a 
page containing a hand-illuminated ex- 
pression of the esteem and affection in 
which Mr. Miller is held by the F. & 
D.’s officials and employes. This book 
was then placed on Mr. Miller’s desk, 
together with a vase of fifty yellow 
roses, so that it was the first thing he 
saw when he arrived at the office on his 
Golden Anniversary day. 


Was Legal Clerk 


Mr. Miller’s first position with the F. 
& D. was that of a legal clerk. He had 


previously served as a day inspector 
under the F. & D.’s founder, Edwin 
Warfield, during the latter’s tenure of 


office as surveyor of the port of Balti- 
more. Prior to that Mr. Miller had 
served for two years as deputy clerk 
of the Carroll County Circuit Court and 
as deputy register of wills of that 


county. A graduate of Western Mary- 
land College, Mr. Miller had studied 
law in the office of the late Judge 


Charles B. Roberts of Westminister, Md. 
and was admitted to the bar in 1884. 

In 1893, a department was formed to 
handle the company’s rapidly growing 
judicial business and Mr. Miller was 
placed in charge. He was elected a vice- 





CHARLES R. MILLER 


July 2, 1903 and assumed 
the company’s legal 
and claim activities. At the death of 
Mr. Warfield he was made first vice- 
president to fill the vacancy created by 
the election of Thomas A. Whelan as 
president. Mr. Miller, in turn, suc- 
ceeded to the presidency of the company 
in 1924 upon the death of Mr. Whelan. 
In June, 1941 he was elected chairman 
of the board to fill the vacancy created 
by the death of W. Bladen Lowndes. 
At the same time Frank A. Bach was 
elevated to the presidency of the com- 
pany. 

Mr. Miller plays a very active part in 
his company’s affairs and because of his 
long experience in the surety business 
his judgment on difficult underwriting 
problems is constantly sought by his 
associates. 


president on 
administration of 





PREFERRED ACCIDENT CHANGES 

Kenneth Waterbury, with the home 
office of the Preferred Accident Insur- 
Co. in New York for some time, 
transferred to Pittsburgh as 
underwriter of the mid-Western 
department. 3ruce Burt, formerly in 
charge of underwriting at Pittsburgh, 
has been assigned to the Northwestern 
Pennsylvania territory as special agent. 


ance 
has been 


chief 





ASSOCIATION’S NAME CHANGED 

The name of the Rock Island (IIl.) 
Board of Fire, Casualty & Surety Under- 
writers has been changed to the Rock 
Island Association of Insurance Agents. 
The change was made to comply with 
the request made recently by the Na- 
tional Association for uniformity in 
names of local boards. 





OBSERVES 25TH ANNIVERSARY 
William F. Bogardus of the Aetna C. 
& S. liability claim department observed 
his twenty-fifth anniversary with the 
organization several weeks ago. 
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R. L. NEPTUNE DEAD 

Robert L. Neptune, associate manager, 
metropolitan N. Y. branch office, Amer- 
ican Surety, died on October 8 after 
a brief illness. He was 50 years old, a 
popular figure along William Street. 

Mr. Neptune started with the com- 
pany on June 1, 1908. Among the posi- 
tions which he held were production 
manager of the company, to which he 
was appointed in November, 1921, later 
hecoming production manager of the 
New York Casualty, affiliate of Ameri- 


can Surety. 


Editor Warns of State 
Fund Threat in Mass. 


F. L. ARMSTRONG’S EDITORIAL 





Urges Private Insurance to Launch Cam- 
paign Against Monopolistic Measure; 
Will Be Voted Upon in Nov., 1942 

Declaring that the Massachusetts Fed- 
eration of Labor “is already laying its 
battle lines” to make the monopolistic 
compensation fund a law at the polls in 
November, 1942, Frank L. Armstrong, 
editor of The Insurance Age-Journal, 
Boston, has published in his October is- 
sue a strong editorial in which he calls 
upon insurance executives “to awake 
from their lethargy” and fight the state 
fund threat. A separate organization 
should be immediately set up, in his 
opinion, to inaugurate an educational 
program which will combat labor's at- 
tempt “to divert millions from private 
insurance channels into state coffers.” 
The public must be shown the worth- 
while contributions made by the insur- 
ance business to the nation’s and state’s 
economic structure and the part it plays 
in the well-being of the man in the 
street, Mr. Armstrong emphasized. 

Petition Has 25,000 Signatures 

Facts in the situation are as follows: 
The Massachusetts Federation, affiliated 
with the American Federation of Labor, 
presented an initiative petition to the 
current session of the legislature calling 
for a state fund. Both branches turned 
it down. The petition, bearing 25,000 
signatures, now automatically goes on 
the ballot at the next general election. 

“Massachusetts’ 2,279,000 voters will 
decide whether workers in this state 
will be best served through a monopo- 
listic state fund or through private in- 
surance companies,” Mr. Armstrong de- 
clared. He also pointed out that of 
thirty initiative petitions, only seven have 
been defeated by a “no” vote, such as 
will be required if insurance companies 
are to win. 

He saw in this petition a definite pub- 
lic trend which may spell disaster for 
the insurance business if it is not suc- 
cessfully checked. Thus, every branch 
of insurance must participate in the pro- 
gram to defeat the state fund. Other- 
wise, if labor is successful in Massachu- 
setts, the A. F. of L. will throw its 
4,500,000 members behind a drive to make 
it a law in every other states, “quickly 
following with a program to have the 
states take over other forms of insur- 
ance.” 

The editorial further stresses that 
while the insurance business has done 
little to set up a program in the four 
months since the legislature turned down 
the petition, labor is enlisting the active 
support of its 250,000 Massachusetts 
members—nearly 10% of the state’s reg- 
istered voters—and raising a war chest 
by assessing its members 1% of their 
monthly dues. 

Mr. Armstrong also is of the opinion 
that stocks and mutuals must fight side 
by side in this common cause. 
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$1,500,000 PERFORMANCE BOND 





That and L. & M. Bond Issued by Amer. 
ican Bonding Through Hoey, Ellison & 
Frost, Inc., on Manhattan Tunnels 

The American Bonding through its 
general agents in New York, Hoey, El 
lison & Frost, Inc., has executed a per- 
formance bond of $1,500,000 and a labor 
and material bond of the amount 
the construction of 


same 
in connection with 


the Manhattan Tunnels of the Brook: 
lyn- Battery vehicular tunnel system. 
Mason & Hanger Co., Inc., New York 


successful bidders, the 
amount of the contract being $13,948- 
619. Sixteen other companies are par- 
ticipating in the bond as co-sureties. 


City, were the 


TRAVELERS MAKES CHANGES 
Promotes Montgomery at Manchester; 
Appoints Fenn at Toledo; 
Transfers Butler 
F. Ray Montgomery, who has been 
assistant manager of the casualty de 
partment of the Travelers Insurance 
Co.’s branch office in Manchester, N. H, 
since January 1, 1936, has been promoted 
Mr. Montgomery, 4 


native of Rochester, N. Y., joined the 
Travelers organization as a field assist- 
ant in May, 1927. 

Also announced by the 
appointment of William H. 
assistant managership of fidelity and 
surety lines at the company’s Toledo 
branch. Mr. Fenn, a graduate of the 
University of Oklahoma, for nine yeafs 
has been associated with the United 
States Fidelity & Guaranty Co. at Okla 
homa City, where, during the last three 
and one- half years, he has been super 
intendent of its bonding department. 

Edward L. Butler, Jr., who came t 
the Travelers in November, 1938, as 4 
field assistant in the casualty department 
of its Bridgeport, Conn., branch office 
has now been transferred in that capac 
ity to his home city of Portland, Me 
Mr. Butler is a graduate of the Univer 
sity of Maine. 


to its managership. 


Travelers is 
Fenn to the 





FIELD DAY AT BALTIMORE 


The annual fall field day of the Bak 
timore Casualty & Surety Club, which 
is headed by Emile E. Kolb, was hel 
yesterday at the Rolling Road Club, neat 

3altimore. Golf and other sports occu 
pied the afternoon, and dinner Wa 
served in the evening. The committee 
in charge was headed by E. J. Coolahan, 
assisted by M. L. Deen, J. O. Honey: 
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well, H. F. Kreutzer and H. C. Nuttle. 
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The National Association of Casualty 
Surety Agents, now at the peak of its 
influence and with membership of well 
over 500 as a result of its Spring mem- 
pership drive under chairmanship of Vin- 
cent J. Armstrong of Jacksonville, held 
one of its best get-togethers | at White 
Sulphur Springs last week. There were 
many new faces among those present, 
and one of their members, Thomas Earls 
of Cincinnati, captured the Charles R. 
Miller trophy in the golf tournament, 
having the best low gross score for two 
days’ play. 

On its closing day the National Asso- 
cation—with William D. O’Gorman of 
Newark in the chair for his final appear- 
ance as president—adopted an eleven- 
point working code which will serve as 
aguide for the organization during the 
coming year. It is a far-reaching plat- 
form, deserving of the careful study of 
both agents and company executives. 
The code as adopted reads as follows: 

Eleven-Point Working Code 

1. Elimination of the “interceptor of 
commissions” through strict agency qual- 
ification. 

2, Elimination of the “political rack- 
eteer” in insurance. 

3. Elimination of general agency com- 
missions to those who are purely pro- 
ducers and whose work consists solely 
in the selling of the contract. 

4, A clear-cut definition of one war- 
ranted in receiving general agency com- 
missions, this person being defined as 
an agent “who completely services the 
business without home office expense.” 
5. Establishment of a uniform coun- 
ersignature law. 

6. Determination on the part of all 
companies of the capital stock variety 
that they will not appoint as agents any 
agency representing a mutual company 
and that they will themselves not deal 
with mutuals. 

7. Consolidation of inter-company or- 
ganizations to avoid overlapping of func- 
tions, 

& Revision of existing acquisition cost 
rules toward the end that two grades 
o% commissions shall be paid, one for 
the producer who is strictly the seller 
o insurance and one for the agent who 
8 truly the supervising general agent, 
whether or not he produces business. 
9. Establishment of a comprehensive 
public relations plan. 

10. Equalization of branch office cost 
and that of the supervising agent. 

I. Grading of agency commissions on 
all high bracket premiums with a ratable 
reduction in home office expense loading. 
Commends Stock Company Position 

on Taxation 

Giving cognizance to the stand taken 
oe the Association of Casualty & Sure- 
¥ Executives on eaual taxation for 
‘commercial mutuals, the general agents’ 
‘sociation in another resolution com- 
mended the executives’ association for 
i's Position in this respect. This gave 
added emphasis to the stock company 
sition, as argued by Ray Murphy, as- 
‘stant general manager, executives’ as- 
Fg before the U. S. Senate’s Fi- 
ommittee that commercial mu- 
be should be taxed on the same basis 

€ stock companies. 
a peents’ association also extended a 
ot thanks to The Insurance Advo- 








sate, New York, and to Charles S. Ros- 
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{1-Point Working Code Adopted by 
National Association of C.QS. Agents 


Contains Clear-Cut Definition of Who Should Receive General 
Agency Commission; Acquisition Cost Changes Sought; 
Association at Its Peak 


ensweig, its managing editor, “for the 
svlendid articles substantiating this po- 
sition.” 


Other Action Taken 


As announced in The Eastern Under- 
writer last week, the general agents re- 
affirmed its 1940 resolution calling for a 
study of graded commissions in the 
larger premium brackets. This would 
involve the services of an independent, 
nationally known firm of C.P.A.’s which 
would be charged with determining the 
cost of doing business both in branch 


offices and general agencies. The find- 
ings of this study would be used as the 
basis for a ratable scale of commissions 
and home office expense loadings. 

With the exception of one provision, 
the general agents approved the counter- 
signature agreement entered into last 
November by the National Association of 
Insurance Agents and the Association of 
Casualty & Surety Executives. They 
objected to the compensation to be paid 
to the countersigning agent, and re- 
affirmed their own position of long 
standing that the countersignature fee 
should be left to private contract be- 
tween the producing agent and the coun- 
tersigning agent. 

Lew Webb Speaks at Kansas City 

Lew H. Webb of Chicago, newly elect- 
ed president of the National Association 
of Casualty & Surety Agents, went from 
White Sulphur to Kansas City where he 
is this week making his first appearance 
in his new capacity. He delivered his 
message to the N.A.I.A. on Monday and 
it was well received. 





O’BRIEN ON PACIFIC COAST 

F. E. O’Brien, secretary of the Fidel- 
ity & Casualty Co., New York, was a 
visitor in Los Angeles recently, the guest 
of Manager Paul L. Emme. He also 
visited San Francisco. 


OKLAHOMA CASUALTY SCHOOL 


President Phillips, Capital Stock Coun- 
cil, Announces List of Lectur- 
ers for Institute 
T. Ray Phillips, president, Oklahoma 
Capital Stock Insurance Council, an- 
nounces the list of lecturers for the Fall 
casualty institute November 17-21, at 
Oklahoma City, with Addision Sessions 

as chairman, as follows: 

Theodore W. Bethea, Oklahoma City; 
Hugh D. Combs, vice-president, United 
States Fidelity & Guaranty Co.; Homer 
D. Sherwood, assistant superintendent, 
agency and field service, Travelers In- 
demnity Co.; A. R. Nickerson, automo- 
bile manager, Maryland Casualty Co. 

Also, Herman Egloff, manager, New 
Orleans office, Employers’ Liability As- 
surance Corp.; H. G. Mildrum, compen- 
sation and liability department, Hart- 
ford Accident & Indemnity; R. E. 
Sturgess, assistant secretary, Standard 
Accident & Indemnity; E. H. Luecke, 
superintendent, casualty division, Fidel- 
ity & Casualty Co.; Simon Hughes, as- 
sistant manager, Maryland Casualty. 

Also, Calvin Soriero, assistant to 
agency director, National Surety Corp.; 
Albert H. Russell, American Surety 
Corp.; J. Dillard Hall, assistant agency 
director, U. S. F. & G. 
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Echoes From White Sulphur Springs 


By Spencer Welton 


Peripatetic Vice-President, Massachusetts Bonding 


Doing a human interest reportorial job on the annual White Sulphur Springs 


casualty-surety gathering, 


pencer Welton, peripatetic vice-president, offers on this page 


sidelights on many of the personalities present, their hobbies and their convention activi- 


ltes. 
ittending this convention, 
Vr. Welton writes: 
Special happiness comes to Thomas 
Earls, Cincinnati agent and a son of 
William A. Earls, in this year’s winning 
of the Charles R. Miller cup, since Mr. 
Miller on October 1 celebrated the fif- 
tieth anniversary of his entry into the 
business family of the Fidelity & De- 
posit Co. of which he is now board chair- 
man. * * * It was a big moment for Tom 
at the banquet—as he received the 
award—and Mr. and Mrs. Earls were 
suffused with pride in this honor ac- 
corded one of their twin While 
conceding the golfing ability of said 
twin, your reporter contends that he 
showed greater skill when he won the 
very lovely lady who is his bride. * * * 
Did you know that Mrs. Donald 
Falvey and her winsome small daughter, 
Miss Gail, were recent winners in the 
Parent and Child tournament held at 
the Tedesco Country Club, Swampscott, 
Mass. * * * And speaking of golfing 
prowess, Frank A. Bach, president, 
Fidelity & Deposit, referring to his hole- 
in-one shot made recently at Poland 
Spring, Me., says modestly: “I calcu- 
late that I have taken 104,000 golf 
strokes in my various games so why 
shouldn’t one of them have been per- 
fect? * * * 
Orchids for O’Gorman and Diemand 
William D. O’Gorman, Newark, N. J., 
and John A. Diemand, Philadelphia, both 
retiring as presidents of their respective 
organizations, do so with the warm re- 
gard and great appreciation of those 
whom they have served well. * * * Of 


sons. 


great significance was Mr. Diemand’s 
presidential address entitled “Resistance 
to Change” and forthright was Mr. 

+ * « 


O’Gorman’s convention message. 

Cliff C. Jones, Kansas City, retiring 
as executive committee chairman of the 
general agents’ association, reveals here- 
tofore unsuspected talent as a prestidigi- 
tator via highly mystifying manipula- 
tions of various coins. Later in the 
week, same Mr. Jones gathers up and 
convoys special railroad carloads of con- 
ventioneers from White Sulphur to 
Kansas City, his home town, to attend 
forty-sixth annual convention of the 
National Association of Insurance 
Agents. Mr. Jones, acting in the protean 
roles of host, past president of NAITA, 
general agent and an officer of the 
Kansas City Fire & Marine, is, as al- 


Some of the celebrities at the White Sulphur Springs casualty-surety convention, reading left to ri 
Blackall ; Mrs. Paul F. Jones and Paul F. Jones, Director of Insurance of Illinois; Lieutenant General Be 
International Association’s retiring president, at joint session; Commissioner John B. Gontrum of Maryla 


Annually Mr. Welton contributes this page and it is popularly recetved by those 
Under the heading of “Echoes from White Suiphur Springs” 


ways, effortlessly equal to these extra- 
ordinary demands upon him. * * * 
Bill Dunn Approves 

Did you know that Harold Warner, 
United States manager, Roval-Liverpool 
Groups, is a skillful amateur magician? 
“Keeping the common touch” he per- 
formed various card tricks in the Green- 
brier’s lobby, to the delight and aston- 
ishment of various informal groups. 
Highly Skilled Amateur Magician Bill 
Dunn of New York, viewed these pro- 
ceedings with interest and open approval. 

Good Companion Jim Sydnor, Kansas 
City, uses the interim between the White 
Sulphur meeting and the Kansas City 
convention to motor with Mrs. Sydnor 
to visit Williamsburg, Va. * * * 

An engaging feminine trio of Hart- 
ford, insurance affiliates: Mrs. William 
Ingraham, the gracious matriarch; her 
daughter, Mrs. Porter B. Chase, socially 
and insurance-wise “top drawer,” and the 
tall and lithesome granddaughter, Miss 
Judith Allen, who has forsaken a 
debutante’s career to do social service 
work in Boston. * * * 

Women Golf Winners 

Add to list of concurrent anniversaries 
the birthday of Mrs. Carl Daniel of St. 
Louis, whose golfing prowess keeps even 
her talented husband’s head down in the 
effort to avoid defeat over an 18-hole 
course. She had the best low gross score 
in the women’s tournament. * * * Add 
to modest suffusions with pride the de- 
meanor of this reporter as his child, 
Jetty Welton of New York, was also 
presented with a prize for acquitting her- 
self ably in same tournament. * * * 

The lefthanded golfing contingent is 
mightily enthused over the latest addi- 
tion to its ranks—the tall and graceful 
Mrs. A. E. Thyselius, Madison, N. J., 
who presented such an attractive figure 
on the golf course that her score is a 
matter of indifference to those who see 
her. But she, too, won a prize in the 
women’s tournament. Did you know that 
her husband, Al, who is with Hooper- 
Holmes Bureau, is grandson of a Swed- 
ish Prime Minister? Your reporter is re- 
minded of the regretted absence of the 
always exquisitely attired Mrs. J. Charles 
King, whose husband heads the sales 
division of Hooper-Holmes Bureau. * * * 

First-Time Visitors 

Among this vear's first-time 

is Dr. Paul Thorin, general 


visitors 
manager, 


& Casualty Co., Winterthur, 
Switzerland, accompanied by United 
States Manager Ogden Davidson and 
Mrs. Davidson, New York. * * * Morton 
Jones, president of the Kansas City Fire 
& Marine, and simultaneously president 
of the Chamber of Commerce, who is 
said to be doing splendid work in assist- 
ing in the civic rehabilitation of that 
city. * * * 

Add first-time visitors—Mr. and Mrs. 
Alan E. Boles, General Reinsurance 
Corp., New York, who remind us, but 
pleasantly of course, that the next gen- 
eration is upon us. * * * Mr. and Mrs. 
L. E. Dimmette of Lenoir, North Caro- 
lina, are also here for the first time, 
and so are Mr. and Mrs. Thomas J. 
Hogan of New York City, he the head of 
a flourishing agency as is Mr. Dimmette 
in North Carolina. They all win places 
for themselves in the regard of those 
who meet them, and create the hope that 
they will return regularly hereafter. * * * 

Reminiscent of the recent baseball sea- 
son, it is interesting to note that Mrs. 
Albert Thompson, who with her hus- 
band were the guests of Mr. and Mrs. 
Stewart Anderson of Baltimore, is a 
daughter of Med Hanlon, manager of 
Baltimore Orioles when that famous 
team was at its pinnacle. Mrs. Thomp- 
son herself has a son who is married to 
the granddaughter of the late Wilbert 


Accident 


Robinson, a famous manager of the 
Brooklyn Dodgers. * * * 
Fisherman Glenn Charlton 
Glenn Charlton, Lawrence, Kansas, 


who has one of the relatively few big- 
territory general agencies extant, is one 
of the most highly skilled fishermen in 
the Mid-west, and has the trophies to 
prove it. * * * 

Arthur J. Rouillard, New Hampshire 
Commissioner, learned insurance “the 
hard way” through the medium of a 
successful agency in his native state. * * * 

Ralph Alexander, first deputy, Penn- 
sylvania Department, is another highly 
regarded Insurance Department execu- 
tive who went into his present office by 
way of a big Pittsburgh agency. * * * 

Mind’s eye  fantasy—Mrs. Robert 
Knox, Hartford, strolling through a 
country lane, attired in smart tweeds, 
tailored hat, swinging a stout stick and 
followed by a setter dog. * * * 

Speaking About Hats 

This column counts among its triumphs 
the discarding by Al Abrahamson, 
Omaha agency leader, of his faithful if 
unlovely companion of many years— the 
once white golf hat and an introduction 
on this occasion of the latest thing in 
golf chapeaux. * * * And speaking of 
hats, and with no wish to perpetrate a 
pun, no one denies that the crowning 





sartorial effect of the entire White 
Sulphur meeting was the piratical look. 
ing golf bonnet worn by Sanford B 
Perkins, secretary of the Travelers. *#: 

Aladdin’s Lamp wish: A good dance 
band, an uncrowded floor and the more 
than adequately attractively Mrs, Marion 
as a dance partner. * * * 

Otto Patterson, vice-president, Amer. 
ican Automobile, St. Louis, — though 
wholly an amateur entertainer, hag the 
skilled technique of an oldtime vaude. 
villian, * * * 

The passionate insistence of this re. 
porter that once upon a time in playing 
golf he used to give strokes to Claude 
Handy, president of the American Bon¢- 
ing, Baltimore, is received with open 
incredulity by all who hear the state. 
ment particularly as Mr. Handy’s name 
is found high on the list of prize 
winners. * * * 

Mrs. Charles Burras, Chicago, beauti- 
fully explains “The Educated Heart,’ 
completely and _ characteristically u- 
knowing that the attributes she de. 
scribes are those chiefly conspicuous in 
herself, * * * 


Harry H. Fuller Busy As Photographer 

Here, there and everywhere was Harry 
H. Fuller, Zurich’s deputy United States 
manager, who truly works hard at his 
pet hobby of taking candid camera shots 
of convention personalities, some of 
which adorn this page. * * * 

Mrs. Tom Braniff, Oklahoma City, a 
lovely lady too long away from our 
meetings, received with genuinely joyous 
acclaim on all sides. * * * And did you 
spot her picture and Tom’s in the current 
issue of Life Magazine? Did you ‘also 
know that the airline system over which 
Tom Braniff is czar, and which bears his 
name, now flies an average of 1800) 
miles a day? * * * 

Those in the know declare that Dick 
Brown, United Insurance Agency, E 
Dorado, Ark., is well on his way to 
becoming an oil millionaire. * * * 

Among Commissioners Present 

Great regret that Charles F. J. Har- 
rington, Sommissioner of Massachusetts, 
had to terminate his White Sulphur vist 
early in the week to return to Boston 
on official matters, but general happiness 
that Mrs. Harrington could remain ovet. 
* OK OK 

This reporter insists that correct pfo- 
nunciation of the first name of Louis H 
Pink, able Superintendent of Insurance 
of New York, is not “Lewis” as it is 
so often pronounced, but to paraphrase: 
by any name he is outstanding among 
Insurance Department officials. * ** | 

Commissioner John C. Blackall 0 
Connecticut emerges triumphantly 4 


ght: Commissioner John C. Blackall of Connecticut and Mr 
n Lear, guest speaker, being introduced by John A. Diemand, 
nd and J. Arthur Nelson, president, New Amsterdam Casualty. 
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winner in the Information Please quiz 
at the banquet, which occasions no 
astonishment on the part of those who 
know the quality of his mind. * * * No 
one more surprised than Commissioner 
john B. Gontrum of Maryland when he 


‘merged a winner in horseshoe pitch- 


ing. * * 
: Uncle Edson Lott 


The presence of Uncle Edson S. Lott, 
veteran board chairman, United States 
Casualty, gave genuine delight to every- 
one present. Uncle Edson for years 
was a pillar of strength in the institu- 
tion of insurance, a participant in every 
worthwhile movement to place casualty 
insurance on a higher plane. He has 
enjoyed and still enjoys the respect and 
affection of the business nationwide. 
May he return to us again and again, 
jor many years to come, * * 

When has an early evening party and 
, more delightful setting than the one 
civen by Messrs. John Diemand, Sheldon 
Catlin, Ben Rush, Jr., and their asso- 
cates of the North America group. * * * 

Mrs. Francis Henry O’Neil, daughter 
of the late and universally beloved Jim 
Henry of Pittsburgh, and the very lovely 
Mrs. Lucie Henry, seems to combine in 
her own charming self all the qualities 
which in years gone by have endeared 
her father and mother to those who 
knew them at these gatherings. * * * And 
young Jim Henry is a braw lad on his 
own, mind ye. * * * 

Mrs. Carl Daniel, the convention’s 
birthday child, not only won top honors 
in the women’s golf tournament, but 
added to her list of victories by leading 
the feminine contingent in the quiz 
program at the banquet. * * * 

Jack Yost, vice-president, Fidelity & 
Deposit, perennial golf chairman, affec- 
tionately reviled as always by handicap- 
hungry golfers, remains, as expected, un- 
moved by their loud and impassioned 
explanations of why each should get 
more strokes. And happily greeted by 
old friends was Mrs. Jack Yost, who 
as always presented a striking appear- 
ance. * * * 

Another happily acclaimed visitor, al- 
together too long absent, was Mrs. James 
Haines of New York. Mr. Haines, 
United States manager, London Guaran- 
tee & Accident et al, and long time 
mentor of your correspondent, this year 
fails to strike his outstanding note of 
sartorial splendor on the golf course. 

Add welcome visitors: Mr. and Mrs. 
Arthur Bohen (Preferred Accident’s 
treasurer), this being their second con- 
vention here. 
Among the Agents Present 

Henry Eisemann, Hicksville, N. Y., is 
said to own so many kinds of business, 
including a bank, an automobile agency, 
and several incidental enterprises, that 
It 1s astonishing to learn that he is also 
one of the biggest insurance agents in 
suburban New York. * * * 

Herbert W. Schaefer of New York 
City is said to be more than well on the 
way to great affluence through the med- 
tum of molybdenum enterprises. And 
lor the uninitiated “molybdenum” means 
a rare metallic element. * * * 

Charles H. Burras, head of Joyce & 
Co, Inc., Chicago, as always, says the 
appropriate thing in a felicitious fashion 
and does it often enough to remind the 
younger generation that his virtual re- 
llrement from forensics is from choice 
and not from lack of texts or ability to 
develop them, either entertainingly or 
logically, as the occasion may seem to 
Teauire, * * * 

_The netitely pulchritudinous Mrs. Paul 
Sisk, Tulsa, Okla., declares her interest 
im an avocational pursuit that seems 
‘xtraordinary to this column. She goes 
tor the extensive cultivation of horse- 
radish on the Sisk ranch near Tulsa. 


Everyone glad to have with us, Mr. 
aid Mrs. Omar Throgmorton, Little 
Rock, Ark., he being one of the oldtime 
members of the general agents’ asso- 
Cation, * * * 

Rs you know that newly elected 
Tesident Lew H. Webb of that associa- 
Yon and Mrs. Webb have a daughter 
sident in China and have themselves 
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Tom Hook to Retire 
From Standard Dee. 1 


47 YEARS WITH THAT COMPANY 





One of Leading Personalities in A. & H. 
Field; Held in High Esteem and 
Affection; His Career 





After forty-seven years of constructive 
service to the Standard Accident and to 
the accident and health business, Thomas 
Hook, superintendent of the A. & H. 
department of the Standard, plans to 
retire on December 1, 1941. 


With one 





THOMAS HOOK 


exception he is the company’s oldest 
employe in point of service, having 
started on October 15, 1894 in an ac- 
counting capacity and shortly thereafter 
was placed in the company’s accident 
department. A genial, friendly Scots- 
man, Tom Hook has steadily worked his 
way up to his present post, which he has 
held since 1921, and is today held in 
high affection and esteem both in the 
home office and field. This is also true 
throughout the entire A. & H. business. 


Top Honor in Personal Accident Bureau 


In 1939 Mr. Hook’s long experience 
and ability in accident underwriting was 
recognized by his election to the chair- 
manship of the governing committee of 
the Bureau of Accident and Health Un- 
derwriters—the top honor in this field. 
Practically all multiple-line capital stock 


companies writing this type of business 
are members of the Bureau. Mr. Hook 
had served on the governing committee 
for many years; has delivered many in- 
structive and educational papers before 
the group. He was active in the recon- 
struction of accident policy forms which 
are in use today by practically all the 
bureau companies. He has always been 
a member of the National Accident & 
Health Week committee. 

In November, 1940, Mr. Hook was 
honored at the initial A. & H. execu- 
tive dinner held in Chicago, now an 
annual event at which each year a dis- 
tinguished Accident and Health execu- 
tive is honored. Mr. Hook was the first 
selected to be so honored “as one of the 
outstanding underwriters of Accident 
insurance in the country.” 

On his forty-fifth anniversary with the 
Standard and in recognition of his long 
service, the officers of the company 
tendered Mr. Hook a testimonial dinner 
in October, 1939, at the Detroit A. C. 

Born in Edinburgh, Scotland, he came 
to this country when he was eight years 
old. He is married; has a married 
daughter. 

Immediately after his retirement in 
December, Mr. Hook plans to spend 
several months in Florida, returning 
from which, he will take up permanent 
residence at his Summer home at 515 


River Drive, Marine City, Mich. 





SECOND A. & H. LECTURE 





New York Club Has L. O. Pursell, J. A. 
Keon and DeWitt A. Stern as At- 
tractions for October 21 Meeting 
For the second of its series of three 
\. & H. educational lectures, the Acci- 
dent & Health Club of New York will 
have three guest speakers— Lambert O. 
Pursell, Aetna Life in Reading, Pa.; 
Joseph A. Keon, of Herman Robinson 


agency, Travelers, New York, and 
DeWitt A. Stern, Fireman’s Fund In- 
demnity agent, New York. The affair 


will be held Tuesday, October 21, at 
10:30 am. in the Great Hall of New 
York Chamber of Commerce building. 
William L. Kick, the club’s vice-presi- 
dent and chairman of its educational 
committee, will preside. 


CINCINNATI A. & H. MEET 

The Cincinnati A. & H. Association is 
sponsoring a state association meeting 
on Friday, October 31, and will be the 
hosts at Hotel Netherland Plaza to top- 
notch A. & H. men of the state. Pre- 
siding officer at the sales congress pro- 
gram will be J. A. Eggers, Inter-Ocean 
Casualty, president of the Cincinnati as- 
sociation, and speakers include National 
President C. E. Dalrymple, Milwaukee. 








spent much time there in years gone 
by. *x* * * 

Frank Spratlin, Atlanta agent, skill- 
fully demonstrates a new mode of suc- 
cessfully playing a golf ball deemed to 
be in an unplayable lie. Part of the 
technique consist of making the ball 
climb a tree and emerge behind the 
wielder of the club. * * * 

Everyone happy to welcome again Mr. 
Mrs. Stuart Scruggs of Dallas, with us 
year for the first time and now we hope con- 


and 
last 


firmed conventioneers. * * * 
Sewell Weech, New Amsterdam Casualty, 
horseshoe pitching chairman, deplores absence 


this year of Uncle Sidney Hall, United States 
F. & G. vice-president, always a winner, Tough 
luck for Sam Dunseith, New Amsterdam’s New 
York vice-president, who says he will try out his 
horseshoe pitching arm again next year. News- 
paper Scribes Roger Kenney and Tom Cullen 
emerge winners in this old-time sport. 


The William Leslies 


Greeted on all sides were Mr. and Mrs. Wil- 


liam Leslie, National Bureau of Casualty & 
Surety Underwriters. More than busy with 


national defense problems he enjoys well earned 


relaxation. And did you know that their oldest 
son, William, Jr., Princeton graduate, is in 
the service as air corps instructor at Roosevelt 
Field, N. Y., and their second, Edwin B., 
graduate of training ship course “Prairie State,” 
is now on Pacific Coast as an ensign—assigned 
to a destroyer. He cut short his Dartmouth 
course to enlist. * * * 
Misses Foy and Senderoff 

This reporter must also record his avuncular 
delight in the radiant appearance, charm of 
manner and infinite capacity 
while things evidenced year after year by Miss 
Alice M. Foy, Chicago, (Charlie Burras’ secre- 
tary) Miss York, 
(Claude Fairchild’s secretary). 

Mrs. Ralph Seiler, New York, and Mrs, Ray 
Murphy, Great Neck, L. L, in white and 
one in black decolletage, on the evening of the 
seemed to this column to deserve in 
loveliness a vastly greater 


for doing worth- 


and Sara Senderoff, New 


* * * 
one 


banquet, 
their contrasting 
even though not more admiring audience. * * * 

It is more than whispered that Mr. Tr***** 


(Note by Ed: It is a matter of regret that 
limited space does not permit the use of a 
number of notes included in copy sent from 


White Sulphur.) 


NEW INTERMEDIATE DIVISION 
Cont’! Casualty Offers New Lifetime 
Coverage and Over-Age Policy; R. A. 

Corbridge Heads New Department 

Continental Casualty took the initia- 
tive this-week in establishing an inter- 
mediate division with Ralph A. Corbridge 
in charge which will offer a specialized 
series of individual policy contracts de- 
signed to fill a gap which, the Contin- 
ental claims, has existed since life com- 
panies ceased writing disability benefits 
in combination with life policies. Initial 
operations of the.new division are re- 
stricted to selected Mid-west states ad- 
jacent to Illinois, additional states to be 
added as rapidly as possible. Manager 
Corbridge was formerly assistant man- 
ager, John McGurk agency, Mutual 
Benefit H. & A., Indianapolis. 

The two principal forms in the inter- 
mediate series feature Lifetime income 
coverage on both sickness and accidents, 
benefits payable from the first day. They 
carry neither a pro-rate clause nor a 
termination age. Three promotional cir- 
culars have been prepared for field use. 
Another new policy makes provision for 
over-age risks, whose policies have al- 
ready terminated automatically or who 
cannot qualify for standard forms. 

Under the new setup premiums are 
billed from the home office: claims 
handled by specialists, thus enabling the 
agent to function as a salesman virtually 
fulltime. 





PRATT CALLED TO ARMY 
George H. Pratt, manager at Portland, 
Oregon, for the Employers’ Liability 
Group, has been called into active serv- 
ice in the army and is now at Fort 
Benning, Ga. 


White Sulphur Golf 


(Continued from Page 45) 





Philadelphia, United States manager and at- 
torney, General Accident; T. L. Haff, New 
York, United States manager, European Gen- 
eral Reinsurance Co.; J. M. Haines, New York, 
United States manager, London Guarantee & 
Accident Co.; president, Phoenix Indemnity; 
general attorney for the United States, Phoe- 
nix-London Group; D. C. Handy, Baltimore, 
president, American Bonding; J. Elliott Han- 
non, Cleveland, Evarts-Tremaine-Flicker (Co.; 
Scott Harris, New York, executive vice-presi- 
dent, Joseph Froggatt & Co.; John T. Harrison, 
New York, Flynn, Harrison & Conroy, Inc. 
Joseph F. Hickey, St. Louis, Joseph F. Hickey 
Co.; Ralph W. Howe, Richmond, vice-president, 
Davenport Insurance Corp.; H. P. Jackson, 
Newark, president, Bankers Indemnity; Cliff C. 
Jones, Kansas City, president, R. B. Jones & 


Sons; A. F, Lafrentz, New York, president, 
American Surety; Howe S. Landers, Newark, 
president, Metropolitan Casualty; E. R. Led- 


better, Oklahoma City, general agent, Aetna Cas- 
ualty & Surety; Martin W. Lewis, New York, 
president, Towner Rating Bureau. 

Also Edson S. Lott, New York, board chair- 
United States Casualty; John S. Love, 
York, vice-president, Home Indemnity; 

McCluer, Kansas City, McCluer-Wilbur 
R. E. McGinnis, Kansas 
City, president, Central Surety & Insurance 
Corp.; W. E. McKell, New York, president, 
New York Casualty; George D. Mead, Glens 
Falls, vice-president, Falls In- 
demnity; James R. Millikan, Cincinnati, gen- 
eral agent, Fidelity & Casualty; J. Arthur Nel 
son, Baltimore, president, New Amsterdam Cas- 


man, 
New 
B. W. 
Underwriting Co.; 


Glens 


executive 


ualty; John E. O’Neil, Boston, Fairfield & 
Ellis; F. J. O’Ne ll, New York, president, Royal 
and Eagle Indemnity Insurance Cos.; Charles 
R. Page, San Francisco, president, Fireman's 
Fund Indemnity; Robert C. Ream, New York, 
president, American Re-Insurance 

Also Paul Rutherford, Hartford pres lent 


Hartford Accident & Indemnity; H. W. Schaef 
er, New York, H. W. Schaefer Co.; O. L. 
Schleyer, St. Louis, president, American Auto 
mobile; Kenneth Spencer, New York, president, 
Globe Edward C. Boston, 
United general manager and attorney, 
Employers’ Liability Assurance Corp.; Lew H. 
Webb, Chicago, Conkling, Price & Webb; L. 
Edmund Zacher, Hartford, president, Tr rs. 
Insurance Co, 


Indemnity ; Stone, 


States 


call 
iveie 
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Mealey Makes Second 
State-Wide Broadcast 


ON NEW RESPONSIBILITY LAW 


New York Motor Vehicle Commissioner 
Answers Questions Resulting from 
First eenee 


Menley. { 














Ca | EL ommissioner of 
M r I s of New York, made his 
Set d ide radio address on the 
provisions f the new motor vehicle 
safe responsibility law, October 2 

( issioner Mea 4 ley said at the out- 

that since his a of September 

15 he has received iy letters which 
er evidence spirit of good 

\ and cooperation which has alwavs 
stinguishe e New York State pub- 

c.’ and he then proceeded to answer 

I ver of € n that were raised 

e le ers Some of the more vital 
ques s and answers were as follows 


Action Brought by Others 

fire, theft, 
damage 
get 


against 
elf, and 


he event | 





+] 


does 1 
tion for dam- 
‘r against your 
ay the damages 


1Ot 








cause to others 
wing methods will 
se further risks 
our dr ving li- 
certi ficate (1) 
‘ting you against 


(2) furnish a bond, 
cash or collateral 
r Vehicles. 





sufficient 


1 
ieposit 


the Bureau of Moto 





W 
QO.—What will happen to me if I do 
ot take out financial protection ? 

4 —Nothing, unless or until you are 
lved in an accident resulting in any 
ersonal injury or property damage in 
excess of $25. But should you become 


so involved, the Commissioner of Motor 


Vehicles must suspend your driving li- 
ense and take away your plates and 
registration certificate until you have 
I sufficient security to cover any 

judgment against you and un- 


have established 
financial responsibility 
$11,000 by one of the 
above. 


addition, you 
f future 
amount of 
thods described 


Steps to Be Taken 
O.—If I should 





get into an accident 











and lose my driver’s license and cer- 
ficate, what steps must I take to get 
em back again? 
4—You will have to meet the re- 
juirements as to security and proof of 
f1 financial responsibility. But you 
she simple business precaution, 


asa 
u a bond or col- 





carr} rance or post 

lateral re your accident, not after- 

ward. You may also recover your driv- 
and registration if: 


ing license 


(1) You ure a release from the other 
party or parties to the accident, or 
(2) Pay the judgment that may haz 
n secured against M, OF 
(3) Secure a judgment in your favor 
(4) In every case furnish proof of 
mctal responsibility for the future 
Driver Not Protected 


Q.—In an accident where the driver 
or owner is not protected by bond or 
commissioner required 
security ? 
permits the com- 
own discretion as 


insurance, is the 
to demand $11,000 in 
4 —No. The law 


lissioner to use his 


to the amount of security required for 
the accident that has occurred, up to a 
naximum of $5,000 for death or injury 
to one person, up to $10,000 for death 
or injury to more than one person, and 
up to $1,000 for property damage. On 
the other hand, as regards protection 


commissioner is not 
circumstances to 
protection. Proof 
must show 
for injury or 
$10,000 for 
accident, 
damage, 


for the future, the 
permitted under any 
lower the limits of the 
f financial responsibility 
ability to pay up to $5,000 
death involving one person, 
two or more persons in one 
and up to $1,000 for property 
a total of $11,000. 


SAYS GONTRUM CANNOT ACT 
Maryland Attorney General Rules Com- 
missioner May Not Intervene in 
Keystone Cases 


Following a request for a legal opin- 
ion made by John B. Gontrum, Insur- 
ance Commissioner of Maryland, Wil- 
liam C. Walsh, Attorney General, has 


handed down a ruling that the Commis- 
sioner has no authority under the law 
to intervene on behalf of the policy- 
holders of the Keystone Indemnity Ex- 
change of Pennsylvania, dissolved. <A 


large number of suits have been filed 
to collect assessments levied against pol- 
icvholders of the comnany, of which 


Insurance Com- 
statutory 


Taggart, 
Pennsylvania, is 


Matthew H. 
missioner of 
liquidator. 

It is considered certain that some of 
the cases will go to the Court of Ap- 
peals. As more than 1,500 suits have 
been filed in the Superior Court and 
more than 1,400 in the People’s Court, 
efforts were made to adopt a plan by 
which action could be facilitated. Such 
a plan was suggested by Chief Judge 
Allan W. Rhynhart of the People’s Cou-t 
and has been approved by attorneys in 
the cases and also by the Supreme 
Bench of Baltimore. It consists of the 
opposing attorneys, including lawyers 
for a protective association organized 
by some of the policyholders, selecting 


typical cases which raise disputed ques- 
tion of law for trial in the Superior 
Court and then appealing to the Court 
of Appeals, the remaining cases being 
postponed until the Court of Appeals 
acts. 

Jn the opinion he rendered to Mr. 
Gontrum the Attorney General said 
“they are purely private controversies 


between the liquidator of Keystone 
Indemnity Exchange and_ policyholders 
in this state, and while the insurance 
laws authorize you to act as receiver 
for insolvent Maryland insurance com- 
panies, or as ancillary receiver for sim- 
ilar companies in other states, and to 
prosecute claims against policyholders or 
others who may owe money to the de- 
funct company, the law does not author- 
ize you to intervene on behalf of policy- 
holders who are being sued by a receiv- 
er or liquidator appointed in another 
state. Nor is the Attorney General au- 
thoriees to appear in any cases in which 
the state is not a party or in which it 
" no interest.’ 





MARVIN WITH MANUFACTURERS’ 


Former Counsel of Indemnity of North 
America and Standard Surety, Goes 
to Philadelphia as Claim Dep’t Head 
William F. Fisher, Manu- 

Casualty Insurance Co., Phila- 

delphia, announces the appointment of 

Hobart R. Marvin as manager of the 

home office claim department. 

Mr. Marvin, a member of the New 
York Bar, brings to the Manufacturers’ 
a long and active experience in claim 
work. He commenced in this field in 
the legal department of the Brooklyn- 
Manhattan Transit Company, and for 
thirteen years thereafter was connected 


president, 


facturers’ 


with the legal and claim department of 
the Indemnity Insurance Co. of North 
America in sg York City.. Prior to 


coming with the Manufacturers’, he was 
general vent for the Standard Surety 
& Casualty Co. 


Mr. Marvin left high school at the 
age of sixteen and joined the army in 
the last World War. He served in 


France where he was wounded in action. 
He returned to high school in New 
York State and then was graduated from 


Wharton School, University of Penn- 
svlvania. He received his legal train- 
ing at New York err 


F. & D. DECLARES DIVIDEND 
At a recent meeting of the board of 
directors of the Fidelity & Deposit the 


regular dividend of one dollar a share 
on the stock was declared. It is pay- 
able on October 31 to holders of record 


October 16. 


Provident Life & Accident Officers 
Honored on 25th Milestone in Office 


« 


¥ Pe: 
a 


Reading left to right: 








President R. J. Maclellan, Judge Alexander W. Chambliss, 


toastmaster; W. C. Cartinhour, vice-president and secretary. 


Provident Life & Accident’s board of 
directors recently honored Robert J. Mac- 
lellan, president, and W. C. Cartinhour, 
vice-president and secretary of the com- 
pany, at a luncheon which marked the 
twenty-fifth 
as president and 
Key men of the company’s home office staff 
participated. Actually it was a double 
anniversary for President Maclellan—his 
twenty-fifth as president and his thirty- 
sixth as an officer of the Provident. 

Alexander W. Chambliss, vice-president 
and “elder statesman” of the board of di- 
rectors, who is associate justice of the 
Tennessee supreme court, served as toast- 
master. Significance of the Provident’s 
growth was stressed by Judge Chambliss 
when he brought out the fact that in 1916 
the Provident’s assets were $350,000, and 
that this year they will exceed $17,000,000. 
The total premium income in 1916 was 
around $700,000 whereas this year it is 


their election 


respect ively. 


anniversary of 
secretary 


running at a rate of more than $11,000,000 
annually. 

The company was operating in only fif- 
teen states in 1916, and now has an active 
agency organization in thirty-five states 
from coast to coast. During the last quar- 
ter century the railroad and life depart- 
ments were organized and these divisions 
of the company now occupy a commant- 
ing position, as do the older group and 
accident departments. 

Inscribed silver service pieces were pre: 
sented to the honorees by the company. 
Among those attending were T. R. Pres- 
ton, Paul J. Kruesi, “Scott L. Probasco, 
W. E. Brock, Robert L. Maclellan, John 
A. Chambliss and L. N. Webb. 

A feature of the celebration was the 
large number of letters, telegrams and 
cards of congratulation coming from al 
parts of the field to President Maclellan 


and Mr. Cartinhour. Anniversary greet: 
ing cards were prepared by each home 
office department and signed by ever 


member of the home office personnel. 





Late Claude A. Bonner Was 


Leader on Pacific Coast 
Claude A. Bonner, Western 
Life Affiliated 
who died last 


manager 


of Aetna Companies in 


San Francisco, week, will 


be missed on the Pacific Coast as he 


was one of the leaders in constructive 


activity there. 

A native of Chicago and 
at DePaul University, Mr. 
connection with Aetna Life compa- 


educated 
Jonner’s 
first 
nies was in 1907 with Marsh & McLen- 
nan, where he was a claims investigator 
and adjuster. He was transferred to the 
Milwaukee office in 1913 as claims man- 
ager and nine years later became mana- 
ger of that branch office. 

Mr. Bonner was transferred to the San 
Francisco office in 1929 and placed in 
charge of the companies’ fire, marine, 
casualty and surety business on the 
West Coast. 

He served as vice-president and presi- 
dent of the Casualty Insurance Associa- 
tion of San Francisco and was a mem- 
ber of the board of governors of the 
National Automobile Underwriters As- 
sociation and the California Conference. 
He was a member of the advisory com- 


N. J. Compensation Bureau 
Lists 218 Assigned Risk 


Chairman A. R. Lawrence of the Com 
pensation Rating & Inspection Bureau of 
New Newark, has forwarded to 
member companies 218 firms 
in the state which are insured for com 
pensation under the assigned risk plan, 
and whose policies will expire in the 
months of September to November, it- 
He requests the companies t 
review the list, giving consideration 
removal of as many as possible from the 


Jersey, 
a list of 


clusive. 


assigned risk plan. 


This list is grouped under counties 
and cities. Essex County heads the list 
: : : : f 
with eighty -eight risks, sixty-eight 0 


which are in the city of Newark. In the 
ach small town listed 


majority of cases 
has only a single assigned risk 0! 
the list. 

as 


mittee of the Pacific Coast branch 0 
the National Board of Casualty & Surety 


Underwriters, and was a member, 
\ utomobile 





the board of the National i 
Club. He was a member of the Blut 
Goose. 


Mar 


